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ook BEHIND THE SALESMAN 


‘THE personalityof the salesman whoserves you 
is important. So is his knowledge and ability. 
But more important still is the company he 
represents, the products he sells, and the 
profits you can earn through these products. 

Consistently for 44 years, consumers have 
learned they always get extra value when they 
buy Webster products. We have been special- 
ists in making superior carbon papers and 
typewriter ribbons all those years, and we 
have developed special processes which bring 
longer wear and better service. You can turn 
that good will into cash business, with a highly 


satisfactory margin of profit, simply by featur- 





ing the Webster name. 

Consistent with our progressive policy, we 
are doing more advertising in 1933 than in 
1932! We are going ahead steadily, helping 
you sell more of our carbon papers and type- 
writer ribbons, helping you make more prof- 
its. Full steam ahead! 

Ask our salesman for window and counter 
displays. Progressive, alert, active merchan- 
dising is the key to more profits— and we can 
help you. We can help you through our rep- 
resentative-—the salesman who calls on you. 
He knows his business, and behind him is a 


pow erful, resourceful company. 


A F.§. WEBSTER COMPANY ciao, ss 























{ OFFICE APPLIANCES 
is a news and technical 
trade journal, serving 
the entire industry of of- 
fice equipment. It covers 
the manufacture and 
distribution of office 
machinery, officedevices, 
office furniture, office 
supplies and the entire 
range of commercial sta- 
tionery. Its comprehen- 
sive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane toits field 
have given it unusual 
prestige. It serves a cli- 
entele composed of man- 
agers and agents for the 
various office machines, 
devices and supplies, 
commercial stationery 
dealers and many of the 
largest corporations in 
the United States. It 
also reaches some deal- 
ers in fifty-four other 
countries who deal in 
American office equip- 
ment. 


{ No person, firm or cor- 
poration, either dircctly 
or indirectly connected 
with the industry the 
journal represents, has 
any share in its owner- 
ship or voice in shaping 
its policy, which has in 
view at all times the best 
nterests of the field it 
serves. It aims to dis- 
cuss all subjects fairly, 
and to furnish its read- 
ers reliable information 
concerning the progress 
and development of the 
office appliance industry. 
It will answer any ques- 
tions germane to its field 
to the best of its ability, 
and it asks its readers in 
all parts of the world to 
aid it with inquiries and 
suggestions, to which it 
will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 


customers. 


They do, however, offer their service in resolving 


any disagreements which result from relations established 
through the journal. 


A 
Acco Products Inc 66 
Acme Card System Co is 
Acme Staple Co 97 
Aigner, G. J., Co oS 
Allen & Co . 96 
Alma Desk Co. 97 
Amer. Autom. Typew. Co. 95 
American Can Co 72 
American Embossing Co. .102 
Amer. No. Machine Co 94 
Amer. Writing Machine Co. 89 
Ames Supply Co . 78 
Art Metal Construction 
Co. 61 
Art Steel Co., In« 99 
Ault & Wibore Co., The 86 
Automatic File & Index Co. 98 
Autopoint Co . 57 
Auto-Typist, The 98 
Azora Rubber Co 100 
B 
Bankers Box Co 50 
Berger Mfz. Co 51 
Box 2453 . : sa06 ae 
Bridgeport Pen Co 100 
Bridges, F. W., Ltd 102 
Bristow, Stanley R 101 
Bushnell, Alvah, Co 91 
Cc 
Carpenter, E. W Mfg. Co.101 
Carter's Ink Co . 68 
Claroty pe Co., The . 100 
Codo Mfg. Corp . 100 
Columbia Rib. & Carb. Co. 73 
Columbia Steel Eq. Co SS 
Columbian Art Works 103 
Compo Mfz«. & Sales Co o4 


Corona Typewriter 5 
Corry-Jamestown Mfg. Cp. 85 
Crown Office Specialty Co.100 
Crown Ribbon & Carb. Co. 94 


D 


Defiance Sales Corp 74 
Dick, A. B., Co i3 
Diebold Safe & Lock Co 77 


Duplicator Pap. & Sup. Co. 93 
E 


Elliott-Fisher Back Covet 
Engraved Staty. Buffalo. .102 


Error-No Copyholder secon 
Evansville Desk Co 85 
Ever Ready Calendar Mfg. 
OCB coce : 64 
Fr 
Faber, A. W., In¢ 92 
r. B. Mfg. Cx , 93 
Fulton Specialty Co 99 
G 
General Fireproofing Co., 
The . 47 
Gits Bros. Mfg. Co « Oe 
Globe-Wernicke Co 65 
Graff, Geo. B., Co , 74 
Guide System & Supp. Co. 93 
H 
H. A. Ink Eradicator Co. .101 
Hall-Welter Co 102 
Harding, Milo, Company 9 
Harriman-Welts Prod. Co.100 
Harter Corp a4 
Heyer Duplicator Co 105 
Higgins, Chas. M.,. Co . 97 
Hotchkiss Sales Co R6 
I 
Imperial Desk Co . 52 


Imperial Mfg. Co . 80 


Imperial Methods Co. 89 
Indiana Desk Co ; , 81 
Ink Specialties Co ‘ » & 
a 
Jasper Chair Co... .67, 103 
Jasper Desk Co .103 
Jasper Seating Co 93 
K 
Kor-Rect-O Company 99 
L 
Leatheroid ‘ . 96 
Loose Leaf Metals Co a 
M 
Manifold Supplies Co 71 
Markilo Co, aa 98 
Martens Type Cleaner Co.101 
Mashek, Frank, & Co . 98 
Meyer & Wenthe , 100 
Mimeograph, The 43 
Mimeo Service Bureau o we 
Mittag & Volger, In« . 63 
Moore Push Pin Co... . 97 
Munson Supply Co ‘ . 90 
N 
Nat'l Vulcanized Fibre Co. 95 
Neva-Clog Products, In« 68 
oO 
Oakville American Pin Div. 70 
Office Appliance Co., The 99 
Oxford Filing Sup. Co » 82 
P 
Pacifie Cb. & Rib. Mfg. Co. 75 
Parker Pen Co as 69 
Parrot Speed Fastener Cp. 82 
Peerless Key Co., In« 5, 
Pelouze Mfg. Co... i. 
Phillips Process Co., Ine 98 
Prym, William, of Amer 90 
Q 
Quality Park Env. Co 96 
R 
Reliable Tw. & A. M. Corp. 98 
Rockwell-Barnes Co » ae 
Rotospeed Company, The.. 60 
Royal Typewriter Co 104 
s 
Scripto Mfg. Company.. 76 
Sheaffer, W. A., Pen Co. 62 
Sheppard, The C. E., Co 99 
Shipman-Ward Mfg. Co 81 
Smith, H. E., Co... ‘ 82 
Smith, L. C., & Corona 
Typewriters, Inc 15 
Speed Key Mfg. Co... -. 98 
Stein Bros. Mfg. Co... . 90 
Storms, H. M., Co « Fe 


Sturgis Posture Chair Co. .101 
Sundstrand, A. M.Back Cover 
T 
Tip Top Mfg. Co , .100 
Toledo Metal Furniture Co. 88 


Triner Scale & Mfg. Co... 90 
Turner & Harrison Pen 
Mfg. Co ‘ ' ‘ 101 
Tyvbon Corporation ° ook@n 
Typo Trading Co . . 64 
U 
Underwood-Elliott-Fisher 
Co Rack Cover 
U. S. Tw. Rib. Mfg. Co . 99 
w 
Wabash Cabinet Co 2 . 59 
Warshaw Mfg. Co 79 
Webster, F. S., Co a a 
Weis Mfg. Co , .53, 4.5.6 
Wiggins, John B., Co . 94 


For the benefit of the subscribers the lines advertised are here 


classified. 


Many of the requirements of the modern business 


office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 


Adding Machines 


Sundstrand Add. Mch.Back Cover 


Adding Machines, Rebuilt 


Reliable Tw. & A. M. C 9S 
Adding Machine Rolls and Paper 
Rockwell-Barnes Co . . 89 


Adding Typewriters 
Underwood Elliot - Fisher 
Co. Back Cover 
Adhesives 
(See Inks 
Arch and Clipboards 


Adhesives, ete.) 


Globe-Wernicke Co. oo 

Rock well-Barnes Co . 8&9 
Ash Trays, Office 

Oakville Amer. Pin Div : 70 
Automatic Typewriters 

Amer. Automatic Typewr 98 
Bankers’ Note Cases 

Art Steel Co. . 99 

General Fireproofing Co 47 

Globe-Wernicke Co. : . & 


Billing Machines 


Elliott-Fisher Back Cover 


Underwood, Elliot - Fisher 
Co Back Cover 
Binders, Catalog and Periodical 
Acco Products, Ine. 66 
Aigner, G. J., Co. ‘ : 9S 
Blank Books 
Rockwell-Barnes Co. ‘ &o 
Biue Print and Plan File Cabinets 
Acco Products, In« . 66 
Art Metal Constr. Co i ae 
Berger Mfg. Co ; . ol 
Columbia Steel Equip. Co.. 8&7 
General Fireproofing Co 47 
Globe-Wernicke Co ‘one 65 
Bond Boxes 
Art Steel Co. co a 


Corry-Jamestown Mfg. Corp. R5 
General Fireproofing Co., The 47 
Globe-Wernicke Co 65 


Weis Mfg. Co. . 53, 4. 5, 6 
Book Cases 

Art Metal Constr. Co. bine ee 

Berger Mfg. Co. . oF 

General Fireproofing Co 47 

Globe-Wernicke Co. a. ae 

Weis Mfg. Co. . 53, 4. 5, 6 
Book holders 

Acco Products, Inc. . 66 


Book Rings 
Carpenter, E. W., Mfg. Co. .101 
Oakville-Amer. Pin Div.... 70 

Bookkeeping Machines 
Elliott-Fisher 
Unde rwood 


Back Cover 
Elliott - Fisher 


Co. Back Cover 
Box Letter Files 
Art Steel Co. . 99 
Globe-Wernicke Co ‘ . 65 
Rockwell-Barnes Co. : 89 
Weis Mfg. Co. . 53, 4. 5, 6 
Brief Cases 
Mashek, Frank, & Co. . 98 
Stein Bros. Mfg. Co : 90 


Calculating Devices 

Reliable Tw. & A. M. C. . oS 
Calculating Machines 

Sundstrand Add. Mch.Back Cover 
Calculating Machines, Rebuilt 

Reliable Tw. & A. M. C. .. 98 
Calendar Pads and Stands 


Columbian Art Works.....103 
Defiance Sales Corp. ...... 74 
Ever Ready Calendar Mfg. 
Co. o4 : ° ° . 64 
Typo Trading Co. cee 64 
Carbon Papers 
(See Ribbons and Carbons) 
Card Index Boxes and Trays 
Art Metal Constr. Co. . 61 
Art Steel Co . 29 
Berger Mfg. Co. , 51 
Columbia Steel Equip. Co a7 
Globe-Wernicke Co., The... 65 
Guide System & Supply Co. 83 
Imperial Methods Co. TT | 
Warshaw Mfg. Co. , 79 
Weis Mfg. Co. . 53, 4. 5, 6 
Cash Boxes 
Art Steel Co., Ine 99 


General Fireproofing Co. The 47 


Celluloid Envelopes 


Markilo Co. . 98 
Chairs 

General Fireproofing Co 17 

Harter Corp. S4 

Jasper Chair Co 67, 103 

Jasper Seating Co. .. 93 

Sturgis Posture Chair Co 101 


Toledo Metal Furniture Co.. 88 
Chairs (Posture) 


General Fireproofing Co 47 
Harter Corp. o8 S4 
Jasper Seating Co 93 


Sturgis Posture Chair Co. .101 
Toledo Metal Furniture Co.. 88 
Check Protectors & Writers (Mfr.) 
Hall-Welter Co. Seteo cme 
Check Protectors and Writers, Used 


Reliable Tw. & A. M. C o. oe 
Checks, Stamped Metal 
Meyer & Wenthe... ' 100 


Clips, Paper (See Paper Clips) 
Coin Bags, Trays and Wrappers 
4 


Art Steel Co., Ine. of 
Copyholders 

Acco Products, Ine. . 66 

Hall-Welter Co. . 102 

Office Appliance Co 99 


Costumers 
General Fireproofing Co., The 47 
Globe-Wernicke Co. . 65 

Dating Stamps 


Amer. Number. Mach. Co.. 94 


Fulton Specialty Co. 99 

Meyer & Wenthe 100 
Desk Calendars 

Columbian Art Works 103 

Defiance Sales Corp. . 74 

Ever Ready Calendar Mfzg.Co. 64 

Typo Trading Co . 64 


Desk Pads, Blotter 
Crown Office Specialty Co. .100 


Desk Pads, Linoleum 
Crown Office Specialty Co. .100 


Desk Pending-Letters Holders 


Acco Products, Ine. P . 66 
Desk Trays 
Art Metal Constr. Co . 61 
Art Steel Co., Inc . 99 
General Fireproofing Co 47 
Globe-Wernicke Co . 65 
Imperial Methods Co ‘ 89 
Weis Mfg. Co. . 53, 4. 5, 6 
Desk Work Distributors 
Bristow, Stanley R 101 
Crown Office Specialty Co L100 
Globe-Wernicke Co. ‘ 65 
Weis Mfg. Co. . 53, 4. 5. 6 
Desks 
Alma Desk Co. 97 
Art Metal Constr. Co —— 
Berger Mfg. Co. ‘ , oo 
Columbia Steel Equip. Co.. 8&7 
Corry-Jamestown Mfg. Corp. &5 
Evansville Desk Co. . & 
General Fireproofing Co. 47 
Globe-Wernicke Co a. nn 
Imperial Desk Co. 52 
Indiana Desk Co. . . &1 
Jasper Desk Co. 103 
Weis Mfg. Co. . 53, 4. 5. 6 
Distributors Wanted 
Box 2453 SO 
Duplicating Machines 
Dick, A. B., Co 43 
Harding, Milo, Co 49 
Heyer Duplicator Co 105 
Ink Specialties Co j &9 
Mimeograph, The : . 43 
Rotospeed Co., The 60 
Duplicating Machine Supplies 
Dick, A. B., Co 433 
Duplicator Paper & Sup. Co. 93 
Harding, Milo, Co 9 
Heyer Duplicator Co 105 
Ink Specialties Co so 
Kor-Rect-O Company 9a 
Mimeo Service Bureau 99 
Rotospeed Co., The : 60 
Smith, H. E.,. Co eee 82 


Engraving, Copper Plate 
Wiggins, The John B., Co.. 94 





APRIL, 1933 
Envelopes 

Bushnell, Alvah, Co. ...... 91 

Globe-Wernicke Co. ccoese & 

Oxford Filing Supply Co.... 82 

Quality Park Envelope Co.. 96 
Envelopes, Celluloid 

Pe i sxenteoaewer 98 
Envelope Openers 

Oakville Amer. Pin Div.... 70 
Envelope Sealers 

Office Appliance Co., The 99 
Eradicators, Ink 

H. A. Ink Eradicator Co...101 
Erasers (Chemical) 

H. A. Ink Eradicator Co 101 
Erasers (Rubber) 

Faber, A. W., Inc. .......- 92 

Oakville Amer. Pin Div.. 70 
Expense Books > 

Defiance Sales Corp. ...... 74 
Eyelets a 

Oakville Amer. Pin. Div... 70 
File Boxes, Collapsible Corrug. — 

Bankers Box Co. .......+-+- 50 

Guide System & Supply Co.. 93 

Oxford Filing Supply Co. .. 82 
File Boxes, Metal 

Art Metal Constr. Co. 61 

Art Steel Co. ...... 99 

Berger Mfg. Company 51 

Rockwell-Barnes Co. .....-. 89 
Filing Cabinets, Metal , 

Art Metal Constr. Co. ..... 6 

Art Steel Co. ... rr . 99 

Automatic File & Index Co. 98 

Berger Mfg. Company..... 51 

Columbia Steel Equip. Co.. 8% 


Corry-Jamestown Mfg. Corp. 85 
General Fireproofing Co... 47 
Globe-Wernicke Co. 
Filing Cabinets, Wood 


Globe-Wernicke Co. 65 
Imperial Methods Co. . 89 
Weis Mfg. Co. . 53, 4. 5, 6 
Filing Supplies ’ 
Acco Products, Inc. ......- 66 
Art Metal Constr. Co. ..... 61 
Bushnell, Alvah, Co sone 91 
General Fireproofing Co., The 47 
Globe-Wernicke Co ee 
Guide System & Sup. Co.... 93 
Imperial Methods Co. = 
Oxford Filing Supply Co... 82 
Quality Park Envelope Co.. 96 
Rockwell-Barnes Co. ...... 89 
Wabash Cabinet Co 4 
7$ 


Warshaw Mfg. Co. ... _ 
Weis Mfg. Co. . 53, 4. 5, 6 


Folders , 
(See Filing Supplies) 


Fountain Pens 


Autopoint Co. ... 57 
Carter's Ink Co 58 
Parker Pen Co. were 69 
Sheaffer, W. A., Pen Co.... 62 
Furniture Polish : 
Globe-Wernicke Co. 65 
Gummed Cloth Rings . 
Graff, Geo. B., Co. .......+- 74 
Warshaw Mfg. Co. 79 
Gummed Mending Tape ia 
Warshaw Mfg. Co. ......- 79 
Index Card Signals . 
Graff, George B., Co. . . v4 
Moore Push Pin Co. ......- 97 
Index Tabs 
Aigner, G. J., Co. vtec 98 
Guide System & Supply Co. 93 
Markilo Co. ... ‘ oon ee 
Warshaw Mfg. Co 79 
Inks, Adhesives, Ete. ~ 
Ault & Wiborg Co., The 86 
Carter's Ink Co. ..... wees 58 
Harriman-Welts Prod. Co. 100 
Higgins, Chas. M., Co. 97 
Ink Specialties Co. 89 
Parker Pen Co. | an ie 69 
Sheaffer. W. A., Pen Co... 62 
Tybon Corp. : 101 
Inkstands 7 
Defiance Sales Corp. ...... 74 
Knives, Office : 
Gits Bros. Mfg. Co. ....... 97 
Lead for Mechanical Pencils 
Faber, A. W., Inc. .< 92 
Leather Goods 
Mashek, Frank, & Co. 98 
Stein Bros. Mfg. Co. ...... 90 
Leather Upholstered Furniture 
Jasper Chair Co. ...67, 103 
Letter Distributors 
Bristow. Stanley R. ..... 101 
Globe-Wernicke Co. 65 
Neva-Clog Products, Ince. 68 
Letter Trays 
(See Desk Trays) 
Letterheads 
American Embossing Co... .102 
Engraved Staty. Buffalo. ..102 
Wiggins, John B., Co. ..... 94 


Lettering and Show Card Pens 
Bridgeport Pen Co. ....... 100 





Library Equipment 
ee Ge Gs  occk aaah ecce 99 
General Fireproofing Co 47 
Globe-Wernicke Co. ...... 65 


Linoleum Desk Tops 
Crown Office Specialty Co. .100 
Lockers and Storage Cabinets 


Art Metal Constr. Co. ..... 61 
OeS Bees Gee. cacdtecdveci oo 
Berger Mfg. Company..... 51 
Corry-Jamestown Mfg. Corp. 85 
General Fireproofing Co 47 
Globe-Wernicke Co. ....... 65 
Loose Leaf Books and Systems 
fn} Ot erate 93 
Sheppard, The C. E., Co. 99 


Loose Leaf Envelopes, Celluloid 


ST. We 2d cea ao cos Vek 98 
Loose Leaf Metals 

Carpenter, E. W., Mfg. Co. .101 

Loose Leaf Metals Co... 97 
Mail Distributors 

Bristow, Stanley R. ....... 101 
Map Tacks 

Graff, George B., Co...... 74 
Matched Office Suites 

Art Metal Constr. Co. ..... 61 

General Fireproofing Co oe 
Memorandum Books 

Rockwell-Barnes Co. ...... 89 
Memorandum Devices 

Bristow, Stanley R. .... 101 
Numbering Machines 

American Num. Mach. Co. 94 
Office Partitions and Railings 

Globe-Wernicke Co. ....... 65 
Oil, Office Machine 

Geen. Gi cnc ccccecen 100 

Defiance Sales Corp. ...... 74 

Rockwell-Barnes Co. 89 
Paper 

Rockwell-Barnes Co. ...... 89 
Paper Clamps 

Acco Products, Ine. 66 
Paper Clips 

Acco Products, Inc. ...... 66 

Graff, George B., Co. ...... 74 

Oakville Amer. Pin Div.... 70 

Rockwell-Barnes Co. ...... 89 

Zep-sew Tie GOs voc idecs 100 
Paper Fastening Machines 

Acme Staple Co. ......... 97 

Compo Mfg. & Sales Co.... 94 

Defiance Sales Corp. ...... 74 

Hotchkiss Sales Co. ...... 86 

Parrot Speed Fastener Corp. 82 


Paste 
(See Inks, Adhesives 
Pen and Pencil Clips 
Defiance Sales Corp. ...... 74 


ete.) 


Oakville-Amer. Pin Div. 70 
Pencil Sharpeners 

Graff, George B., Co. ...... 74 
Pencils, Cedar 

een. Ms We BB osc cwkc 92 
Pencils, Mechanical 

bas: 57 

Carter’s Ink Co. .......:- 58 

Parker Pen Co. ..........¢ 69 

erepee MiGs. Ge. «cccccvcs 76 

Sheaffer, W. A., Pen Co... 62 
Pens, Lettering and Show Card 

Bridgeport Pen Co. ....... 100 
Pens, Steel 

Turner & Harrison Pen Mfg. 

Wk vend uee bee wows ke ou 101 


Picture Hooks 


Moore Push Pin Co. ...... 97 
Pins and Pin Containers 

Defiance Sales Corp. ...... 74 

Oakville-Amer. Pin Div. ... 70 

Prym, William, of America, 90 
Platens, Typewriter 

Amer. Writing Machine Co.. 89 

Ames Supply Co. ........ 78 

Shipman-Ward Mfg. Co. ... 81 
Postal Scales 

Pelouze Mig. Co. ......... 95 

Triner Seale & Mfg. Co. 90 
Punches 

Acco Products, Inc. ...... 66 

Defiance Sales Corp. ...... 74 

Globe-Wernicke Co. ....... 65 
Publications 

Bridges, F. W., Ltd. ...... 102 
Push Pins 

Moore Push Pin Co. ...... 97 
Ribbon Dispensing Machine 

wae Gs cha wes béacraes 101 
Ribbons and Carbons 

Ss Ge es, Bowe chk beech 96 

Ault & Wiborg Co., The.... 8&6 

Carter’ EW Gi 6 co<ccces 58 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers, In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of 

dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways per- 
forms useful service, all without charge. Subscribers 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. 
requests for catalogues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 

mailed frequently to leading manufacturers. 
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OFFICE APPLIANCES 


WANTS AND TOR SALE 


The rate for classified advertisements is eight cents a word. 


Minimum charge, $1.60. 


SITUATIONS WANTED 


SALESMAN WHO HAS WORKED in Chicago and suburban 
territories for leading manufacturer of filing equipment, de- 
Sires to return to the field after an absence in an unrelated 
line of Filing experience fourteen years Fully 
informed on systems work Alert, energetic and capable in- 
terested particularly in making connection with branch office 
of manufacturer or with dealer representing one of the better 
filing equipment lines Address D-87, care Office Appliances, 
Chicago 


business 


SERVICES AVAILABLE—I18 years’ experience selling and 
managing office equipment business specializing General Fire 
proofing Co, Allsteel products, desires position with opportu- 
nity to prove real selling ability Address Box D-89, care 
Office Appliances, Chicago 


EXPERT SERVICE MANAGER AND MECHANIC—12 years’ 
experience on all makes of typewriters, adding and calculating 
machines Exceptional ability and initiative. Neale M. Brown, 
Typewriting & Adding Machine Service, Neosho, Missouri. 


DESIGNER—Served the Addressograph Co. for 20 years In 
which time having handled many of their major developments, 
and supervised their assembly Address C. G. Kranz, 1528 N. 
Menard Ave., Chicago, Ill 


SALES PROMOTION MAN—OFFICE EXECUTIVE, with 
seven years’ experience and splendid record in one of the livest 
1dvertising sales departments in the office appliance industry, 
ulso three years’ experience in an executive and promotional 
capacity in the school supply and equipment field, desires to 
make connection with office equipment manufacturer in or near 
Chicago in a promotional or office executive capacity 
Highly educated, splendid personality, has had considerable 
experience in analytical, accounting, correspondence and pro- 
motional work Doing special work along those lines at pres- 
ent but available on short notice Previous office equipment 
employer will serve as best reference but can furnish unlimited 
number of other good ones Can analyze proposition quickly 
and produce type of promotional material that has favorable 
effect upon sales Starting salary unimportant if proposition 
offers opportunity to an aggressive, energetic, enthusiastic 
hard-working producer Address Wyllys D. Johnson, 2326 
Bryant Ave., Evanston, Ill 


sales 


SALESMAN who has functioned as part owner of commercial 
stationery business and as sales manager for office furniture 
manufacturer, is open for new connection Knows office equip- 
ment merchandising both wholesale and retail. Will consider 
sales connection with any established concern regardless of 
location Address D-90, care Office Appliances, Chicago. 


SALESMEN WANTED 


“CONTROLLED LINES"’—We have several office appliances 
selling from one to five dollars on which we protect salesmen 
in a specified territory Give references and other lines car- 
ried Reply, R-88, care Office Appliances, Chicago 


PROMINENT RIBBON AND CARBON MANUFACTURER 


wants young salesman to travel. Headquarters preferably New 
York State experience Address R-84, care Office Appli- 
inces, Chicago 


ATTRACTIVE SIDE LINE for men selling to offices. Specify 


territory and lines now handled Address R-S87, care Office 
Appliances, Chicago 

WANTED—JIUNIOR SALESMAN for New York territory 
Prefer young man between ages of twenty-five and thirty. 
Straight salary basis Must know commercial stationery busi- 
ness thoroughly and be capable of doing educational and mis- 
sionary work, both with local stationers’ salesmen and with 
large users An opportunity for a man of ability to join the 
sales organization of a well established manufacturer doing 


business with nearly all responsible stationers 
care Office Appliances, Chicago. 


Address R-83, 


REPRESENTATIVES AVAILABLE 


SALESMEN well known to stationery and office supply deal- 
ers in Texas and the southwest, desires to obtain lines not 
now having representation in this territory First class ref- 
erences can be given Address D-88, care Office Appliances, 
Chicago 


EQUIPMENT AND SUPPLY 
lines for sale direct 


OFFICE 


fifteen years’ experience, desire 


SUCCESSFUL 


TWO 


Salesmen 


factory to user; commission basis Territory state of Flor- 
ida. Gilt edge references and dignified businesslike repre- 
sentation Address D-92, care Office Appliances, Chicago. 


CANADIAN SALES REPRESENTATION OFFERED—Well 
established with stationers, both wholesale and retail in all of 
Canada Desires to add a few additional lines on straight 
commission basis. Send proposition with details to Post Office 
Box 2531, North Vancouver, B. C. 


SALESMAN for well known fountain pen manufacturer seeks 
one additional line to sell to stationers in Chicago and vicinity, 
including Illinois, southern Wisconsin, northern Indiana, lowa 
and eastern Nebraska In the field seventy-five per cent of the 
time, during the remainder working Chicago. In a position to 
give excellent service to some stationery manufacturer seek- 
ing active and intelligent sales representation. Address D-91, 
care Office Appliances, Chicago. 


EXPERIENCED FIELD established in Chicago and 


covering Chicago metropolitan area, 


MAN 
desires a first-class sta- 


tionery line of single item to handle on commission Inti- 


mate acquaintance with retailer and jobber from Pittsburgh 


to Twin Cities. Address D-86, care Office Appliances, Chicago. 


REPRESENTATIVES WANTED 


FOREIGN MANUFACTURER, producer on a large scale, of 
paper stapling machines and staples well known all over the 
world, offers sole agency for his products to a good sales or- 
ganization in the United States. A new, thoroughly tested, 
patented process is used in making the staples The agent 
must be in position to purchase in large quantities for cash. 
Address R-85, care Office Appliances, Chicago 


WE ARE SEEKING A DISTRIBUTOR in every state; man we 
want may now be head of office supply firm or office specialty 
salesman Must be capable of earning $5,000 to $10,000 per 
year and have ability to select his own salesmen. Patented 
product, wonderful possibilities; every office a prospect. Dis- 
tributor must be in position to place initial order which will 
not amount to more than $1,000 Give qualifications first 
letter. Address Box 2453, Suite 803, Times Building, New York. 


AMERICAN RIGHTS are available on important typewriter 
development now in successful operation abroad. Opens new 
profitable field Can be handled by established specialty or- 
ganization or can be used to develop new business enterprise. 
Address R-86, care Office Appliances, Chicago 


MECHANICS WANTED 


WAHL ADDING MACHINE MECHANIC wanted for enter 
prising dealer in typewriters and adding machines in Penn- 
sylvania city. A good opportunity for an able mechanic fa- 
miliar with the Wahl machine. Address R-89, care Office 
Appliances, Chicago. 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 


ADDRESSOGRAPH BARGAIN: with graphotype, cabinets, 
trays, frames, perfect condition. Will sell all or any part less 
than half price Will trade for typewriters or other equipment. 
Russell Stationery, Amarillo, Texas 


ELLIOTT-FISHER MACHINES, typewriters, adding machines, 
all office equipment, bought and sold. Chicago Office Appli- 
ance Co., 533 So. Dearborn, Chicago. 


MODEL 10 DICTAPHONES, Ediphones, 200M series offered to 
dealers at prices that will make real profits Visible filing 
equipment all makes bought and sold Hanover Office Equip- 
ment Co., Inc., 80 Greenwich Street, New York City. 


ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis 


MULTIGRAPH RIBBONS re-manufactured Guaranteed 
work, quick service. Send us your old ribbons today. Also 144 
yard reel typewriter ribbon fabric, of any inking, a specialty. 
Lewis Co., $5la N. 4th Street, Milwaukee, Wis. 


WANTED, COMPTOMETERS, Monroes, Marchants and Bur- 
roughs Calculators Will pay cash. Give full details and 


state prices M. Lack, 1698 Union Str., Brooklyn, N. Y. 








APRIL, 1933 








PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each im cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 


No. 89,339 (Design Patent). Pencil. Joe D. Hale 
(assignor to Rite-Rite Manufacturing Company, Chi- 
cago, til., a yy of Illinois). Filed Dee. 27, 
1932; Serial No. ° 

No. 89,410 ee Patent). Top or cover plate for 
typewriting machines. James H. Rand, Jr., and John 
A. Zellers, Buffalo, N. Y. (assignors to Remington 
Rand, Inc., New York, N. Y., a cerporation of Dela- 
ware). Filed Dec. 29, 1932; Serial No. 46,654. 

No. 89,449 (Design Patent). Fountain pen. Russell 
G. Parker, Janesville, Wis. (assignor to The Parker 
Pen Company, soneeuste, ont a corporation of Wis- 
consin). Filed Sept. 7, Serial No. 44, 

No. 1,898,045. Cash AK, Frederick L. Fuller, 
Ilion, N. Y. (assignor by mesne assignments to The 
National Cash Register Company, Sate, Ohio, a cor- 
yg of Maryland). Filed April |, 1926; Serial No. 


No. 1,898,215. Loose leaf binder. John Schade and 
Frank S. Schade, Holyoke, Mass. a. > 1 
tional Blank Book Company. Holyoke, Mass., 
comee, ry eee Filed June 24, 1932: Serial 
No. 9,04 
he soe. 223. Filing cabinet. Herbert B. Sperry, 
Batavia, Hl. Filed June 15, 1929; Serial No. 371, 196. 

No. 1,898,346. Cash register. Helge C. Dieserud. 
Montclair, N. J. (assignor by mesne assignments to 
The National Cash Register Company, Dayton, Ohio, a 
corperessen, of Maryland). Filed ay 2, 1927; Serial 
No. 188.1 
No. g08. 361. Printing machine. Walter T. Goll- 
witzer, Chicago, I!I. (assignor to Addressograph Com- 
pany, Wilmington, Del., a corporation of Delaware). 
Filed May 2, 1929; Serial No. 359,775. 

No. 1,898,396. Protective structure. Adolph J. Roos, 
Canton, Ohio (assignor to The Diebold Safe & Lock 
Company, Canton, Ohio, a corporation of Ohio). Filed 
Dec. 14, 1929; Serial No. 414,008. 

No. 1,898,685. Envelope. Howard H. Reineman, 
Brighton, N. Y. (assi to R E Com- 
pany, Inc., Rochester, N. Y.. a corporation “of New 
York). Filed Dec. 26, 1930; Serial No. 504, 

No. 1,898,793. Typewriting machine. Jesse A. B. 
Smith, Stamford, Conn. (assignor to mary El- 








liott Fisher Company. New York. N. a corpora- 
Soe of Delaware). Filed Dec. 16, i927: Serial No. 
0,37: 


No. 1,898,819. Attachment for calculating machines. 
Hugo E. Enders, Belleville, N. J. (assignor to payers 
Calculating Machine Company, iInc., Orange, 
corporation of Delaware). riginal application filed 
Aug. 17, 1927; Serial No. 213.570. Divided application 
filed Nov. 15. 1930: Serial No. 495,916. 

No. 1,898,996. Calculating machine. George C. 
Chase, South Orange, N. J. (assignor to Monroe Cal- 
culating Machine Company, Inc., Orange. N. J., a cor- 
ey of Delaware). Filed Jan. 3, 1930; Serial No. 
418,254. 

No. 1,899,034. Typewriting machine. William F. 
Helmond. West Hartford, Conn. mm to Under- 
wood Elliott Fisher Company, New York, N. Y., a cor- 
poration of Delaware). Filed May 2, 1930; Serial No. 
49.17 


wtsé. 

No. 1,899,083. Dual cash register. William E. Dun- 
ning, Alliance, Ohio (assignor to The McCasky Reg- 
ister Company, Alliance, Ohio, a corporation of Ohio). 
Filed Jan. 18, 1930; Serial No. 421,831. 

No. 1,899,394. Extensible offset caster construction. 
Clarence B. Noelting and William H. —- Evans- 
ville, Ind. (assignors to Faultiess Caster Company, 
Evansville, Ind.. a corporation). Filed Aug. 17, 1931; 
Serial No. 557,462. 

No. 1,899,430. Filing system. Rodney J. Wood, 
Dayton, Ohio (assignor to Remington Rand, Inc., Buf- 
falo. N. Y., a qerveretes of Delaware). Filed Feb. 
7, 1921. Serial No. 443,2 

No. 1,899,444. Adding and listing machine. Thomas 
0. Mehan, Jacksonville, ill. (assignor by mesne as- 
signments to Remington Rand, tnc.. a corporation of 
Delaware). Filed Dec. 5, 1925; Serial No. 73,393. 

No. 1,899,714. Lifting and rotatin apparatus. Sam- 
uel A. Neidich, Edgewater Park. N. J. (assignor ° 
Sy!vania Industrial Corporation, Fredericksbu Va... 
corporation of Virginia). Original applicat ‘on fied 
Feb. 12, 1929; Serial No. 399,470. Divided and this 
application filed Aug. 5, 1932; Serial No. 627,598. 

No. 1,899,763. Loose leaf binder. Adoiph G. Lotter, 
Milwaukee, Wis. (assignor to The Statieners Loose 
Leaf Company, Milwaukee, Wis.. a corporation ef Wis- 
consin). Ry Sept. 2, 1931; Serial No. 560,752. 

No. 1,899,837. Filing structure. Charies B. Ulrich, 
attain N. Y. (assignor to Art Metal Construction 
Company, somesiewe, N. Y.). Filed Jan. 21, 1930; 


No. 1,899,936. Typewriting and calculating machine. 
John Bricken, now by judicial change of name, John 
= Beaver, East Orange, N. J. (assignor to Mon- 
roe —— Machine Company, tInc., Orange, N. 
J., a corporation of Delaware). Filed May 4, 1931; 
Serial No. 534,925. 

No. 1.902.795. Drawer suspension. Charles E. Wol- 
ters, Marietta, Ohio (assignor to Remington Rand, 
Sa, Gowwe. N. Y.). Filed Aug. 30, 1930; Seria! No. 
46, . 

No. 1,900,088. Typewriting machine. Edwin E. Bar- 
ney, New Rochelle, N. Y. (assignor to Remington 
Typewriter Company, Ilion, N. Y., a corporation of 
New York). Original application filed April 13, 1927; 
Serial No. 183,466. Divided ene this application filed 
June 16, 1928; Serial No. 285,884 

o. 1,900,281. Addressing machine. Walter T. 
Gollwitzer, Chicago, tll. (assignor to Addr raph 
Company. Wilmington, Del.. a corporation of Dela- 
ware). Filed Sept. 9, 1929; Serial No. 391.141. 

No. 1,900,338. Drawer construction. Walter M. 
Hanson, Grand Rapids, Mich. (assignor to American 
Seating Company, Grand Rapids. Mich.. a corporation 
A v00. Jersey). Filed Sent. 25, 1931; Serial No. 

No. 1,900,669. Pencil. Craig R. Sheaffer and Wil- 

liam R. Cuthbert, Fort Madison, lowa (assignors to 
W. A. Sheaffer Pen Company, Fort Madison, lowa, a 
corporation of Delaware). Filed April i, 1929; Serial 
No. 351,502. 
No. 1,900,672. Caster. Clement R. Uhl, Toledo, 
Ohio (assignor to The Toledo Metal Furniture Com- 
pany, Toledo, Ohio, a Corporation of Ohio). Filed 
soy 8, 1931; Serial No. 549,458. 

o. 1,901,135. Carriage return mechanism. Oscar J. 
Sundstrand, Rockford, tli. (assignor to Sundstrand 
Corporation, Wilmington, tll.. a corporation of Dela- 
ware). Filed May 19, 1925; Serial No. 278,950. 
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As results of whose 
invention of the 
first practical type- 
writer, office sys- 
tems throughout 
the world were 
revolutionized, a 
great industry de- 
veloped and wom- 
an’s place in the 
business world es- 


tablished. 





The first typewriter, 
the sixtieth anni- 
versary of the intro- 
duction of which 
was fittingly cele- 
brated on March 28. 
See page 21. 
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SALESMANSHIP 


By George F. Malcolm, Vice-President and General Manager, 
The F. S. Webster Company, Inc., Boston, Mass. 


ERCHANDISING most any product today has 

confronted all sales organizations with what 
might well be termed a “thinker’s market”; by this 
is meant that business men are thinking many times 
before purchasing once. No one would think of 
quarreling with a Purchasing Agent who had this 
viewpoint. In fact, in the main, corporations that 
think and work well are usually successful. The 
market that results from this psychology is preemi- 
nently one of quality and the personnel that has to 
serve this type of assiduity must have the same char- 
acteristic. Salesmen with prestige are preeminently 
the ones that are required if success is to follow. If 
repeat business is desired and profits are to be main- 
tained they can only result from the ablest kind of 
salescraft and this term indicates what it intends— 
no “order takers.” 

Most every market is virgin for quality goods, 
since such merchandise is quite beyond competition ; 
but this does not infer that any individual may enter 
a market area and make himself a leading salesman 
simply because of the quality of his product. He 
must, in addition to personality, have the necessary 
technique which makes evident to the customer the 
demonstration of the superiority of his wares. He 
may be alert to all the mental conditions against 
which he must contend. He may be bright, cheerful 
to the point of happiness, enthusiastic, courageous, 
determined and efficient, courteous and confident, 
both earnest and honest, have initiative and industry 
and yet be unable to sell his merchandise because 

1. he knows neither himself nor his goods, 

2. his prospect nor his market. 

“Know Thyself” 

If one is to be a SALESMAN he must analyze all 
his sales problems as he proceeds. He must examine 
and live with the human aspects of his difficulties, 
the while stimulating the growing interest in his 
wares even though fruition may come late. If he is 
selling, he will not peddle his information but will 
organize, plan, and impart it in a progressive and 
comprehensive manner. He will so place price, qual- 
ity, and product beside each other as to successfully 
stimulate a desire to purchase. He will persuade, 
not by persuasiveness, but by the clear, concise, and 
vivid manner in which he presents the information 
concerning his merchandise. He will not only coun- 
sel and induce action when necessary but will assist 
in reconciling objections, making tests, and main- 


taining good-will in the face of the greatest opposi- 
tion. Whenever it becomes his prerogative he will 
give the best advice, not because of his desire for 
personal success but with full confidence that he thus 
will achieve a sale based on quality even when price 
seems to be the only consideration. 

When the purpose and conviction of his prospect 
is essentially opposed to his viewpoint he will call to 
his command qualifications so dominantly effective 
that he will thereby be enabled to demonstrate val- 
ues in such an understandable manner that he will 
instil a desire into the mind of his prospect to ex- 
amine his products more thoroughly than has pre- 
viously been the case. 

If he is this man there may still be one great ques- 
tion which naturally precedes all others—is he sold 
on his product himself? Does he thoroughly believe 
in and support his house? If so and he can accom- 
plish the things which have just been indicated, he 
may be assured that no matter how seriously resist- 
ant the complex that presents itself on the part of 
the customer he will still succeed and he is entitled 
to conclude that he knows himself. 

The Prospect 

A good salesman usually establishes to his own 
satisfaction what the attitude of his prospects toward 
his merchandise is before he attempts an approach. 
If he finds that he is not informed, is not receptive, 
or may even be antagonistic, it is his obligation to 
bring about a more pleasing and comfortable frame 
of mind on the part of his customer. To do this he 
will surround him with interesting facts concerning 
his wares, leading up to such a discussion through 
some more genial approach than would result 
through launching into a discussion of technical de- 
tails immediately. In so doing he will make every 
effort to show why the prospect should esteem qual- 
ity merchandise beyond the service of the one who 
tenders a “product at a price.” The only just and 
correct basis of competition is quality, comparisons 
based on price level considerations are indeed unfor- 
tunate. Price, in general, should be deferred for 
final consideration. It is but logical that the con- 
sumer is not only entitled to but has the right to 
demand quality ; therefore the conclusion as to price. 

If an appreciation of his effort is lacking on the 
part of the prospect, he will, of necessity, have to 
establish a buying interest in the purchaser through 
manifesting the superior characteristics of his prod- 
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ucts. Thus if he succeeds to the point of 
convincing the customer to interest him- 
self by way of these characteristics, it 
then becomes his problem to make this 
conviction a determination to purchase 

only the best \Who knows, he may 
thus have been the instigator of the de 
velopment of a buyer's initiative for pre- 
mier quality. If so, it will announce itself 
in his cooperation and growing good 


will. Such satisfaction becomes a sales- 
man’s delight. 
The Market 
One's territory usually is that which 


his house prescribes for him. This is 
geographically an area together with a 
list of the customers therein whom it seeks to serve. 
There is nothing to prevent a salesman from organ- 
izing this territory, laying out a program, studying 
and thinking about it as well as devising means for 
expeditiously servicing it most economically, per 


GEORGE 


haps the more to his satisfaction. 

There is no better strategy than to furnish that 
market with the best goods made. To do so he must 
de\ elop and analyze it. 

1. by classifying as to quality, 

2. as to volume of such products required, 

3. as to profit to customer and house, 

4. as to the general advancement of the indus- 
try. 

Having done this, he may further lay out a pro 

This should include 


~ 


— 


‘am as to how to proceed. 
l. methods of appre ach, 
development of interest and knowledge, 
evolution of desire and appreciation, 
exercise of choice and decision, 
development of action and service 


Ui 4+ W iy 


all of which may vary from customer to customer. 
Under these heads, as well as those that precede 
them, the quality product can always be utilized to 
build the argument. It is, however, beyond the 
scope of this article to attempt a detailed discussion 
of the several conditions involved in establishing 
these factors here briefly referred to. It may be said, 
however, with no little assurance that each of them 
has as its very core the quality and effectiveness of 
the product and that true selling is the only kind 
that can, to advantage, realize this fact. 
Knowledge of the Product 
Typewriter ribbons and carbons are products 
about which the interest of the writer specifically 
centers. It may not be out of place to enumerate a 
few of the factors which might enter into this con 
as they would be of paramount impor 
to merchandise a quality 


sideration 
tance to one 
product 


seeking 


1. The prospect’s mind must be ready to re 

ceive the information that is to be offered 

and a salesman must skillfully manipulate 

the conversation in order to arrive at this 

status of the situation. 

He must proceed fundamentally to consider 

what actually constitutes a good carbon pa 

per or typewriter ribbon. 

3. In so doing he must present an interesting 
conversation, setting forth the merits of the 


- 


goods he merchandises. 

+. The prospect must be led by each successive 
step into agreement with the quality view- 
point so that there is no possibility of ulti- 
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mate failure of acceptance in re- 
gard to all the technical points in- 
volved. 

Any negative aspects which should 
happen to be advanced should never 
be left as accepted. Quality goods 
are in themselves an assurance, 
therefore they are the key note to 
a positiy e discussion. 

6. Technical data should be ex- 
plained in the terms of the com- 
monalities of life, few Office Man- 
agers and Purchasing Agents have 
insight into the technique of the 
wares under discussion. 

7. To stimulate interest, technical in 
formation from a layman’s point of view 
may often be sandwiched in, thus assisting 
in the development of a real motive for the 
purchase of quality wares rather than the 
“goods at a price.” Such information 
might include the following: 


st 


a. 





A limited discussion of the properties 
of the tissues on which carbon papers 
are made, such as absorbencies, cut 
ting force resistance, density, and the 
like ; 

b. Discussion of inks in their relation to 
penetration, absorbency, endurance, 
and wear; 

c. An enumeration of the factors involved 
in the cloths which influence the manu- 
facture of typewriter ribbons, their 
strengths, the weave in its relation to 
endurance and writing quality ; 

d. How inks used in the manufacture of 
such ribbons affect wear, endurance 
and writing quality ; 

e. Discussion of quality of raw materials 
and the relation to cheaper raw mate 
rials ; 

f. Comparative tests of quality goods and 
their relation to inferior grades as to 
endurance, writing and copy value, 
quality and distinctive character of 
writing, relative effectiveness of se\ 
eral classes ; 

g. Discussions leading to desirable char 
acteristics obtainable in carbon papers 
and ribbons; 

h. Discussions which lead to dealers’ pro- 
tection and the establishment of the 
cooperative plan of merchandising ; 

i. More specifically why one product out- 
wears another ; 

j. Reasons for the purchase and distribu- 

tion of quality. 


In addition it should be remarked that this kind of 
knowledge should be imparted from house to depart- 
ment, from department to department and from 
salesmen to fellow salesmen. 

In no instance should the customers ever be made 
to feel that they are in any sense inferior, i.e., mani- 
fest lack of purchasing knowledge. Salesmen should 
impart their information in as friendly a manner as 
possible, thus developing an appreciation for their 
efforts as well as an honest appraisal for their goods. 
In so doing, customers may be led into investigating 
for themselves what is said, particularly if they are 
at all curious and eager to know about the best. This 
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is always true of the apt and thoughtful type of cus- 
tomer and a dealer usually finds it so; indifference 
requires tact, and while it may appear that those who 
would fall in this category must be taught by use 
and experience, still salescraft finds the way; for ex- 
ample: everyone has imagination, therefore the en- 
thusiastic presentation of a product’s supreme char- 
acteristics woven in with a well ordered discussion 
of the business status of the country might well 
play such an important part that as a consequence 


MR. MITCHELL 





HE biggest job each one of us has is that of 
keeping our own morale up to standard. 

Last week I had two business partners ask me if I 
would give the time to talk over with them their 
business problems. They wanted to counsel with 
some one not engaged in their own line of industry. 

When these men came into my office they were 
both just about ready to “blow up.” They were 
that worried over the fact that they were losing 
money every day that they were frantic and one of 
them had permitted himself to get into that frame of 
mind where you could have expected almost any- 
thing. 

After listening to their analysis of their affairs and 
the suggestion of one of them that they “sell out” 
and get what they could out of the “damn business” 
and “take their loss” I asked them—‘“supposing you 
do sell out; in the first place, in what would you 
invest what little you got from your business, and 
what would you do to earn enough to keep your chil- 
dren in school and maintain your home?” And then 
I asked them what they thought they could get for 
their business if they were to sell out. 

They looked at one another and didn’t seem to 
know and I finally asked them if they thought they 
could get 50 per cent for their stock. They said that 
they knew that they could not. Then I dropped it 
to 25 per cent and they agreed that they felt they 
would get from 20 to 25 per cent. 

I then suggested to them that from their own 
statement they could lose 75 per cent and still be 
as well off as they would be if they sold at a sacri- 
fice and could only get from 20 per cent to 25 per 
cent for their business. They had not thought of it 
from that angle. 

I told them, too, of the fact that since Mrs. 
Mitchell and I took our trip to Europe a few years 
ago, that we had been approached by a number of 
our friends for advice regarding the taking of a trip 
to Europe. In talking to them we almost invariably 
found that when the subject of “tips” was mentioned 
that they got mad about it and I told each one of 
them that unless they could accept in their own 
mind the necessity for this tipping and realize that 
it was just as much a part of the expense of the 
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thought would evolve desire to the point where the 
product is tried. This is the bulwark of a sale. 
Quality wins but salescraft is the winner. It leaves 
neither the customer nor the salesman any choice 
once the test has been made: The decision lies with 
neither. The product should speak for itself. Tere 
is an instance where salesmanship is demonstrated 
with the indifferent. How many can qualify? How 
many have the imagination and the determination to 
make the grade? Now is the time to begin. 


LEVS PLAY THE GAME 


By Charles L. Mitchell, Secretary, Crane & Company, 


Topeka, Kansas 


trip as the railroad tickets, steamship tickets, etc., 
that they had better stay at home and be just as 
happy as they could, for the question of tips is just 
as much a part of the expense abroad as the expense 
of the railroad tickets, steamship tickets, hotel bills, 
etc. I told them that if they could bring themselves 
to accept the tipping system abroad that they could 
go and have just as good a time as we had but if 
they were going to quarrel with themselves and all 
of those with whom they came in contact during 
their trip about the tipping procedure, that the best 
thing for them to do was to stay at home. 

Business conditions are in considerably the same 
condition today. We are taking a trip through a pe- 
riod of depression such as the whole world has never 
known before. We have got to take our losses. We 
have got to “pay the tip” necessary for us to stay in 
business during this trying part of the trip and if the 
business men or women will analyze this problem 
with themselves and realize that they are going to 
have to pay the tips and do it with a smile, making 
an honest effort to keep the tips down to as small 
an amount as possible and yet willing to accept the 
situation and the necessity of it in going through 
this period of losses, hoping and praying for condi- 
tions to get back to normal, we will overcome a very 
large part of the “rough road” ahead. 

In my judgment the big problem confronting every 
business and professional man or woman of today 
is that of keeping their morale up to a “living stand- 
ard”; carefully studying the problem of cutting 
down expenses to meet the overhead and in doing 
this giving full recognition to the “tips” which it is 
necessary for all of us to pay while we are on this 
“depression trip’—not abroad, but right here at 
home. 

In the language of the football coach—“This isn’t 
the time to show your yellow streak! Pull yourself 
together and fight with every ounce of strength 
you’ve got! Play the game in the same manner they 
have put it up to you! If they start in playing rough 
—be just as rough as they are! I'd a darned sight 
rather see ’em yank you for playing their own game 
than to have them feel they were putting one over 
on you. So, damn you, go in and WIN!” 

What some of us need is a good football coach to 
kick us in the pants and inspire us with the morale 
of FIGHT! FIGHT! FIGHT! 

Play the game squarely, but don’t let our compet- 
itors put anything over on us. 

Keep our morale up to a “living and let live” 
standard. 

Let’s play the game!! 





OST difficult sale? 

My every attempt 
at first met with a passive 
and apparently impervious 
resistance. 

It was uncanny, the skill 
that my prospect exhibited 
in avoiding statements 
that would the 
slightest vestige of an idea 
to what objections | 
had to overcome. He was 
a district court reporter, 
nervous, high strung, and 
a good listener—alto 
gether too good a listener. 
After several calls, in 
which | had received no 
encouragement whatever, 
the only definite thing that 
| had learned was that he 
was strongly opposed to 
changing from the make 
of typewriter he had used 
for twenty years, but why, 
I could not discover. 

One day | succeeded in 


give me 


as 


obtaining permission to 
leave a machine for him 


to try out at his letsure. 
“Put it on the floor there 
and if I ever find myself 


MY MOST 
DIFFICULT SALE 


How Overhearing a Remark Paved 
the Way for a Demonstration and 
Ultimately Resulted in a Sale 


By B. F. Cox, Proprietor of the Cox 
Typewriter Exchange, Abilene, Texas 








the letter, “any new ma- 
chine will do pretty work 
fora while. When it’s half 
as old as one of our ma 
chines its work won't look 
SO gor rd.” 

1 was able to keep my 
homicidal impulse in 
check. Perhaps because 
the court reporter did not 
seem to be greatly influ- 
enced. He dropped an- 
other sheet into the ma- 
chine, typed another letter 
and called his secretary to 
see the carbon copy. 

“The type does seem to 
strike more uniformly 
than anything I’ve seen,” 
she opined, “but will it 
keep it up?” 

This was the first direct 
question. I took full ad- 
vantage of it, supple- 
mented my “yes” with a 
few more claims and soon 


got my demonstration 
started. Then questions 


came thick and fast. At 
six o’clock I was still giv- 
ing answers to two of the 
most enthusiastic folk to 
whom it ever had been my 





with some time that I just 
want to waste, | might try 
it,” was his comfortless 
remark, 

On my next call, before 

my presence was known, 
a fragment of conversation 
between my prospect and 
his secretary drifted my 
way. 
“T'll get out these few letters myself later this 
afternoon while you’re transcribing the case reports.” 
The words became highly significant to me a few 
moments later. 

I announced myself and learned that the trial ma- 
chine had never been uncovered. 

“Take it away. It’s been nothing but a nuisance 
since you left it here. Get it out of my way.” 

While he was irritably insisting that 1 remove the 
machine, I recalled his words about typing some let- 
ters himself later in the day. Perhaps, I thought 
but | run ahead of my story. 

“All right, Mr. Blank. I'll return at about four 
thirty and pick up the machine. I'd take it now, but 
| have an engagement for which I’m already over 
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due.” 

My timing was perfect. When I dropped in at 
four-thirty, my prospect was just getting ready to 
start on his letters. Without any formality I walked 
over to his desk, put his old machine on the floor and 
replaced it with my typewriter. 

“Type your first letter on this machine and see 
what you think of it,” I suggested. 

Making no reply, he typed a letter and then ex 
amined it closely for several minutes. 

“Miss Blank,” he called to his secretary, “come 
over and take a look at this letter.” 

“Oh,” was her careless response after glancing at 
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on Successful Selling Under Adverse 
Conditions 


lot to give a demonstra- 
tion. 

The next day I| learned 
through a friend that the 
machine was being used. 
But, when I called on the 
second day, it was on the 
floor again. 

“It does beautiful work, 
but the touch is too heavy,” was the explanation. 

“Have you made any kind of a test to determine 
the difference in the touch of your machine and the 
new one?” I asked. 

“No, but I’ve been using typewriters for a long 
time and I can tell when the touch of one machine 
is heavier than another.” 

“It’s possible to get that impression despite the 
fact that the touch of my machine is at least thirty 
per cent lighter than that of yours. Not realizing 
that the key action of the new machine is so much 
lighter, you probably have been following the keys 
to the bottom of the stroke and consequently doing 
about fifty per cent more actual labor than was nec- 


Cox 


essary. 


me So 


“The general key action doesn’t bother 
much,” he admitted. “It’s the shift keys.” 

I picked up a letter opener and stood it on one of 
the shift keys of the new machine. It completed the 
shift for capital letters. 

“Try it on your machine,” I said, handing him the 
letter opener. 

Before he succeeded in getting the key fully de- 
pressed he had a paper weight and a notarial seal 
on top of the letter opener. 

“It looks like I’ve been making a hard job out of 
an easy one. I'll try your machine for a couple of 
days more and see if I can learn to operate it.” 
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When I called again a few days later, my machine 
was being used for some special work. Circum- 
stances were beginning to be auspicious. My pros- 
pect’s first words increased my hopes of eventually 
making a sale. 

“Your machine does pretty good work. If you 
want to take a chance on ordering one with special 
type and spacing like on my old machine, I'll give it 
a thorough trial and buy it if it proves to have any 
advantages over my present machine.” 

The specially equipped machine was ordered and 
delivered in record time. Then for about two weeks 
| gave my prospect some absent treatment, keeping 
posted as to the reception my machine was getting 
through a friend. When I made my check-up call, 
he was merrily clicking away on the new typewriter, 
apparently satished. 

“This is great. I’ve just about decided to buy 
your machine,” he said enthusiastically. 

“There is no time like the present,” | rejoined. 

“True, but I don’t know yet how much cash I can 
pay down, nor how much I can pay monthly. As 
soon as I figure it out, I'll drop into your store and 
sign the order.” 

About two weeks later he phoned me to fix up the 
contract, indicating that he would stop in the next 
day to sign up. He didn’t come in the next day; 
instead he appeared on the second day after, carry- 
ing with him the typewriter. He set the machine 
down on the counter and started out without utter- 
ing a word. I managed to stop him at the front door. 

“What's the trouble? Isn’t the machine satisfac- 
tory °” 

“No, it is not. I ordered a special type and you 
didn’t give it to me. Look—” 

He produced a specimen of work done on the ma- 
chine he had just brought in and another specimen 
in which the type was slightly, but undeniably dif- 
ferent. 

“This is what I asked for,” he said, indicating the 
second specimen, “and this is what you gave me,” 
pointing to the first one. 

“The types certainly are different,” I admitted. 
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“Let’s compare these two specimens with the one 
you gave me to send to the factory.” 

Its type proved to be an exact duplicate of his first 
specimen, the one that he said he had not ordered. 
The factory had duplicated the specimen we sent. 
There was evidently a colored gentleman in the 
woodpile somewhere. 

“Could it be possible that this specimen,” I said, 
pointing to the typing that did not match the work 
done on the new machine, “was not done on your 
machine?” 

“It’s impossible,” he replied. 

“I don’t doubt your word, Mr. Blank, but I would 
like to check up your old machine and possibly dis- 
cover how I balled up your instructions.” 

“If you’ve got some time to waste, come over to 
the office and take a look. You'll find I’m right.” 

I went back to his office with him, got out his old 
machine and compared the type with the specimen 
of the work done on the new machine. They were 
identical. 

It was his turn to scratch his head and try to figure 
out what had happened. His memory began func- 
tioning, and he said, “The other day a salesman of 
another make of typewriter was in here and pointed 
out what seemed like bona fide differences in the type 
of your machine and my old one. Some sheets were 
put in the machine and it is apparent that I confused 
them with my own. 

For thirty minutes he studied the type characters 
of his old machine in comparison with those of the 
new typewriter I had supplied him, and the only 
difference he could detect was that the cross on the 
small letter T was a little longer on the right hand 
side on the new machine, 

He gave me a check for the down payment and 
signed the sales order. From that day on he has 
been a booster for our business in general and for 
the make of typewriter he purchased in particular. 
Best of all, he has been directly responsible for the 
sale of a number of machines to previously indiffer- 
ent prospects. A thoroughly convinced, satisfied 
customer is assuredly an asset. 








ROYAL SIGNET TYPEWRITERS POPULAR IN VARIED WALKS OF LIFE 


Pictured above are several of the beautiful young ladies of the 

floor show at the famous Paradise cabaret-restaurant in New 

York City, preparing an edition of their own newspaper ‘Para 

dise Cabaret-Restaurant News’’ on a Royal Signet typewriter in 

their dressing room Apparently the young lady at the machine 
has just written an interesting item 


In his office in New York City, Lowell Thomas, widely known 

news correspondent, author and radio commentator, records his 

digest of the day’s news on his Royal Signet typewriter. Another 

distinguished user of a Royal machine is John McCormack, world 

famous tenor, who recently purchased a Royal portable in Fort 
Worth, Tex. 
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GAINING THE CONFIDENCE 
OF NEW CUSTOMERS IX 





EXPORT MARKETS 


Being a Condensation of an Article 
by Walter F. Wyman, General Sales 
Manager, The Carter’s Ink Company, 
Boston—Reprinted from the Febru- 
ary, 1933, Issue of The International 


Export Review, London, England MR. WYMAN 


Note—The principles enunciated by Mr. Wyman 
are sound and their application to the export trade 
becomes evident as one reads this article. Not many 
words are needed to make friends if behind the words 
are sincerity, good will, certainty of the value of what 
one has to sell, uprightness of character and a sympa- 
thetic appreciation of the customers’ problems. 


N THE wide world of international commercial 
exchange,” said Mr. Wyman, “confidence 1s the 
greatest asset that can exist between the copartners 
manufacturer and importer. In fact, unless con 
fidence exists, there can be no true copartnership 
which above all things is a meeting of minds for 
common ends and purposes.” 

Here Mr. Wyman noted the fact that he has been 
impressed during his work for the last twenty-five 
years with the success of those who seek to earn the 
confidence of their copartners. He told of a case 
where a manufacturer in the United States employed 
a veteran export salesman who made contacts with 
little difficulty and opened accounts in numerous 
markets because the customers were his friends. The 
manufacturer was delighted and followed implicitly 
the instructions given by the salesman, the result be 
ing that his letters, while promptly written and com- 
plete in detail, lacked the spirit of spontaneity. The 
president appreciated this fact and started corre- 
spondence with the principals of each of the import 
ing houses who had patronized him. The result was 
that the president soon made his personality known 
and a department was created for the handling of 
export business headed by a fine correspondent who 
was an enthusiastic believer in world trade. Other 
experts were taken on and finally, the customers 
abroad came to realize that this American firm had 
a fine organization of friendly people, all desirous of 
being of service. 

“Correspondence offers one excellent way to gain 
confidence, without which business is no more than a 
transaction with an automatic vending machine,” 
said Mr. Wyman, 

“More than a dozen years ago we equipped our 
travelers with portable motion picture outfits, pri 
marily to acquaint our customers and prospective 
customers overseas with our organization. There 


were also reels of film covering the historical side of 





writing from the creation of the alphabet to modern 
office devices using inked ribbons. Into one of the 
reels we introduced some actual light on the per- 
sonalities directly and enthusiastically interested in 
the export trade. The climax came with the motion 
picture portrayal of an export managers’ conference 
with our president at the head of the table and the 
group of executives working out a problem pictorial- 
ly portrayed as one of international commerce.” 

Mr. Wyman pointed out that management officials 
and even export executives comparatively seldom 
have the good fortune to see their customers and 
prospective customers face to face. It is necessary, 
therefore, that ev ery opportunity be taken to bring 
the personalities of the organization both at home 
and abroad together. Correspondence offers this 
opportunity. 

No one who has been at all familiar with the for- 
eign trade of the United States over a period of years 
can but know of the tremendous damage carelessly 
worded letters can bring into being. These unnec- 
essary losses, these tactless disputes due to vague 


and irresponsibly worded communications, the sever- 


ance of relations which have cost both importer and 
manufacturer thousands of dollars to bring into ex- 
istence, must be matters of the past. In the future 
neither importer nor manufacturer can afford the 
luxury of losses due to correspondence which has 
failed to breed confidence. 

“There is a specific medium for gaining the con 
fidence of new customers in export markets. It is not 
a new medium, but it is as sound as the universe. 
Chis is the testimonial. Many manufacturers, par- 
ticularly those long established in their own country 
and without long experience overseas, resent the 
thought that they need to be introduced or to intro- 
duce themselves to anyone, anywhere at anytime. 
This is absurd. The largest of multi-millioned cor- 
porations in entering a new market must expect to 
produce substantial and incontrovertible evidence 
that it is a desirable source of supply. It is really an 
act of arrogance for a manufacturer to ask a pros- 
pective customer to accompany his order with ref- 
erences. For unless the manufacturer is so well and 
so highly known in the prospective customer’s own 
market as to have established a standing beyond 
cavil, then the manufacturer himself should present 
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his own references before asking for the importer’s 
reterences. 

“A buyer is entitled to know of the reliability of 
the manufacturer. For while he does not risk at first 
sight more than the money which he sends accom- 
panying his order, on second glance it will be seen 
that he risks far more. For if the manufacturer’s 
products while of good appearance at a glance do not 
prove to be worthy products, it is the importer’s rep- 
utation that suffers even more than his purse. It 
must be taken as an axiom that the buyer is entitled 
to know from the opinion of an unprejudiced third 
party of eminent standing that the seller has the right 
to enjoy his confidence. 

“Indeed I have advocated in print and from the 
platform that every manufacturer in the United 
States seeking orders in a new market should pre- 
sent by testimonials these basic desirable character- 
istics. This is the list: 

“1. Business morality. 2. Financial responsibility. 
3. Knowledge of export technique. 4. Correct ex- 
ecution of orders. 5. Quality of products. 6. Profit 
from resale of products or use of products. 7. As- 
sistance in sales of the products. 8. Equitable ad- 
justment of claims. 

“Business morality can be easily established by 
photostats or other copies of commercial agency re- 
ports together with bank statements of fact as well 
as of figures. Financial responsibility can be well 
proved by enclosing copies of balance sheets cover- 
ing a number of years. World trade organizations 
can supply letters which can be duplicated and prove 
conclusively the knowledge of export technique, 
which can be further made a matter of concrete evi- 
dence by the exporter showing through his export 
catalogues and other export documents a most thor- 
ough preparation for international marketing. 

“One manufacturer, who is a veteran with a cen- 
tury of export history, sends to each new market sub- 
stantial exhibits showing the handling of an indent 
order for his products from the letter originating 
with the importer abroad to the final bank transac- 
tion in the country of origin of shipment. 

“Like others we have repeatedly built up loose 
leaf sets of letters voluntarily sent us by our cus- 
tomers overseas. These relate to such allied topics 
as correct execution of orders; cooperation in mar- 
keting of products; satisfactory adjustments; co- 
operative assistance in reduction of laid down cost 
and many other phases of copartnership relation- 
ships. 

“Gaining the confidence of new customers in ex- 
port markets must begin in the mind. For unless 
there is sincere desire for permanent world trade, 
the manufacturer cannot build confidence—for he 
lacks confidence in the very thing of deepest interest 
to the importer in export markets. 





“Confidence must be earned to be deserved—and 
the counterfeit display of interest never rings 
true!” 

EO 


New York Exporters Hold Annual Meeting 
The annual get-together meeting of export executives 
March 14 at the Hotel Pennsylvania, New 
York City, under the auspices of the Export Managers’ 
Club of New York, Inc. 

The following gentlemen addressed the convention on 
topics of interest to exporters: A. M. Hamilton, presi- 
Export Managers Club of New York, Inc., and for- 
American Locomotive Sales 


was held on 


dent, 


eign sales manager of the 
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Company; William S. Swingle, director of the foreign de- 
partment, National Association of Credit Men; Max Win- 
kler of Bernard, Winkler & Co.; Eugene P. Thomas, presi- 
dent, National Foreign Trade Council; Harry Tipper, 
Forbes Magazine and vice president and sales manager, 
General Motors Export Division; Julius S. Schweich, gen- 
eral manager, Superior Insulating Tape Company; James 
L. Knipe, export manager, Armstrong Cork Company, 
Lancaster, Pa.; James S. Carson, vice president, American- 
Foreign Power Company, Inc., and Willis H. Booth, vice 
president, Guaranty Trust Company. 

The feature of the banquet session in the evening was 
a talk by wire from Washington, D. C., by the Hon. Daniel 

Roper, Secretary of Commerce. This was Mr. Roper’s 
first public address since taking his present office. 

All the sessions were well attended, and a number of 
executives from the office equipment field were present. 

For the following paragraphic comment Office Appli- 
ances is indebted to John H. Duncan, vice president of 
the H. C. Cook Company, who was among the office equip- 
ment men who followed the proceedings closely. Mr. 
Duncan makes the interesting statement that, notwithstand- 
ing all our difficulties, the export business of the H. C. 
Cook Company has fallen off in no greater percentage than 
their domestic business. 

His comments on the New York meeting follow: 

_The sessions were well attended and the speakers of exceptionally 
high calibre. 

L. C. Stowell, president, Office Equipment Manufacturers Institute 
and president of the Dictaphone Corporation, ably presided over the 
specialties and business equipment group luncheon at noon, 

Tariffs, exchange restrictions and other barriers to international 
trade were the topics most generally discussed by the exporters. 

Many companies have funds tied - in various countries, owing to 
exchange restrictions. Because these funds tend to depreciate in some 
instances, there is some agitation for: (1) a special bank for foreign 
currency deposits; (2) a voluntary association of importers and ex- 
porters to form an exchange clearing house. 

Some companies report few actual cash losses despite difficulties in 
selling abroad. 

Overproduction and financial instability are world-wide complaints. 
Authorities on the subject agree that most of the barriers such as 
tariffs, quotas, embargos and exchange restrictions had their origin 
abroad by reason of the necessities of the local situation and not in 
retaliation for our high protective tariffs primarily. 

Conditions look brighter in various countries abroad. As their trade 
no improve or currency grows stronger the tendency is to grad- 
ually lower or remove trade barriers. his is happening today in 
France and other countries. 

Finance 

England going off the gold standard sagqrently hasn't given her the 
trade advantage in competing against gold standard countries to the 
extent that was expected. Her improvement is attributed to better 
conditions in Australia and India where her textiles enjoy wide popu- 
larity. 

Exporters here as well as their customers abroad believe they see 
definite signs of a mild inflation of our currency already. Sounds as 
if some exporters would just as soon leave their funds in pounds, 


francs or pesos for the present, anticipating that these currencies will 
be worth slightly more in American dollars if they hold on. 


Tariffs 


Exporters are almost 100% for lower tariffs, believing that we cannot 
sell abroad if we do not buy abroad. 

The new administration is said to be hard at work on the restoration 
of export trade by “reciprocal tariffs.” Exporters were cheered because 
lower tariffs here, they say, mean bigger markets abroad. 

We are assured that there will be no reductions in tariffs so extreme 
that anyone in American industry will be harmed, but some American 
industries and labor will undoubtedly have to make some sacrifices for 
the greater gain to all. 

Realizing that it would not be possible to effect such agreements by 
congressional legislation, it is said that Mr. Roosevelt will probably 
ask for power to negotiate directly, his action being subject to con- 
firmation or rejection within a certain time after agreement is reached. 
The administration apparently realizes the enormous difficulties in 
effecting proper reciprocal arrangements. They have been studying 
the question ever since election day and the old administration co- 
operated with them. 

There is some talk of a flat 10% reduction in American tariffs at 
this time. This would be a gesture in advance of negotiation to show 
that our talk of lowering tariffs isn’t going to be all “talk.” The new 
administration is strong for action and American exporters have taken 


new heart. 
The Future 


The World Economic Conference to be held abroad in May of this 
year may be postponed because the United States cannot make com- 
mittments with anyone until the American dollar shall have a chance 
to stabilize in relation to foreign currencies. We still restrict gold, 
and the test will come when this restriction is removed. 

That we have had our financial crisis, in the opinion of some, will 
bring us to the conference or a better basis than if we were still 
“riding high.” We are going through what every other nation has 
experienced at some time or otuer since the war. 


That South and Central America will offer the best opportunity for 
American industry and capital in the future, was the general opinion, 
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OFFICE 
FURNITURE 








WOOD & STEEL 





DEVELOPING THE PROSPECT LIST 


HE house of Frautschi’s, Inc., is a foremost 

dealer in furniture, including office furniture, 
rugs, etc., in Madison and vicinity, and is known for 
the soundness of its policies. Mr. North says: 

‘A real, up-to-date prospect list—one that paves 
the way to sales is needed by every office equipment 
dealer now more than ever before. It 1s compara 
tively easy to make up a fairly good mailing list 
from the directories of any city, but that is only a 
Start toward an active, productive list. So, let us 
now clear the boards of all the old lists we, as equip- 
ment dealers, have had, and start a new one. 

“In many instances the list has been divided into 
sales territories, each salesman being expected to 
keep his list up-to-date, and to register whatever in- 
formation would help him when making calls. This 
sounds all right, but it does not work out well over 
a period of time, for all salesmen are not good clerks, 
and all should be selling instead of doing clerical 
work. 

“First, let us delegate this work to a clerk in the 
office who understands that the making and keeping 
of the list is a definite part of his daily routine and 
must not be neglected 

“Because of the way in which we want to handle 
the list, it should be divided according to kinds of 
business, professions, etc., such as retailers, whole 
salers, manufacturers, dentists, physicians, lawyers, 
hotels and restaurants, etc. 

“The first step in making the list is to go over the 
ledger accounts and make a card for the name of 
each concern or individual who now has or has had 
an account. In addition to the firm name the card 
should show street address, name of place and state, 
and the date and amount of the last purchase. The 
card should be of a distinctive color—buff or salmon 

for this will help in handling the list later 

“The second step is to go over the classified tele 
phone directory, using white cards, and take the 
names of all concerns not appearing on the customer 
cards. When this has been done the two lists are to 
be combined under the headings suggested above. 
The names are now in a workable list and may be 
easily handled 

“Office equipment is now made up of so many dif- 


In Which L. L. North of 
Frautschi’s, Inc., Madison, 
Wisc., and Louis Cohen of 
Fort Smith Office Supply 
House, Fort Smith, Ark., 
Arrive at Some Conclusions 
Concerning an Important 
Phase of the Office Furn- 
iture and Equipment Busi- 
ness 


ferent items that, properly to present them to our 
prospective customers, we need illustrations other 
than the ones appearing in the catalogues. Many 
manufacturers have these and will willingly supply 
them on request. A goodly number of such illustra- 
tions should be had of desks, chairs, files and such 


other items as we sell. Thus equipped, we are ready 


to begin our routine. 

“At this time we plan what we are to send out 
each week for the next month. If we select desks, 
for instance, a short letter stating that we are featur- 
ing this item is sent, giving the customers an invi- 
tation to call at our store. This letter should be very 
short, and the illustrations should be attached, not 
just loosely enclosed. Each day about twenty letters 
should be sent out. At this rate a list of a thousand 
names will require about two months’ time to com- 
plete. As the letters go out the cards are marked 
with the date of sending and the kind of matter sent. 
\ list of these names is also given to the salesman 
each day and he is to call two or three days later. 
These are not prospects, but the letters with the 
illustrations will aid the salesman, as the customer 
will always recall having seen something recently 
from the dealer. 

Often the dealer receives information from a 
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manufacturer on a specific item, something that per- 
haps only one class of trade would use. By having 
the cards arranged by kinds of business this informa- 
tion may be given at once to the proper class. A 
dealer may have to stock a desk and chairs suitable 
for a dentist’s or physician's office, but possibly not 
the type which would be used by an insurance com- 
pany. It isan easy matter to get the illustrations of 
these items and then the proper classification may be 
circularized. 

If you have an item which any office may use, the 
whole list should be circularized. 

This may seem like too much work, but every 
dealer knows that promiscuously to send out adver- 
tising matter is a waste of time and money. We must 
have good matter with good illustrations and when 
sent to the proper list we may expect good response. 

Each month the list should be compared with the 
ledger and notations made of purchases. These will 
be of value later. 

Anyone in the organization who knows of a new 
concern or a change or move by an old company, 
should report this to the person who is caring for 
the list. 

For some time selling office equipment has been 
difficult because of conditions generally and also be- 
cause a large part of the goods we sell will last many 
years. Just now there are indications of more activ- 
ity and we as office equipment dealers should push 
our goods in every way possible. A 
real live list which is properly cared 
for and worked on every day is one of 
the tools which will help us greatly in 
the sale of our products. 


Mr. Cohen Outlines His System 

Mr. Cohen, proprietor of the Fort 
Smith Office Supply House, is one of 
the best-informed dealers of his section. 
Few men in this field are better ground 
ed in the principles of safe and progres- 
sive business. He says: 

“Developing a prospect list for the 
office furniture dealer is one of the es- 
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niture sales. It is evident that, to make a sale, one 
must have a prospect, and the more well-selected 
prospects one has, the more sales he is likely to make. 

“Where to find these prospects? Well, there are 
many sources. The writer has found some very good 
ones by a thorough reading of the daily newspaper. 
A new industry comes to town—a change is being 
made—improvements are being effected—new cor- 
porations are being chartered—these and other items 
appearing in the papers are capital sources of infor- 
mation. A constant check with the files of the local 
retail credit bureau reveals more prospects. A visit 
to the local chamber of commerce is also frequently 
fruitful of results. Another source is the report of 
the city salesman (or salesmen) who is required to 
place on his daily report sheet the names of any new 
firms on his route or any changes from one location 
to another. 

“In normal times a contact with the architect and 
the contractor will always give added information. 

“After the names of the prospects are listed we 
usually send them, by mail, literature on those items 
in which we feel they may be interested. This is fol- 
lowed up with a call. 

“When we feel that a letter direct from the factory 
we represent will be more impressive that request 1s 
made to our factory, with the request that copy of 
letter be mailed us for our files. 

“The alert office furniture dealer will keep his eyes 
open, in business hours and after clos- 
ing. Some of our best tips came to us 
when least expected. 

“Failure to combine every facility to 
secure prospects will mean that in time 
there will be no prospects to follow, It 
is an unending chase after business and 
one must never give up. Selling office 
furniture and office specialties is a most 
interesting ‘adventure,’ each day bring- 
ing more problems and giving the sales- 
man a keener insight into human nature 
and a keener ambition to solve the prob- 
lems which are his, as he meets them. 

“It’s not luck, but it is ‘stickability’ 





sential factors in producing office fur- 


LOUIS COHEN 


and hard work, which spell success.” 


OFFICE FURNITURE CONDITIONS 


ECENTLY one of Office Appliances’ staff called 
i a trio of office furniture concerns in Chicago 
with a view to discovering present conditions and 
tendencies in the office furniture line. Their com 
ments were not discouraging. 

Messrs. Spak & Natovich, 40 South Wells street, 
said that files and supplies are selling well, possibly 
owing to the fact that people have the time to keep 
their files in order and attend to details. Mr. Spak 
observed that sales “jump around”; that used suites 
of proper utility are in demand, but that general lines 
of new office furniture are selling. There is little 
room for complaint, 

Spak & Natovich handle the products of the In- 
diana Desk Company, Jasper, Ind.; Metal Office Fur- 
niture Company, Grand Rapids, Mich.; Bentson 
Manufacturing Company, Aurora, IIll.; All-Steel- 
quip Company, Aurora, IIl., and New Indiana Chair 
Company, Jasper, Ind. 

A. R. Jones of the Office Equipment Company, 201 
West Monroe street, said that little new office fur- 
niture is being moved, but that with the advance of 


the season he expected business would pick up. 
There has been a great deal of used furniture on the 
market which has handicapped the sale of new equip- 
ment. The salesmen are making a cold canvass and 
are getting some business. He expected the first 
pick-up to be in office files after the used furniture 
is more out of the way than at present. 

The Office Equipment Company handles James- 
town Metal Desks, Leopold desks, Johnson and 
Colonial chairs, etc. 

J. A. Wheeler of Mead & Wheeler, representatives 
of the Macey and other lines of office furniture and 
equipment, stated that the “bread and butter” lines 
are hard hit by an overplus of used furniture, but 
that his company is getting some business for the 
high grade lines. The company recently installed 
an Old English style suite done in walnut in the of- 
fices of Keith, Dunham & Co., twenty-third floor, En- 
gineering building. This installation included an ex- 
ecutive office and directors’ room as well as general 
offices, all designed, planned and installed by the 
Mead & Wheeler organization. 
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EDITORIAL 





Exports, Imports and Prosperity 
SSOccasionally we hear even now expressions to 
the effect that the United States, with its 130,000,- 
000 population and its vast wealth, productiveness, 
could be self-sustaining 
even self-prospering, if—distribution were better 
managed, or if—purchasing power were more evenly 
distributed, or iti—several other considerations, ac- 
cording to the mental outlook of the commentator ; 
' rade to be pros 


variety of industries, etc., 


and that we don’t need foreign 


perous. 

Such assumptions may have been measurably true 
in the days when a protective tariff was young. 
Henry Clay, the most brilliant exponent of protec- 
tion in the 1830's, argued that, after satisfying the 
domestic market, what was left over could be sent 
abroad and sold at prices under those realized at 
home, because our producers, having realized their 
expectations from the domestic market, whatever 
was gained from foreign trade would be, in modern 
vernacular, “pure velvet.” 

The argument applied well enough in the North, 
where factories were developing, but was violently 
opposed in the South, where cotton was the great 
staple crop and was largely dependent on the looms 
of Britain for a market. 

Since 1830 world conditions have changed. The 
looms of New England are no longer the sole domes- 
tic buyers of cotton. Southern factories have sprung 
up to take some of the plantation cotton. Other 
countries are successfully growing that staple, bring 
ing competition. 

In all kinds of manufacturing conditions have 
changed. The value of our manufactures has gone 
up and up, and their volume has reached enormous 
proportions. We are still among the leaders in the 
production of agricultural products, but our fac- 
tories have caught up, and both interests have at- 
tained such proportions that our one-time compara- 
tively inconsiderable exportable surplus has grown 
to be only less important than the volume demanded 
by the domestic market itself. The amazing devel 
opment of all our industries has outrun the most 
roseate dreams of the statesmen of an earlier period. 

Similar conditions are faced by other industrial 
nations. The problem of finding markets for raw 
and manufactured products is world-wide, and today 
protective tariffs are the rule instead of the excep 
tion. But it is beginning to be realized that the 
nations of the earth cannot sell abroad unless they 
also buy, and that whatever advantage may be 
gained will be but temporary, to be offset by losses 
later on. : 

It is the tendency of most men to look at the sub- 
ject of foreign trade through their own windows 
and to ignore the outlook of the other fellow. This 
is a vital error, because a large volume of exports 
brings in great sums of money, the distribution of 
which in the normal course of business vitally af- 
fects trade. That we must buy as well as sell need 
not subtract from our satisfaction if we look upon 
deal as of mutual advantage to buyer and 

Naturally, we will not buy abroad that 
well or better at home, other 


every 
seller. 
which we 
things being equal. 

Finally, we should remember that our basic in 
dustry is still agriculture. We are told that in good 


make as 


years in the leading office equipment and machinery 
devices goods valued at a quarter of a billion dol- 
lars are produced here, and that 30 to 35 per cent 
of such goods are exported. Now take the export- 
able surplus of all other manufactured products, say, 
at a less figure and strike an average. The result is 
a very great sum indeed to be pouring into the 
money stream which is the lifeblood of commerce. 
Now, if hard times come upon our customers abroad 
or tariff walls block imports and they must perforce 
buy only ten per cent of their previous purchases, 
or to be liberal, say one-half, then cessation of de- 
mand is felt by every factory here. Men are laid 
off ; plants work on short time, wages diminish and 
buying power is curtailed. Add to this a serious 
domestic situation, and the problem becomes still 
more acute. All prices go down, farms and real 
estate generally are less valuable in terms of money, 
and acute difficulties are felt by all classes. 

There are many who believe that the time has 
come to study the question of a more normal ex- 
change of merchandise among the nations. When 
every nation erects high tariff barriers, each one suf- 
fers. There is more prosperity in “Thou mayest” 
than in “Thou shalt not.” 

By way of wise counsel, we have pleasure in pre- 
senting on another page a condensation of a fine 
article on exporting by Walter F. Wyman of The 
Carter’s Ink Company, published in the Interna- 
tional Export Review, London, of recent date. 


HWM 


-o- 


Stationers’ Credit Good 
@@According to a statement by Amory Parker, 
correspondent of the Department of Commerce, re- 
cently quoted in The Modern Stationer, stationers 
stand high in credit standards compared with other 
trades. This has been determined by the Mercantile 
Credit Survey completed not long ago by the Bureau 
of Foreign and Domestic Commerce. Stationers, it 
appears, in the matter of prompt payment, returned 
goods, undue discounts and losses from bad debts 
are practically at the top of the list. 

In per cent of retailers attempting to take un- 
earned discounts in 1930, the percentage was as low 
as 2.8 per cent. Only one industry was less, that of 
agricultural implements. In average periods during 
which accounts of wholesalers and manufacturers 
are outstanding, book dealers and stationers showed 
for 1929 fifty-six days, and for 1930, fifty-eight days. 
This was low by comparison with a number of other 
trades. Agricultural implements were high with one 
hundred sixteen days and one hundred forty-six days 
for the respective years. The lowest record was in 
coal and coke with forty-five and forty-seven days 
respectively. 

Bad debt losses for 1929 of wholesalers and manu- 
facturers indicate that stationers are good cus- 
tomers. For book dealers and stationers in 1928 
were responsible for only three per cent; in 1929, 
four per cent, and the same in 1930. This brought 
them high up in the column of desirable accounts. 
The average collection percentages for book and sta- 
tionery establishments in 1929 were 53.4, and in 
1930, 51.9. 

The replies indicated that 3.4 per cent of dealers in 
stationery attempted to dictate terms. This also was 
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low since one trade had a percentage of 15.7 per cent, 
and the low percentage was 24 for agricultural im- 
plement concerns. 

It is not necessary here to go into the method by 
which figures were arrived at except to say that the 
returns were carefully tabulated and logically fig- 
ured out. More than six thousand wholesale and 
manufacturing firms cooperated by giving data re- 
flecting their credit policies. The object of the sur- 
vey was to secure factual information to serve as a 
background for sound credit policies by wholesalers 
and manufacturers in their dealings with the retail 
trade. The fact that book and stationery concerns 
rank among the best in every classification is en- 
couraging indeed and indicates that this trade will be 
in the front ranks of the procession when business 
once again resumes its normal activity. 


-o- 


Confidence in Each Other 
@@Since March 6, on which day a letter appeared 
signed by L. C. Walker, president of The Shaw- 
Walker Company, Muskegon, Mich., upon the un- 
certainty that prevailed at the time, confidence in 
many quarters has been restored. ‘There is in the 
letter, however, a fine note now being expressed by 
many. It is one of the good things that have come 
out of the distressing conditions of the past two 
years—faith in one’s fellowman. Particularly be- 
cause of that note and also because of the fine spirit 
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of optimism expressed, the letter is here presented: 

“So much uncertainty seems to prevail as to what we 
are going to do in the present emergency that I just want 
to say that this company is going to continue to do busi- 
ness as usual. 

“Business will be solicited and customers urged to place 
orders. 

“Our factories will operate as usual and orders will be 
filled with our customary promptness. 

“Credit will be given liberally as before and invoices 
will be rendered as usual. 

“No one will be refused goods because temporarily the 
financial machinery is broken down, Where funds are 
tied up, we shall be patient until new arrangements are 
made. We can expect some confusion between credit de- 
partments, but it will be our aim to be as helpful as pos- 
sible so that business may go on as usual. 

“We must all remember that we haven't lost confidence 
in each other and that the wisest course for meeting this 
national emergency is for each one of us to try to do his 
job even better today than he did last week so as to over- 
come as much as possible the national handicap that busi- 
ness is now facing. 

“I want to recommend the spirit of optimism to all. 
Exchange of goods is still going to continue. Our wants 
are going to be satisfied. The world is not coming to an 
end just because our exchange mechanism is temporarily 
broken down. 

“Let’s all buck up and work a little harder and have a 
great amount of faith in each other.” 


Wilson, 


Company, 


Ralph B. founder of the 
Wilson-Jones 


whose death in 


Chicago, 
Los Angeles, Calif., 
February 21, was reported in Office 
Appliances last month, was familiarly 
known as “R. B.” to a wide circle of 
friends and acquaintances throughout 
the country, the abbreviation indicat- 
ing, as complimentary nicknames and 
abbreviations some 


always indicate, 


ingratiating quality of personality. 
This quality in “R. B.” was his entire 
freedom from formality in business 
relationships, his genuineness (never 
pretending to be what he was not), 
and his responsiveness to good will 
from whatever station. A_ natural 
corollary of his youthful experience 
through fifteen years in the impregnat- 
ing atmosphere of that dynamic or- 
ganization, the circus, and from some 
other adventures in the show business 
when the “astounding aggregation” 
etc. was in winter quarters. 
With the circus in the old 


and wagon” days, life was vibrant and 


“road 


colorful. Rough and ready. Give and 


take. Much to be impressed upon the 
mind. 
Down the Mississippi “showing” the 


“Bald 
“Spread 


river towns, sometimes on the 
Eagle” sometimes on the 
Eagle.” Acquaintance with some of 
The three shell 
for fun or 
The 
you'd 


the “camp followers.” 
man!—“Pick it up once, 
The 


“spinning wheel” 


card experts. 
“Ah, see if 


” 
money. 


a OE 


been on the red this time you would 
“Hill billies” and 
trouble. “Hey, Rube” and defense. 
Posters and billboards. Some sheets 
bearing the line “DORSEY PRINT.” 
And “Jim” Dorsey (pleasant memory) 
and “R. B.” long afterwards trading in 


“he ose leaf.” 


have won a stake.” 


But—most important—with the cir- 
cus one learns to surmount obstacles. 
Today’s program must be carried out. 
Tomorrow the big top goes up on 
Murphy’s Common in New Castle. 

“But suppose your wagon was sunk 
so deep that it was impossible to get 
out.” 

“We'd put on another 
‘sixteen’ with chains to the axles.” 

“Yes. But suppose that it was im- 
possible to pull out of the mire.” 

“Hell! We'd put ‘Babe’ § and 
‘Brownie’ at the back wheels.” So an 
old circus driver. Nothing impossible. 

Something to hold to—that spirit. 

And so in 1889 or thereabouts with 
only the show experience and with the 
circus spirit, “R. B.” took over the 
management of the little C. S. & R. B. 
Company (Chicago Shipping & Re- 
ceipt Book Company) and started his 
new business career. Young, enter- 
prising, determined and with circum- 
stances in his favor. 

Favorable circumstance! Without 
which no man achieves any consider- 


‘eight’ or 


Of two or more men, 
qualification, greater 


able success. 


one by special 


initiative or more 
achieve more under the same circum- 
stances than another. But always for 
any great accomplishment, the favor- 
able circumstance must be there. 

The circumstances favorable to the 
Cc. S. & R. B. Company’s entry in the 
field was the increasing receptivity of 
general the loose leaf 
system of accounting created by the 
intensive work of manufacturers 
earlier in the field. (The achievements 
of all which manufacturers have been 
recorded in several articles on the his- 
tory of the development of the loose 
leaf system in previous numbers of 


enterprise will 


business for 


this journal.) 

And one other helpful circumstance. 
The willingness of some 
who had hitherto handled only loose 


stationers 


leaf price books and some smaller 
items, to open loose leaf departments 
embracing all units in the new system. 
The dealers’ substantial business in 
bound books and the impression of 
many that “the new system is some- 
thing of a nuisance” having built up a 
prejudice, then beginning to disap- 
pear. 

At that opportune time the C. S. & 
R. B. 


trade, opened its little factory on Wells 


Company, specializing for the 
street near Madison. A lease of sev- 
eral years. Business presently coming 


in fine. Factory inadequate. Spacious 


new plant at Kinzie and Dearborn over 
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a livery stable Another long lease. 
New “big” catalogue (work for this 
scribe) expanded line “20—count 


‘em—20.” Enterprise flourishing 
Quarters insufficient. Larger factory 
\utomatic ma 


New de part- 


at Armour and Kinzie 
Metal handling 


ments tor manutacturing For a year 


c hine Ss. 


or two rental being paid for the two 
vacated lofts 

In the administration through these 
years, a bit of circus coloring. “Stu 
pendous aggregation,” etc., et in: ae 
& R. B Club. The company 


host to stationers and salesmen And 


Fishing 


to travelers for other stationery lines 
Stunts Good 


Other activities and publicity But 


camaraderie will. 


above “show,” more than mere walk 
head of the line like the late 


Alf Ringling leading the grand ensem- 


ing at the 


ble around the rings under the big 


top, something more important rhe 
spirit of the old wagon driver. Noth 
ing impossible. Obstacles overcome 
Getting the thing done 

Increasing business and removal t 
large factory on Carroll avenue Two 
small businesses in the field absorbed 
and in 1913 the 


Improved Loose 


merger with the Jones 


Leaf Company (pio 
with fine 


neers prestige) and chang 


of the corporate title to the Wilson- 


Loose Company, later 


Jones Leaf 
shortened to its present form, the Wil- 
son-Jones Company. 


ahead But by no means 


Forging 
single-handed. Loyal organization in 
factory and office all along the way 
line superintendency of production 
Enterprising sales organization. Es- 
prit de corps at top notch and always 
over sales and advertising a competent 
chief. Each in turn having occasional 
irritation over circus technique of busi- 
Business at 


Hard boiled 


special 


ness by day and by night 
in all places 
Then soft and 
Everybody happy 


all times, 
sometimes 
friendliness 

In 1920, conferences with architects, 
builders, etc., etc Fine new factory, 
with every facility and convenience, on 


Franklin 


realized. Goal set in 


boulevard Every expecta- 


tion the early 


day achieved. High place and prestige 


for the manufactures Satisfaction 
plus. “R. B.” riding high and hand 
some. Banners flying 

“Some men want to be mayor or 
governor. To be at the head in poli 


tics. [ am not interested in that, but 
I want to get to the top of loose leaf.” 
achieved Che 


and take Fair 


\ laudable ambition 


rules followed. Give 
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field and no favor. In the achieving, 


winning the regard of those in the 
contest. 

Business in flourish. One man re- 
sponsibility outgrown. “R. B.” attains 


Would be 


Proposal to Ben- 


fiftieth birthday. relieved 


Inclination to relax 


Kulp, jointly interested with 


in some other things and thor- 


jamin 
— 
oughly familiar with the business. “If 
take 


Done. 


you'll take the presidency, I'll 


chairmanship of the Board.” 
(The started in so 


way destined to advance to heights not 


business small a 


visioned by the founder.) R. B. off for 
California. Occasional trips back for 
board meetings. 

Two years later, the sale of his en- 
tire holdings and permanent residence 
in Los Angeles. Ranch up the state. 
Twelve years or so with freedom to 
follow inclination, but subject to cir- 
cumstance which affects the destiny of 
all 

R. B.—‘“Good scout.” 


Interpreting life by his own ex- 


[rue to his 


code 


perience. (Alas! “Even as you and 
I.”) Staunch to his friends. Indus- 
trious, enterprising, square dealer, 


friendly. 
Then- 


which all must make 


payment of the debt to life 


One Thing and Another 


We Deserved This 


past ten years 


Ameri 


can salesmanship has been boosted to 


During the 


wreatest tactor 
United States 


world as the 
rf the 


the whok 
in the prosperity 
Scores of distinguished business men 
from this country have returned from 
visits to America deeply impressed by 
the methods of selling they have seen 
and ready to publicly lecture our own 
sleepy, old-fashioned travelers on their 
out of date methods 


‘But today there is no such talk 


* * And perhaps this is an oppor 


tune time to look back on some of 
this much vaunted, high powered 
salesmanship, not to gloat over its 


failure, but t express thankfulness 


that we have not been carried away 


trom our own sane methods.” 
Thus “O-J” in the British Stationer 
for January, under the caption of “The 


Wagon,” 


some pungent comment about the use 


Prosperity and along with 


f religion to boost salesmanship over 


Ie SUS aS be Inns 


here by reterence to 
“the wreatest } uman expert” supp rted 


as “Knock 


unto you.” 


by Biblical phrases such 


and it shall be opened 


Love thy neighbor as thyself,” et 


and reference to Jesus as “the greatest 
executive and founder of modern busi 


ness,” and to Moses as “the greatest 


promoter I real estate who ever 


lived,” etc. “Even religious organiza- 
tions caught this new spirit of sales- 
manship,” says O-J, “for one Congre 
gational Church in New York offered 
to all who contributed a hundred dol 
lars to its building fund an engraved 
investment in Preferred 


Stock in the Kingdom of 


certificate 

Capital 

God.” 
\h, those 


volume of their advertising these days 


sritish! Seeing the great 
and knowing that their salesmen fol- 
lowing long established procedure are 
home the bacon” 


“bringing inspires 


emulation. Thus may the account he 


square d 


“Trouble Tree’’ 


Have you a “Trouble Tree’? If not, 
follow the example of an Irishman on 
the Emerald Isle and choose one 
“Sales Management” of London, quot 
ing The Irish Grocer, tells just how 
it works Here it is 

“A very wise business man we know 
has what he calls his ‘Trouble Tree,’ 
says the Irish Grocer It is located 
about a hundred yards from his house, 
where he has to pass it every night on 
his way home. 


““When | 


the evenings,’ 


reach that little tree in 


he explains, ‘I leave all 


the troubles and worries of the day 


there Let them hang there on the 


I say to my- 
for the 


branches if they want to,’ 
self, I'm through with them 
day And I throw back my shoulders 
and stir up a grin and get ready for 
a fine evening with my family. 
‘IT used to take my 


and often they would stay 


troubles home 


to my wite, 
with me all night, and I’d get up next 
morning with a grouch. But no more. 
I hang them on the Trouble Tree and, 
five nights out of six, they have all 
morning.’ ” 


— 
“U” and “I in Business 


“Community 


blown away by 


In the mimeographed 


Reminder,” issued by Ream’s, Inc., 


Lancaster, Penna., we encounter this 
It clicks in the mind 

“When we 
ness into its component letters B-U- 
S-I-N-E-S-S we find that the ‘U’ and 
In fact, if ‘U’ and ‘IT’ 


separate the word Busi- 


‘I’ are in it. were 


not in ‘Business’—it would not be 


‘Business.’ Therefore, if ‘Business’ is 


to remain ‘Business’ we must keep ‘U’ 


and ‘I’ in it Furthermore, we dis- 
that ‘U’ 
Jusiness’ and that the ‘I’ is silent— 


Also, the 


cover comes before ‘I’ in 
It is to be seen, not heard 
has the sound of ‘I, 
which indicates that it is an amalga- 


and ‘I,’ 


‘UL’ in ‘Business’ 
mation of the interests of ‘U’ 


and when they are properly amalga 
mated, ‘Business’ becomes harmonious 


and altogether profitabl 
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Y. W. CG. A. CELEBRATES 

SIXTIETH ANNIVERSARY 

OF THE ADVENT OF THE 
TYPEWRITER 


Special Program Broadcast from Remington 
Factory in Ilion, N. Y., Where the Typewriter 


Was First Manufactured 


Under the sponsorship of the Y. W. C. A, than 


250,000 business women throughout the country celebrated 


more 


with dinners and meetings on March 28 the sixtieth anni- 
invention of the typewriter. 

celebration by the Y. W. ¢ \ 
that 


among its members the largest group of stenographers and 


versary of the 
The 


propriate for not 


was singularly ap- 


does number 


only rganization 
typists in the country, but at the introduction of the ma- 


chine so many years ago, fore seeing the opportunity to 


be opened to women, the organization started the first type- 


writer school in New York and soon after established 
classes throughout the country. 
The anniversary was commemorated with special pro- 


llion, N. Y., 
eight 


grams and at where the typewriter was first 


machine came off the 
The 


broadcasted and millions of operators of the machine must 


manufactured, the millionth 


line at the Remington Rand factory program was 
have listened with interest to the story. 

But to Mrs. Charles L 
the first 


have 


Fortier in Milwaukee, who was 
woman typist in the world, the 
brought back memories of sixty 
father, 


program must 
years ago when she 
Christopher Latham Sholes, the in 
ventor, and wrote in large capital letters the 
“NOW IS THE TIME FOR 
ALL GOOD MEN TO COME 


sat with her 


single line, 


TO THE AID OF THEIR 
PARTY.” 

According to Mrs. Fortier, 
Mr. Sholes, shortly before he 


died, practically unknown, said: 


“The typewriter will enable 


women more easily to earn a 
living.” He was right The 
machine not only provided 


women with profitable employ- 


ment and a new freedom at a 


time when, except for domestic 


duties, she was restricted al- 


most entirely to teaching and 


nursing, but it is almost en- 


tirely responsible for woman’s 
present place in the business 
world 


But more than profitable em- 


ployment for women resulted 


from the invention. The type- 


writer became at once the nu- 


cleus of an important industry. 


Factories for production of 


special accessories were estab- FORTIER. 


MRS. CHARLES L 





FIRST WOMAN TYPIST IN THE 


making copies came at once into demand. The vertical fil- 
ing system, which presently followed, led to the manufac- 
ture of filing cabinets and all supplies therefor. Machines 
to produce imitations of typewritten letters and all of the 
supplementary machines, devices and supplies so exten- 
sively employed in direct mail advertising, soon followed. 
But little reflection is required to impress the fact that a 
long line of manufactures from type cleaners to machine 
bookkeeping have their rootage in the Sholes invention, 
Instruments by which business system has been trans- 
formed. The typewriter and the machines, devices, supplies, 
furniture, etc., which followed in its wake revolu- 
tionized the commercial stationery business of the country, 

The history of the typewriter from the British patent 
accorded to Henry Mill in 1714 to the latest development 
has been recorded in previous numbers of this journal. 
Of the Mill machine no description remains. In 1784 a 
mechanism employing embossed characters for the blind is 
said to have been invented. In 1829, a patent was granted 
in this country to William Austin Burt of Detroit. Copy of 
a letter written by the inventor to his wife has been re- 
produced in this journal. The machine was never manu- 
With other attempts no practical or enduring 


also 


factured. 
results were achieved. 

In the winter of 1866-67, C. Latham Sholes, a Milwaukee 
printer and journalist, began his experiments. His idea 
was a machine which printers could use in numbering the 
Carlos Glidden, who had studied the sub- 
ject of mechanical writing for some years, became asso- 


pages of bor ks. 


ciated with him and convinced him of the value of a writing 
as well as a numbering machine. With the assistance of 
Samuel W. Soule, a local printer, several models were con- 
structed. Needed funds to continue the work led to the 
sale of one-fourth interest in the proposed patent to James 
Densmore for $600. Glidden and Soule abandoned the 
project, but Sholes continued the work and in 1873 pro- 
duced a satisfactory model. A demonstration was arranged 
with the Remington Arms Company, the machine taken to 
Ilion, where its successful operation led to the signing of 
a contract. 

The first machine is now in 
Institute at 


successful 
the Smithsonian 


model of this 


There also is a 
machine, the 


Washington. 
replica of the 
original having been destroyed 
by fire, invented by Burt and 
called the Typographer. 

With the subsequent develop- 
ments of the writing machine, 
the readers of this journal are 
familiar. 

The line used in the first test 
of the machine, “Now is the 
time,” etc., is still employed by 
demonstrators. The 
was first used by Abraham Lin- 
Sholes admired 
greatly. When properly spaced, 


sentence 


coln, whom 
it fills exactly one line on a 
standard machine, 

Many of the old boys in the 
typewriter field recall the re- 
sistance encountered in the first 
attempts to sell the typewriter. 
The resentment of persons at 
the receipt of a “printed” letter. 
The prejudice existed for con- 


The 


siderable length of time. 


lished. New types of chairs, WORLD.—Mrs. Fortier, who is nearly eighty years old, is a 

‘ : , daughter of Christopher Latham Sholes, inventor of the first advantage of the typed page 
desks and tables were devel- practical typewriter Despite her age, Mrs. Fortier still uses a 45 yt . P & 
oped. Carbon paper manufac- machine and has had one continuously since her father’s first over the frequently illegible 


model was completed in 1866. 


ture for the new method of 


She is shown here seated before the 
latest model Remington Noiseless No. 8. 


(International News Photo.) chirography presently brought 
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a new psychology. There was a sudden appliances which followed in the wake of 
change and the prejudice was reversed the typewriter 

Census reports disclose the influence of The typewriter has found its way 
throughout the world. For the various 


languages and dialects, more than 3,000 


the machine on employment for women. 
In 1870, three vears before the manufacture 


of the typewriter was started at llion by standard keyboards have been developed 


the Remington Company, less than 8 of 1 by the Remington Company. In addition 
per cent of women employed in the country to the common languages, these include six 
were clerks, stenographers and _ sales Philippine dialects, the language of the 
women By 1910, this had grown to 9.1 American Indian, Taal, the language of 
per cent, and by 1920 to 25.6 per cent. The South African Dutch, Arabic, Malay, Tar- 


last census, 1930, disclosed that there were tar, Sanskrit and four of the modern Hindu 


10,000,000 women, approximately  one- dialects. The Japanese Remington writes 


fourth of the female population of the in perpendicular columns. The Arabic ma- 





country employed, and of this number, chine writes backward, spacing from right 











more than 775,000 were working as typists to left. 
and stenographers alone Hundreds of Not only has the typewriter opened many 
thousands of other women use the type- MRS. M. A. SAUNDERS, the first avenues of employment to women in this 
. woman to receive a salary as a typ : . 
writer in their work and many other thou ist. Mrs. Saunders operated the No. country, but to a vast number in many 
r P 1 Remington. She was secretary of 
Si s operat offic ‘ Ss 3 - : ' eee Rae 
and perace ice machine and other the National Association of Audubon other countries. 


Societies and was associated with the 

secretary of an insurance company 

In celebration of her thirtieth anni 

versary as a typist in 1905, she was 

presented with a gold watch by the 

Remington Company, suitably in 
scribed 


Norval Hawkins Joins Glen Buck Company in Retailing” by the former having probably been the most 
Norval Hawkins, reputed among the country’s foremost extensively distributed works upon these subjects. 

30th men have gained national prominence by their 
achievements, Mr. Buck by his work in advertising, and 


Mr. Hawkins by his work in marketing. The latter’s entry 


sales and marketing experts, became vice-president of The 
Glen Buck Company, Chicago, early in March, and at once 
entered into active connection in the business 

The association of Glen Buck and Norval Hawkins 
brings together two men whose work has made them out- 
standing in their respective fields of advertising and sales 


and would indicate a new technique in the operations of 





the company 

Mr. Hawkins was for ten years or more general sales 
manager of the Ford Motor Company, when it was coming 
into first place in the automotive industry and contributed 
much to the remarkable system by which the name Ford 
became synonymous with modern efficiency Through 
four years of Mr. Hawkins’ period of service with the Ford 
Company, Glen Buck guided the destiny of the company’s 
publicity. The new association is the result of a long 
standing friendship starting at that time. Mr. Hawkins 


later became director of sales, advertising and service of 





GLEN BUCK 


into the advertising agency business follows two years’ 
intensive study of the opportunities in the field. His grasp 
of business is said to start “with the design or composition 
of the product and comprehends finance, production and 
sale.” He is expected to play an important part in the 
advertising programs of The Glen Buck Company 
icabatigliiiians 
The Earthquake 

The loss. of 119 lives which occurred during the earth 
NORVAL HAWKINS shocks in Long Beach, Los Angeles, and adjacent com- 
munities in Southern California on March 10 is deeply de- 








General Motors. Of his work there, Alfred P. Sloan, presi- plored. Property damage is said to have amounted to about 
dent of the company, said: “The impress of his influence, $45,000,000. Already, following the traditions of a courage- 
which has been built into the foundation of our great busi ous and enterprising people, the property damage is being 


ness, will be permanent.” repaired and structures rebuilt stronger than before. We 
Both Mr. Buck and Mr. Hawkins have written success- have heard of no casualties among members of this indus- 


ful books. “Selling Process” by the latter and “Success try in the area affected. 








APRIL, 1933 


Eight Months in Europe 
Rudolf H 


Europe, was 


HE recent visit of Haber, manufacturers’ 

representative for 
February issue of Office Appliances. We are glad to pre- 
sent here a few of his impressions after he had spent eight 
months abroad. 

The following paragraphs were written by Mr. Haber 
immediately before his return to his European territory. 
He represents several well known American office equip- 
ment concerns. He returned to Europe to attend the Leip- 
zig Spring Fair, and for the next six months he will be 
chiefly in Italy and France, although his mailing address 
will continue at Urbanstr. 94, Berlin S59, Germany. 

Following his stay in Italy and France, he plans a trip 
through Asia, the Hawaiian Islands, Manila, Japan, China 
coast, India and Africa, establishing contacts for the lines 
he represents. Mr. Haber is interested in taking on addi- 
tional lines suitable for sale in Europe and the East. He 
said: 

“There are few business men for whom the last year 
has been a good one, but many for whom the year has been 
bad. 
category. 
to come, but are trying their best to surmount present dif- 


The exporters of office equipment are in the latter 
Many, however, are not waiting for better times 


ficulties, studying every possibility of increasing their ex- 
port business. It is for these the present lines are indited 
in the hope that the reproduction of some personal expe- 
riences may be of value in planning a new European sales 
campaign. 

“At London I was unable to do a penny’s worth of busi- 
ness. We find ourselves confronted with a currency depre- 
ciation of thirty per cent and more, with a new duty averag- 
ing twenty per cent, and with the still noticeable, though 
decreasing power of the ‘Buy British’ slogan, and finally, 
in some instances, with ill-feeling on account of political 
opinions. After some correspondence with prospects and 
after obtaining the generous cooperation of the commer- 
cial attache’s office, I decided to go again to London, where 
the same thing happened as on the first trip—no sales. I 
was consoled by the fact that most travelers have had the 
same experience. National feeling, lower business volume 
and the average sixty per cent higher cost of American 
goods, is given as the reason for no sales. 

“From England I went to Holland, where the Consulate 
had prepared for my visit very efficiently, getting me in- 


Here 


I became acquainted with a point of view which later on 


terviews with the largest importers of foreign goods. 


I found to be shared by a large number in other European 
countries. The view was that it was better to buy in 
Europe because the dealer or user gets goods faster and 
stocks can be kept lower and will therefore cost less in 
money invested. The goods themselves are often quite as 
good, at least for the market for which they are intended, 
as far as quality relative to price is concerned, and finally, 
personal contacts are more intimate. This last point was 
of more importance than I had ever expected, and it can- 
not be emphasized too much. 

“So-called ‘American commercial despotism’—an expres- 
sion I for some time failed to understand—was occasionally 
used. 

“The third difficulty of importance is the question of 
One cannot sell for cash today in Spain, Germany, 
I sold to Czechoslo- 


credit. 
Czechoslovakia and other countries. 
vakia and got the money after thirty or forty days, ship- 
ping from Berlin, but I got the order because I gave open 
credit, realizing that this was the only way of doing busi- 


ness. In Germany I sold against cash, shipped the goods 


from the factory, but the draft, because of restrictions, 
could not be taken up. I withdrew the draft and had fifty 


per cent of the money within fifteen days and the other 


mentioned in the 
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The shipment was on trial, 
It came, 
but there were several omissions in filling the order. The 
customer was dissatisfied and took on a competitive Swed- 
ish agency, paying for my goods only because I, a traveling 
representative, promised to help dispose of the goods in 


fifty per cent in forty-five days. 
with an agency option to arrive without draft. 


order to enable him to avoid sales promotion expense for 
a line he had decided not to take on. By so cooperating 
with him, there seems to be the possibility of again lining 
him up. 

“If a man cannot be given sixty day terms, he should not 
be given the agency at all. There are many ways of get- 
ting reliable information as to merchandising and financial 
stability. 

“The paramount conditions of successful exporting are: 
Study your markets, your product and your outlets. 

“First of all, we are confronted with rigorous price pol- 
icies which are widely criticized. Suppose the American 
exporter retails his merchandise at home at $75 and sells 
it to the importer at $30. Freight and duty may amount 
to $10 and the dealer decides to retail it at $60. A good 
volume is created and everything seems satisfactory. How- 
ever, in a neighboring country duties are higher and the 
agent must retail for $75. Very soon he complains that his 
colleague is underselling him. Studying the problem you 
will find it convenient perhaps to establish all over Europe 
your own retail price of $75, or its equivalent, believing that 
few sales with good profits may produce better results 
than larger sales with smaller profits. The first agent 
abides by your decision, his volume shrinks, you as a man- 
ufacturer are dissatisfied and break up the connection, es- 
What does the former agent do 
Often he keeps it for a long while and 
every time he looks at the balance sheet and sees the 


tablishing a new agency. 
with his stock? 


money tied up, his opinion of American business manners 
shrinks. 

“In another case possibly the reverse happens. A dealer 
takes the agency, obligates himself to buy a yearly mini- 
mum quantity and retail at established prices, only to dis- 
With 


his large stock on hand, he will ask to be permitted to sell 


cover that it is not possible to realize a good profit. 


at lower prices and will do so whether the manufacturer 
says yes or no. So the manufacturer feels obliged to 
change to another agent. The first agent has a large cost 
of introduction and large stock, so again the connection 
turned out to be a loss to him. 

“An export policy should always be on a sound business 
basis, yet it should not be the same for all export coun- 
tries, not even for all of Europe. Each country is a unit 
for itself and should be treated as such. 

“Other difficulties often arise because of inflated expec- 
Dealers or agents obligate themselves to buy too 


This results in confusion and loss.” 


tations. 


many goods. 
——— 


Library Bureau Building in London 
Library Bureau, Ltd., 125, High Holborn, W. C. L., Lon- 
don, England, has under construction a special factory in 
the London manufacturing district for producing the steel 
fabrication of Kardex and Library Bureau products. This 
will give the company an all-English product for the 
United Kingdom market, and speed up service to users. 


ee 


Mr. Magnum Heads London American Society 

Mr. Walter Magnum, of the Remington Typewriter 
Company, Ltd., London, England, has been elected chair- 
man of the American Society. He is also a director of the 
American Chamber of Commerce in London. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 


to cultivate the British market. 


In subscription matters, 


Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, March 6, 1933 


| am writing this with the words of your new president 


still fresh in my mind, for, as you know, we had an ex 


cellent radio broadcast of the inaugural ceremony. On top 
of this, today comes news of your banking crisis All 
thinking men and women feel for you in your hour of 
difficulties and temporary chaos, for have not we passed 


through similar trials? In a sense our financial crisis was 


“man in the street” for it was not so 


We in this country wish you 


not so real to the 


domestic in origin or effect 
well. You will put your house in order—we believe in the 
courage of Mr. Roosevelt—and you will come out the 
stronger for your “cleansing fires.” 

However, enough of this, for my mission is to tell you 
ft our activities! 


\ week or so ago 


ance men (there used to be a well known and very capable 


there was a gathering of office appli- 
woman member of the trade but she passed away not long 
since). Under the aegis of the Office Appliance Trades 
\ssociation, some fifty odd traders met for lunch followed 
This is the first of regular monthly 


N. W. R. Mawle, is 


by a general meeting 


luncheons that the new chairman, Mr 


arranging Che idea is that they shall alternately be fol- 
lowed by either a business meeting or an address from a 
public man of repute, who will deal with some aspect of 
commerce insofar as it directly affects our trade 

Next month, Sir Joseph Burn, general manager of the 


probably the largest in 


Assurance 


organization in the world) is to address 


Prudential Company 


dustrial assurancs 


members and friends of the association The Prudential 


is a big user of office appliances, from the more complicated 


Powers accounting equipment, to the simple typewriter 


fitted for the task of 
has intelligently harnessed me- 
Mem- 
bers of the trade association are encouraged to bring their 
so that they 


Moreover, Sir Joseph is peculiarly 
telling how his company 
chanical equipment to the large staff they employ. 


clients and prospects to these informal talks, 
may be impressed with the importance of office appliances 
and the good-fellowship of the traders 

The new executive has also appointed a new development 
sub-committee \dams 
Keene, whilst 
committees are also actively engaged 

At this meeting, the chief (though unexpected) guest 
was Mr. D. I. 
van Importeurs en Fabrikanten van Kantoormachines, Am- 
(Dutch & Manufac- 
turers of Office Machines) chairman's 


under the chairmanship of Mr. J. 
exhibition, advertising and entertainment 


Cardoza, honorary secretary of Ned Vereen 


Association of Importers 


Replying to the 


sterdam 


Mr. Cardoza spoke breezily in excellent Eng- 
He is well known to most 


good wishe Ss, 
lish for some ten minutes or so. 
of us over here, visiting our exhibitions and royally wel- 
coming our people when they visit Holland 

Then followed a short résumé of the recent conference 
of the International Union of Office Appliance Trades As- 
Adams Keene, 


(Il wrote you of this conference last month 


sociations by Mr. J the Union's president. 
In my report 
of eleven or- 
This 


been eleven organizations representing eight 


I referred to the Union as being composed 


ganizations representing four European countries 
should have 
European countries.) 

With commendabk 


understand the Office 


courage and faith in the future, I 
Appliance Trade Association is plan- 
ning a Business Efficiency Exhibition in London for the 


autumn of this year. This London exhibition was a reg- 
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ular yearly event, but it was dropped for a year, owing, 
not so much to trade conditions, but because of the diff- 


As a 


schools of 


culty of always giving the public “something new.” 


matter of fact there was—and still is!—two 


thought on this matter—those who believe in a London 
exhibition once a year and those who would have it every 
year is radically 
altered November. It is 
thought that the autumn is the best time to sell new ideas 

folk feel 
the shock of the enormous prices traders ask for appli- 


However, the time of the 
to October or 


other year 
from February 
“strong enough” after their holidays to bear 
ances (!) and also it enables them to plan to commence 
new systems on January Ist 


In a previous paragraph | wrote of the recent lunch and 


general meeting of the Office Appliance Trades Associa- 
tion. In the general discussions towards the end, Mr. 
Parker Drake appealed for less formality at O. A. T. A. 
meetings, so that traders might get to know each other 
even better. He instanced the Luncheon Club of the type- 
Drake is a mem- 
ber (for a period he was chairman). Members of the 


once a week at the Stadium 


writer Traders Federation of which Mr 


federation meet informally 
Club. After the O. A. T. A. 
invited me to lunch with him at one of the federation’s 


meeting was over, Mr. Drake 
meetings. I accepted and found a small but cheery crowd 
of typewriter men having an appetizer before tackling “the 
Mr. Stanley Cohen, their chairman, was there and 
together 


eats.” 


executives from Corona and Underwood, with 


several dealers—about fifteen in all. Certainly it was in- 


formal. Scraps of business “chat” were interrupted by 
those “rude remarks” (in which a certain gentleman known 
as “Alfred” excelled) which always denote a friendly cam- 
eraderie between those present. Enquiries were lightly, 
though no doubt seriously, passed along as to possible 
sales. Whether for my benefit, or a compliment to my 
host I do not know, but the said “Alfred” asked Mr. Par- 
ker Drake to send round three Demountables that after- 


noon! From all of which you will see that these fellows, 


though competitors, were very friendly. 

An aftermath was an interesting disclosure at his offices 
of a new stencil invented by Mr. Parker Drake (who, by 
the way, when not demonstrating the correct way to type, 
is in his laboratory). Mr. Drake has brought out a new 
I do not pose as a stencil ex- 
The 


(the name of 


protein duplicating stencil. 
pert, but certainly the results | saw were impressive 
new stencil Stencil” 
Mr. Drake’s old cellulose stencil) because of the marked 


is called “Emphasis 


2 


un 


possibilities of emphasizing certain words by slight type- 
writer manipulation. 

Mr. Parker Drake is anxious to market this new protein 
stencil in the States. Because of its secret composition 
and as it apparently strikes a new line, it should be a ready 
seller in your country. Here is a chance for some of your 
live dealers to get in first by writing Mr. Parker Drake, 
at 36 Upper Thames Street, E. C. 4. 

After leaving Mr. Drake, I called in for a few words 
with Mr. Newton, managing director of the Carbon Paper 
Supply Co., Ltd., Keelox distributors. An executive from 
the home factory was on a visit from the States and | 
gather that all is set for a really “big push” shortly. Splen- 


did!—VEJ 


---—-——<———— 
Photograph of British King Sells Typewriters 
Sales narrated an incident in 
which a photograph of the king of England led to an im- 


Management (London) 
portant purchase of typewriters by an Arabian company. 

The head of the Arabian firm was unable to decide what 
make of machine to purchase. 

The agents of the British firm turned the scale by the 
astute production of a striking photograph of King George 
inspecting one of the British machines. 

“If that machine,” said the Arab, “is good enough for 
the king of England, it is good enough for my bank.” 

ee ees 

Germany’s Newest Application of the Typewriter 

In connection with the telephone service, some rather in- 
teresting improvements are on the way, observes our Ger- 
man correspondent. In the chief center of the German post 
office sometrials have been made with a typewriting instru- 
ment to be used in connection with the telephone. This 
new typewriting instrument is being developed on the prin- 
ciples of the writing distance system and can be attached 
to any telephone apparatus (the German telephone system 
combines speaking and hearing in one operation). Like the 
telephone apparatus, the new writing machine may be hired 
by paying a monthly rate. The writing instrument may be 
put in action by pressing a button in which case written 
The operation then may be 
In case the owner 


words appear on the machine, 
changed again to the speaking action. 
of the telephone apparatus is not at home, he may before 
leaving depress the button providing for the receipt of 
written messages. After the ringing of the bell the micro- 
phone is not lifted for use while the writing operation is in 
action. —ERB 





NEW BANK IN MEXICO CITY, MEXICO, EMPLOYS U. 8 


Fireproofing Company, also Gardner adding machines and Monroe calculators 
twenty million pesos, most of which were paid in by local banks and insurance companies. 
The gentleman indicated as number one in the picture is General Calles, chief of the revolutionary party of 


the formal opening 
Mexico 
of Proveedor de Oficinas, 8S. A 
Saenz, chief of the Federal District of Mexico City 


OFFICE EQUIPMENT 
mortgage bank in Mexico City to which Proveedor de Oficinas, 8S. A., sold an entire installation of Allsteel products of The General 


Number two is the Hon. Abelardo Rodriguez, president of the Republic of Mexico ; 
; number four is the Hon. Alberto 


Scene at the opening of an important new 


The bank is a large institution with a capital of 
Many distinguished persons attended 


number three is F. D. Ransom, president 


Pani, minister of finance, and number five is the Hon. Aaron 
For the foregoing facts and the picture we are indebted to Mr. Ransom, who 


hopes to pay a visit to the United States before long with a view to calling on some of the leading office equipment manufacturers 
of lines which do not compete with those his company already represents. 











Meeting of the Berlin Addressograph-Multigraph 
Organization 

On January 19, 20 and 21, a meeting of all members of 

the Berlin Addre yraph-Multigraph 

held in the Hotel Prinz 


sermany, 


organization was 
This 


European and east 


Albrecht, Berlin, Germany 


organization covers middl 


ern European territories [C'wenty-seven German district 


I 


managers with their staffs attended the meeting. In addi 


tion, there were many representatives from other territories 


present. About 100 attended the dinner party 
It was announced during the convention that the sales 
in 1931 had been about sixteen and five-tenths per cent 


higher than in 1930, and that the sales of 1932 topped the 


1931 figure by eleven per cent Che meeting was devoted 
to discussions of ways and means for expanding sales dur 
ing the coming year New things were shown and ex 
plained. Official delegates from governmental bodies and 
trade paper representatives attended the dinner party 

ERB 

From Pens to Typewriters 

The following letter, published on January 20 by the 
Times of London, will be found of interest to readers of 
this journal 

rO THE EDITOR OF THE TIMES 
Sit You ul think it of sufficient interest, in con 


William J. Herschel, to 


hn Moylan’s admirable article of January 


nexion with the centenary of Sir 


9 on “Signs Manual” with a remarkable anticipation of the 


typewriter, which | have just come across in a letter writ- 
ten by my father m India to his brother Alexander, then 
it Cambridge n 1857 
I enclose a « \ t 
Yours faithfully 
J). C. W. HERSCHEL 
Observatory | use, Slough, Jar 16 
2 


(Jungipoor), May, 1857 
stand it any longer. I’m writing 
, & shall soon have to learn to write with 
once & 


writing 


Dear Alick, | can't 
my wrists tt 

hands at on two different subjects at a time. 

1 want a machine.—a piano that shall print a 
letter for each note I touch What's the difficulty? 

[ want a box with little knobs on the surface arranged 
so as to fit the fingers as the hand is put down on the 
right hand & one for the left; the 
middle on a traversing platform & as 
want the hammers of the piano to 

the paper, shifting the 


table: one set for the 
paper to lie in the 
each note is pressed | 


come down & stamp their letter on 


paper at the same time of cours ry what you can do 
when you ge ear of Cambridge, or else stick the idea 
into some ne head who has leisurs It must be done 
l can’t waste me im writing as I d 

You can’t think how useful such a machine would be 
felt to be in this writing country Everything here is dons 
by writing. N ne speaks his plans for the very simpl 
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BANQUET HELD DURING RECENT SALES 
CONVENTION OF BERLIN ADDRESSOGRAPH- 
MULTIGRAPH ORGANIZATION Standing at 
the table on the left is Mr. Grog, general man- 
ager of the Multigraph division for Germany 
and middie and eastern European territories 
Sitting at Mr. Grog’s right is Mr. Schaetzle, 
Multigraph general sales manager next man 
to the right is Mr. Rothert, Multigraph sales 
manager for Germany; next man to the right 
is Mr. Kobszick, Addressograph sales manager 
for Germany At the left of Mr. Grog is Mr 
Graffunder, sales manager for supplies; next 
man to the left is Mr. Bethmann, director; 
next man to the left is Mr. Hannemann, sales 
promotion manager Other men in the picture 
but not identified include Mr. Bloch; Mr. Katz 
from Prague, Czechoslovakia Mr. Bors from 
Vienna, Austria, and Mr. Larsen from Copen 
hagen, Denmark 


reason that no one sees his friend to speak to him. Then 
all one’s orders have to be written; all the evidence in a 
case has to be taken down in writing, and the decision 
itself given in writing. All the notes one wants to make 
for the information of one’s successor are not made because 
one has no time to write. And yet how much quicker one 
can read than speak, and why should one be ten times as 
long in writing as in speaking? —your loving brother, 
W. J. HERSCHEL.—LR 
> 


Czechoslovakian Office Equipment Men 
Elect Officers 


The Czechoslovakian Office Appliance Association re- 


Ve »ska, presi- 


cently met and elected new officers. Em. V 








EM. V 


VOSKA 


dent of the 
Amerika in 


years’ experience in America, he went back to his old home 


Czechoslovakian Commercial Corporation of 
Prague, was elected president. After several 
service in 
Army, 


when the new republic was founded. He saw 
the war as captain of the Czechoslovakian Foreign 
and was the first man in America, it is said, to give real 
assistance to T. G. Masaryk, 


who traveled throughout the world during 


president of the Czechoslo- 
vakian republic, 
the war, looking for friends to help him establish the new 
state and secure liberty for his nation. He is now much 
interested in public works and in the movement to stabilize 
the economy of the Czechoslovakian republic. His election 
will make for better things in the office appliance business 


in Czechoslovakia 


ae 
Office Equipment Market in Brazil 
Due to measures of economy adopted by almost all busi- 
Brazil, the demand for office 


ness concerns in equipment 


and supplies in general decreased in 1932 as compared to 


1931 rhe 


‘ general economic crisis and political disorders 
which extended over a period of three months, have also 


yntributed to a falling off in demand 


According to the United States Department of Com- 
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merce the imports of typewriters during the first nine 
months of 1932 amounted to 36,454 kilograms, and of cal- 
culating machines 5,463 kilograms, as compared to 26,728 
and 27,177 kilograms respectively entered during the entire 
vear 1931, 


tion of typewriters, but 


There was therefore an increase in the importa- 
a sharp decrease was registered 
in the entries of calculating machines. The increase in the 
importation of typewriters is attributed chiefly to larger 
demand from government departments. There was no 
change in the sources of supply, the United States obtain- 
ing the bulk of the business in these two products. 

There was noted during the year an increased activity 
in the local manufacture of several items of office supplies, 
such as typewriter ribbons, carbon paper, pencils (lead and 
colored), glass appliances for the desk such as inkwells, 
stamp moisteners, sponge trays, rulers, etc. The domestic 
industry was assisted chiefly by the depreciation in Bra- 
zilian currency, and the exchange restrictions in effect. 

cc cane 
Difficulties of Russian Typewriter Industry 

The Schreibmaschienen-Und Burobedarf-Zeitung, Vien- 
na, commented on the status of the typewriter industry in 
Russia. From Moscow comes this interesting news: 

The first typewriter factory in Soviet Russia is located 
in Ligowo, a small suburb of Leningrad, on the Baltic gulf. 
In April, 1931, the first foreign artisans arrived at Ligowo. 
With the help of the new craftsmen mass production be- 
gan to develop, the first of all, but only small results ap- 
peared. Until August, 1932, a total of forty-two typewrit- 
a radical change 
In August, 1932, 
In October, 
1932, Ligowo produced ninety-five typewriters; the schedule 


ers was produced. There followed then 
which brought an increased production. 


there were sixty-one typewriters completed 


for 1933 calls for the production of 2,800 typewriters. 


_anniiiaaas 
Prominent Ecuadorian House Increases Capital 
The firm of Reed & Reed, prominent dealers in office 

systems, office machines and appliances at Guayaquil, Ecua- 

350,000. (sucres), and 


“Reed & 


dor, has increased its capital to S 
has organized itself under the following style: 
Reed, Compania en Comandita por Acciones.” 

The foregoing is a form of organization having all the 
advantages of a partnership with regard to the personal 
responsibility of the partner-managers, plus the advantage 
of access to outside capital through the issue of stock. 
The partners under the old plan of organization, John Mark 
Reed and Robert 


management of the business, the shareholders and their 


Alan Reed, remain in the control and 


Board of Directors representing simply a group of indi- 
reason of their confidence in the Reeds, 


The Messrs. 


viduals, who, by 
are willing to back them in their enterprise 


SCENE AT THE SIGNING OF THE 
CHARTER OF REED & REED, C. C 
A., JANUARY 20, 1933, IN THE 
BLUE ROOM OF THE GRAND HO- 
TEL, GUAYAQUIL, ECUADOR 
The partners, Robert Alan and John 
Mark Reed, are seated in the center 
of the picture, center left and right 
respectively The group included 
prominent business men of the city, 
and the American vice-consul 
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Reed continue their personal liability to the amount of 
S/. 100,000., and have so arranged the financing that the 
Class B. stock, of which they are the sole owners, would 
be the first to suffer in the event of loss. 

The charter of the new company was signed in the Blue 
Room of the Grand Hotel, Guayaquil, in the presence of 
prominent business Afterwards a luncheon was 
served. The newspapers gave the event front page notices, 
calling attention to the rapid growth of the firm during 
three depression years, and to its present outlook as con- 


men. 


trasted with general conditions. 

The success of Reed & Reed in the Ecuadorian field is 
founded on their representation of several outstanding 
American lines. In July, 1928, John Mark Reed started a 
mail-order book business, and soon thereafter was offered 
the Irving-Pitt line of loose leaf notebooks. He accepted 
the offer and promoted the line with such success that the 
Wilson-Jones Company gave him the exclusive agency for 
all their lines for the whole of Ecuador. Next, by reason 
of the confidence reposed in him by the sales manager of 
the Wahl Pen Company, Mr. Reed was offered the agency 
for the Wahl products. Once started seriously in this line 
of work Mr. Reed accumulated in succession such valuable 
exclusive franchises as those of the L. C. Smith & Corona 
Typewriters, Inc., and the Dictaphone Corporation. 

This rapid expansion brought about the partnership of 
Reed & Reed, consummated on January 1, 1930, and by 
July of the same year the company moved from its upstairs 
quarters and took a retail store and office in the center 
of Guayaquil’s business district. In the meantime a staff 
of enthusiastic outside salesmen had been added, and the 
business grew by leaps and bounds. Among the lines 
added during that year were those of the Kee Lox Manu- 
facturing Company and the American Crayon Company. 

In 1931 the Burroughs Adding Machine Company’s 
agency was transferred to Reed & Reed, and exclusive 
franchises were also undertaken from the Shaw-Walker 
Company, Acme Card System Company, Hotchkiss Sales 
Company, A. B. Dick Company, the Todd Company, and 
the Toledo Scale Company, besides other standard lines in 
the field of office supplies. The most recent additions to the 
company’s list of agencies are those of the Addressograph- 
Multigraph Corporation and the Champion Coated Paper 
Company. 

A branch store was opened in Quito in June, 1930, and 
representatives are also working out of such key towns 
as Ambato and Milagro. 

Messrs. Reed & Reed state that their success in such 
measure could not have been achieved without the fine 
spirit of cooperation existing toward them among all of the 
manufacturers whom they represent. 
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New Features Announced for Royal Typewriters 


Four new features—a special key-set tabulator, a one- 


time carbon interleaf form guide, a holder for writing at 





rYPEWRITER EQUIPPED WITH KEY SET 
TABULATOR 


ROYAL 


bottom of cards, and new type faces for stencil cutting 
are now available on Royal machines, according to a recent 
announcement by the Royal Typewriter Company, 2 Park 


New York, N is 


Che new key-set tabulator was developed in response to 


avenue, 


a demand for an ordinary Royal standard typewriter with 


out decimal tabulator kevs, but with a key set feature so 


that tabulations and columns might be arranged to be used 


with the ordinary tabulator key This key set feature in 


creases the cost of the machine slightly but it correspond 


ingly increases the value of the typewriter by saving time 


in certain kinds of tabulator work It is easier and more 
each of the new 


rapid simply t touch the kev set for 


columns as a new form is placed in the machine, than it is 


to rearrange the paper and swing the tabulator rack. The 


key set machine with the ordinary tabulator is particularly 





INTERLEAF FORM GUIDE IN 
POSITION ON ROYAL TYPEWRITER 


ONE-TIME CARBON 


adapted to making up different forms involving a lot of 
columns without fieures 

Che new one-time carbon interleaf form guide consists 
fa parr f adjustable parallel oe uide s or wates set above 
the carriage of the machine with sufficiently wide holding 


surfaces to prevent the forms from slipping and turning 


as the carriage is moved from side to side. The manufac- 


turer states that the use of carbon interleaf forms ts an in 
expensive way of securing the speed and convenience of 
continuous forms without the expense of a special device 
for feeding the carbon paper through the forms. The new 
form guiding device is inexpensive and easily attached to 
the standard Royal typewriter 
The new card holder permits 
lower edge of the card without the usual trouble of insert- 
[wo fingers 


writing at the extreme 


ing the entire card through the typewriter 
on the rods attached to the bail of the typewriter grip the 
card and hold it solidly while the writing is being done. A 
separate attachment on the side holds the bail down tightly 
to the cylinder but may be released with the hand when 
it is desired to use the machine as an ordinary correspond- 
ence typewriter. 

In the new types, stencil pica and stencil elite, the type 
faces are wider than on standard typewriter type, which 
permits cutting a perfect stencil without cutting through 
the stencil paper. The general “color” or weight of the 
type is even and the letters are clearly defined and legible 

—E—— 
Hoosier Desk Company Shows the “Economy” 
Suite 

The “Economy” suite, made by the Hoosier Desk Com- 
is a neatly designed, matched office fur- 
pattern in 


pany, Jasper, Ind., 


niture suite in combination walnut. The same 





ECONOMY 


SUITE BY 


ONE OF THE NUMBERS IN THE NEW 
HOOSIER 


combination mahogany or plain oak is also available on 


special order. The suite is complete, including five sizes 
of flat top desks, single and double pedestal drop-head 
typewriter desks, a side pedestal typewriter desk, three 
sizes of tables, non-pedestal flat top desk, telephone table, 
waste basket, and costumer. 

The tops of desks in the “Economy” suite are 1! 
thick, 


ply built-up construction and are reinforced fully by a 


; inches 
five-ply built-up construction. The panels are three- 
special interlocking brace. The legs are turned at the bot- 
toms and tipped with invisible glides. The inside corners 
of the inside pedestal legs and the outside edges of the 
desk and of the table legs are rounded 

if hardwood, dovetailed front and back 
are fitted in the top right hand drawers of the typewriter 
desks 
the double pedestal flat top desks are partitioned for ver- 
tical letter filing and all other pedestal drawers are par- 


Drawers are made 


Stationery racks 


The large drawers in the right hand pedestal of 
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titioned for card filing. Brown walnut and medium dark 


mahogany in velvet finishes are standard. The interiors 
of drawers are stained and finished to match the exterior 


colors of the desks 


—— 
Legal Size Rotospeed at Low Price 
The Rotospeed Company, Dayton, Ohio, has developed 
its Model “C” 


“4x14 inches) printing anything from postal cards 


stencil duplicator taking legal size (maxi- 
mum 7 


to a sheet of paper 8%xl16 inches. This machine is fur- 





ROTOSPEED MODEL “C’’ DUPLICATOR 
the supplies in- 


stencils, 74x14 


nished complete with supplies for $35.00 
clude two cloth ink pads; six “No-Wax” 
inches; half pound of black standard ink; one bottle correc- 
one writing 
machine 


boc »k 


tion fluid; one ink brush; one writing stylus; 


plate; sample package Rotospeed 


cover; one instruction book; one “Art and 


paper; one 
Ideas” 
business ordering the outfit. 

“C” has many features of 
stacked on the 
A device is pro- 


made special for the 

Despite its low price, Model 
more The 
feeding board, and is fed from this stack. 
vided on the cylinder for raising or lowering the position 
A perforated zinc cylinder 


expensive models paper is 


of the impression on the paper. 
allows quick re-inking from the inside, without removing 
the stencil. New type paper strippers throw off any weight 
of paper. 

The machine is sturdy in construction and attractive in 
The finish is jet black, with exposed metal parts 
“Udylite.” 


design. 
of non-corroding 


onninbaliliiidinitiiing 
The Dictator Line of Boxed Typewriter Paper 
The Rockwell-Barnes Company, 1511 West Thirty-eighth 

street, Chicago, Ill., has announced a new and complete 





ROCKWELL- 
PAPERS IS 


WHICH THE 
TYPEWRITER 


DESIGNED BOX IN 
LINE OF DICTATOR” 
PACKED 


SMARTLY 
BARNES 


line of boxed typewriter papers under the name “Dicta- 
The “Dictator” line is said to be compact and com- 
plete in every The silver and blue 
boxes used for packing the “Dictator” papers are a power- 


tor.” 


respect attractive 


ful sales aid. 
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“Dictator” typewriter papers are distributed under an 
exclusive dealer arrangement in each city. The manufac- 
turer states that since the introduction of the “Dictator” 
line a number of new accounts have been opened and field 
reports indicate doubling of sales of boxed typewriter 
paper. 

Further information concerning the new “Dictator” line 
appears in Rockwell-Barnes catalogue No. 932, which is 
available to dealers on request. 

New Pelouze Scales Finished in “Duotone” Enamel 

The new “Duotone” finish has been adopted as standard 
for all Pelouze scales by the Pelouze Manufacturing Com- 
pany, 232 East Ohio street, Chicago, Ill. This finish is said 
to be exceptionally durable. The green and black and red 
and black color combinations available for Pelouze scales 
harmonize nicely with standard office furnishings. 

In addition to the new finish, a number of improvements 
in construction and design have been incorporated in the 
Pelouze postal scale line, as illustrated and described in the 


latest Pelouze catalogue. Among the new patterns are the 


New Crescent, the New Columbian and the New Standard. 
The New Crescent, with a capacity up to one pound by 






NEW POSTAL SCALES IN THE 
PELOUZE LINE.—Above at the left 


is the New Crescent model Above 

at the right is the New Standard 

beam scale. At the right is the New 
Columbian 


ounces, is a small, accurate scale built primarily for indi- 
It registers the exact cost in 
The total weight of the 
It is finished in 


vidual desk or library use. 
cents for all types of mail matter. 
New Crescent, boxed, is only five ounces. 
“Duotone” green or red and its over all size is 2x3x3\% 
inches. Enclosed sides and a new base give it a substantial 
and attractive appearance. 

The New Columbian scale also has a new base and en- 
closed sides. The capacity of this scale is greater than the 
New Crescent, weighing up to two and a half pounds by 
ounces. The dial is arranged to indicate exact postage cost 
for any type of mail, including parcel post rates by zones. 
It measures 34%4x534x6™% inches in over all size and is of- 
fered in “Duotone” finishes of green or red. It is particu- 
larly adapted for use on the mailing desk or in the shipping 
room. 

In the New Standard model, an adjustable beam scale, the 
dial is interchangeable, a valuable feature in case of changes 
in postage rates. On the sliding poise, a fine wire indicates 
the postage cost for all classes of mail matter. The beam 
can be rotated instantly by hand, bringing the dial face 
into any position most convenient for reading by the scale 
user. The regular “Duotone” green or red finishes invest 
the New Standard with a smart, pleasing appearance. This 
scale is made in two sizes, No. 2 measuring weights up to 
two pounds and No. 4 up to four pounds. 
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Harter’s Posture Chair for the Stenographer 
The Harter Mich., is 
posture chair No which is recommended par 


ticularly for use by 


Corporation, Sturgis, showing a 


916K, 


stenographers Its 


new 
base 1s made in 


two sizes of tubing—I1% inch and 1 inch The height 


to twenty and 


seventeen 


adjustment of the seat is from 





HARTER POSTURE CHAIR NO. S$16K 
a half inches Che curved swivel back rest and the seat 
are heavily upholstered in genuine leather over curled 
hair The leather colors available are green, blue and 
brown and the metal finishes are black, olive green, flat 
walnut or flat mahogany 
— 


“Naribo” Loose Leaf Stamp Albums Win Approval 

On the assumption that the many men, women, boys and 
girls in the United States whose hobby is stamp collecting, 
a new and modern stamp album at a price 


Thorp & Martin Company, 


would welcome 


well within their means, the 
commercial stationers at 66 Franklin street, Boston, Mass., 
“Naribo” loose leat album 


ypyrighted sets to retail at fifteen cents each 


recently brought out stamp 
sheets in ce 

Che assumption was well founded. The initial presenta- 
tion in a window display developed an interest, concretely 


The 


at large through adver- 


evidenced in sales, that was far beyond expectations. 
line was announced to the country 
Thorp & Martin Company 


tising and soon the was con- 


ducting a small mail order business in “Naribo” loose leaf 


stamp album sheets. Shipments have been made to every 


state in the country and to Hawaii, Mexico, Canada and 
Denmark 
The name was coined from the first two letters 


Naribo” 


of the words national, ring and book. On a tabbed index 
sheet that is part of each set, is printed some general in- 
an explanation of 


“Naribo” 


»f watermarks and perforations with identi- 


formation about the specific country, 


the identification symbols used in the system, 


reproductions 


tying letters, and an index to stamp designs 
The album sheets are 8% by 11 inches in size and are 
punched to fit a standard three ring cover. This feature is 


of particular value stationers because it permits hooking 


up the sale of a ring book with sets of album sheets 
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spaces are pro- 


issued 


Within the 


every 


specified limits of each set, 
that has 
There is no provision f 
Wherever the 


vided for stamp been regularly 


through post offices. yr color va- 


rieties, errors and other minor varieties 
laws and regulations of the countries permit, illustrations 
are used, except in a few cases of rare and high priced 


In all cases where illustrations are omitted, de- 


stamps 
scriptive information is printed on the album sheet. 

With each 
In addition, each set containing spaces for stamps issued 
sheet for 


“Naribo” set are glassine separating sheets. 


since 1930 is provided with a supplementary 


mounting current issues until permanent printed sheets are 
available hese 
who desire to mount blocks, pairs, errors, or color varieties. 
“Naribo” 
available. Thus far 
United States and one each for Belgium, Den- 


sheets are also suggested for collectors 


Ultimately, sets for all countries of the world 
will be fifteen sets have been issued, 
nine for the 
mark, France, German Empire, Italy and Norway. 
Heretofore, the “Naribo” line has been sold direct only 
through the retail store in Boston and by mail through- 
out the Recently, the Thorp & Martin Company 


has expanded its distribution program to include the com- 


country 
mercial stationer, so that now the line is being offered to 
trade discounts 
a oe 
DeLuxe Pens and Pencils Added to Parkette Line 
The Parker 


addition of DeLuxe pens and pencils to its 


dealers at regular 


Pen Company, Janesville, Wisc., has an- 
nounced the 
low priced Parkette line. 

Che new DeLuxe pens, made to retail at $1.75, have points 
of platinum and gold, tipped with iridium, and barrels of 
non-breakable pearl Permanite. The barrels are fluted, the 
recessed pattern accentuating the lustre of the colors com- 
three colors— 


bined with pearl. The pen is offered in 


green, grey and burgundy, with gold trimming. It is also 
available in black with chromium trimming 

DeLuxe pencils to match the new pens are equipped with 
built-in The retail 
When bought separately, the 


total cost of the pen and pencil would be $3.25; packed to- 


Parker lead cartridges with erasers 


price of the pencil is $1.50 


i 


- . 
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HANDSOME NEW PARKETTE COUNTER CASE OF PLATE GLASS 
AND FIGURED WALNUT, OFFERED BY THE PARKER PEN COM- 
PANY, TO INTRODUCE THE NEW DELUXE PARKETTE PENS AND 


PENCILS 


gether in a specially designed gift box, the retail price is 
$2.95 

For a limited time, the Parker Pen Company is offering 
to retailers, a walnut counter display case designed ex- 
clusively for Parkette and Parkette DeLuxe pens and pen- 
This less than two 


square feet 


cils. compact case, which occupies 


of counter space, displays under glass, two 
dozen pens and two pen and pencil sets in gift boxes. As 


one means of introducing the new models, one of the dis- 
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play cases is given free with each special Parkette and 
Parkette DeLuxe assortment. 

With the addition of the DeLuxe numbers at $2.95 to the 
line which sells at $1 95, the Parker Pen 


its line of pens and pencils in the 


regular Parkette 
Company rounds out 
lower priced bracket. 
—— 

Milo Harding Announces Two New Products 
The Milo Harding Company, Ltd., 1262 South Hill street, 
Los Angeles, Calif., who placed the Model (¢ 
April, 


offering a new Tempograph machine, designated as Model 


Tempograph 
stencil duplicator on the market in 1931, is now 
a positive 
The latter 


R. A special feature of new Tempograph is 


registering device that is attached to the drum. 





THE NEW TEMPOGRAPH 
DUPLICATOR MODEL 
R (ABOVE) AND THE NEW 
TEMPO  INTERLEAVING 
TRAY (AT THE LEFT) 





a durable device that assures positive 
and accurate registration. The Model R is equipped with 
an automatic feed which will handle post cards as well as 
all kinds and weights of paper without making adjust- 


is a practical and 


ments. The drum of the machine is enclosed and inking 


The frame is finished in the new compli- 


chromium 


is automatic 
brown wrinkle and other parts are 


The machine can be operated at a speed of over 


mentary 
plated 

one hundred copies per minute. 
Model R is used in con- 


These copies are auto- 
matically counted, and if the 
junction with the new Tempo inter-leaving tray, the copies 
are automatically inter-leaved at the same high speed. 

is an efficient device which does 
not involve the use of cogs or gears. The 
aluminum and its few working parts are enclosed. It is 
practically noiseless in operation and permits the separa- 
Weighing only seven 


The inter-leaving tray 
tray is of 


tion of sheets quickly and easily. 
pounds, the new tray is easy to handle. It is the same 
size as a regular tray and just as easily attached. It is ad- 


other duplicators as well as the 


justable for use with 
Tempograph. 
—_—<—— - 
Accounting System Graded for Progressive Growth 
The house of Bilanbert, 124 Rue Vondel Sch., 


Belgium, specializes in a so-called master-key system of 


Brussels, 


declared to be extra rapid in operation, and 
applicable The 
method is also adapted for the use of commercial teachers 


Accounting, 
to small, medium and large businesses. 
in the instruction of their classes, we are told. There are 
sixteen handsome monographs covering as many different 
subdivisions, the titles being the French equivalent for the 
following: 

1. Statement. 2. Funds. 3. 


Journal of Postal Journal. 
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4. Bank Journal. 5. Journal of Goods. 6. Journal of Pur- 
8. Miscellaneous Journal. 9. 
11. Balances 


Journal of Sales. 
10. Large Book of Charges. 
12. Large Book of Running Ac- 
Balances of Running Accounts. 14, Inventory 
15 and 16. Large Journal Bal- 
5 and 3 folios. * * * 


chases. 7. 
Centralization. 
ot General Accounts. 
counts. 13 
Balance Sheet and Standing. 
ance, “all-in-one” 

If the business under consideration is in the so-called 
“small” category, volumes 9 or 15 constitute a complete 
Analytic Journal and amply suffice for the purposes of 
such a business. When the business advances into the 
and a large book of 


But the volume 


“first mean,” a book of inventory 
charges are added to the single volume. 
of transactions still grows, so, to follow it, we must give 
up the “all-in-one” and divide the operations, in which 


case the business is considered as of the “second mean,” 
and the user carries funds, sales and purchases in the 
auxiliary journals bearing those names. We have now ar- 
rived at a semi-centralization. 

When the business becomes large, we add auxiliary jour- 
nals dealing with the movement of funds and merchandise 
—and with them, Postal, Bank, Goods, and Miscellaneous 
journals. Thus we have achieved a system of centraliza- 
tion. 

The full explanation of the system (which cannot be in- 
cluded here) will make clear to the layman as well as to 
the instructor and practical accountant that for teaching 
and organization these Monographs are unique and serve 
the following purposes: The student will find in concrete 
form and in uniform, convenient form at all necessary out- 
lines pertaining to the principles of accounting. The in- 
structor will be able to use them as a guide or model. The 
assistant accountant will be able to obtain valuable guid- 
The accountant will find the system a means of 
achieving definite economies. The expert can obtain exact 
knowledge, and the patron an acquaintance with account- 


ance. 


ing methods, 

These monographs sell at reasonable prices. The reader 
may obtain full information by addressing Bilanbert at the 
address above given, 

<2 ne ——$-- 
Book Truck for Offices and Libraries 

The Service Caster & Truck Company, Albion, Mich., 
manufactures a library truck made entirely of steel and 


Z 
a. Z 
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SERVICE LIBRARY TRUCK.—Casters provided 
with bumpers to protect furniture and fixtures; 
bumpers also cover the ends of the truck. 


rubber, useful in public and commercial libraries, and also 


for office reference files. It affords eighteen linear feet 
(Turn to page 80, please) 
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Simplify Handling of Bid Work and Lengthy Orders 

To firms handling bid work, or orders comprising hun 
simplified system for handling this 
Lowman & 


This rin 


dreds of items per, the 


work, as worked out by Hanford, Seattle. will 


be of practical interest devised the system t: 


meet a particular need in filling lengthy orders for books 


and supplies from school boards 
Upon receipt of such an order, the clerk types the items 
sheet, for office which has four copies 


on a charge routine, 


[wo of these are Invoice Forms, to be sent to the customer 


Che third is a Packing Slip, which is en 


and the 


or proper ofhcial 


closed with the delivered merchandise, fourth is a 


Departmental Copy, remaining in the file of the department 
filling the 


This composite system eliminates the possibility of error, 


order 


of the order-copying involved is accomplished 
\lso, a great deal of 


because all 


in one operation time is saved in 


invoicing. Because bid work generally involves the sub 
mission of two invoice forms, this is forethoughtfully done 
at the time the order is written up, as are the packing slip 


tabulations 
The special charge-invoices-packing slip-departmental file 


copy torm is 84%xl4—to accommodate a lenethy list of 


items on one sheet Its use has been a substantial time 


saver, by detouring the necessity of making up packing slip 


and invoice forms, and it also avoids error by welding all 


copy detail in « 


MEB 


mnection with the order into one operation 


— = 


HEAFFER'S 
STIEAF FERS 


DOESN'T 
CLOG 





THE INTRIGUING SKRIP “MYSTERY FOUNTAIN’ FOR WIN 

DOW OR STORE DISPLAY On page 40 of the March issue of 

OFFICE APPLIANCES this fascinating ‘“‘“Mystery"’ display was 

described in detail. The attention compelling value of this display 

is unusually high The entire equipment is furnished to Sheaffer 

dealers without eventual cost, with a minimum order of pen Skrip 
by the W \. Sheaffer Pen Company, Fort Madison, lowa 


> 
Woodstock Agency Established in New Bedford 
The rm otf Geddis & Brooks, Bed 
Mass., appliance store 


there, featuring the 


sales agents at New 
established an office 


W oodstock 


distributor in this section 


ford, have 


typewriter, of which this 


firm is the sole They also han- 


dle Ohmer cash registers and a line of adding machines, 
filing cabinets and office supplies 
This new store is known as the Cape Cod Equipment 


(Geddis & Brooks 


inufacturers im 


They wish to obtain prices 
field 


Company 


and terms from m this 


OFFICE APPLIANCES 


From Worcester to Miami in March—Oh Boy! 
Borean blasts which are likely to 
Worcester, Mass., in March, 


Brothers, prominent stationers in the 


Lightly avoiding the 
feature the 


Narcus of 


climate of Lou 


Narcus 


city first named, lit out for sunny Miami with his golf clubs, 
tackle, 


spent 


his bathing suit and his fishing and there, under 


the actinic rays of the Florida sun, the month of 





LOU. NARCUS OF THE STATIONERY FIRM 

OF NARCUS BROTHERS, WORCESTER, 

MASS., ADDRESSING THE BALL ON A 

GOLF LINKS NEAR MIAMI, FLA., LAST 
MONTH 


Up north we had the 
which last 


March amid enviable surroundings. 
rain, and the bank 
they probably had in Miami, but amid such dolce far niente 
The banks would open even- 


enterprising New 


sleet, snow moratorium, 


surroundings who cared? 
This 
stationer can do even in these times 
oe 
Expressman Uses “Leatheroid” Wallet 80,000 Times 
Lee James, Park En- 


velope Company, located in the Merchandise Mart, Chicago, 


tually shows what an England 


Chicago manager of the Quality 


has a new hobby. It is the collecting of rare specimens of 
envelopes which have been subjected to un- 
Che hobby came into being one day when an 
expressman called at the Quality Park office and chanced 
to expose a wallet he had used daily for about four years. 
stated that the wallet 


during 


“Leatheroid” 


usual wear 


Upon questioning, the expressman 


had had about handlings per working day 
that period. Mr. James got 
that the wallet had had about 80,000 handlings during the 
four years. He for his old 
one and started his collection of wallets which have had an 
Mr. James solicits the cooperation of 


“Leatheroid” en- 


Sixty 
out his pencil and estimated 
traded the man a new wallet 
interesting history. 
dealers in securing for him specimens of 
velopes which have had an unusual career. 
a 
Burroughs Adding Machine Annual Report 

The annual statement of the Burroughs Adding Machine 
Company reveals a net profit for the year 1932 of $655,- 
329.00, compared with $4,038,151.00 for 1931. Cash divi- 
dends paid during the year amounting to $3,406,690.00 ex- 
ceeded earnings by $2,751,361.00 which was charged against 


f items applicable to prior 


After readjustments « 
stood at $5,092,759.00 compared with 


close of the 


surplus 
years, the surplus 


$7 502,293.00 at the previous year. 


Current assets are listed at $26,175,198.00 and current 
liabilities at $874,781.00 
In the statement to stockholders, President Standish 


Backus says: “During the year just closed, there was no 
relaxation in the efforts of the company 


fact, during the 


to develop, im- 


prove and expand its products. In past 


three years it has released for sale more new machines 


and new features than during any other similar period in 


its history.” 
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Acme Card System Co. Wins Decree in Patent Suit 
On March 20 the United States District Court for the 
District of Maryland, at Baltimore, Judge William C. Cole- 


man, presiding, handed down a decision in favor of the 
Acme Card System Company of Chicago in a patent in- 
fringement suit brought by that five years ago 
Remington Rand Business Service, Inc. The 


Defendants were perpet- 


company 


against the 
suit was vigorously contested. 
ually enjoined from infringing, etc., claims 1 and 6 of the 


Powell patent No. 1,594,112; claims 3 and 4 of Powell pat- 


ent No. 1,683,207, and claim 1 of the Soans patent No. 
1,394,231, all of which patents are the property of the 
plaintiffs 

The decree ordered that the plaintiffs recover the 
“profits, savings and advantages” the defendant has real- 


ized, together with the damages caused to and suffered 
by the plaintiff, and that the defendant pay to the plaintiff 
the latter’s costs to be taxed, etc. 

Two of the patents in litigation, it is stated, cover flex- 
ible index strips, and the third covers the swinging frame 
construction, 

The above litigation involves a large sum of money. Re- 
Office Rand 
gives information that the decision will be appealed. 

nmsenentiiiipgienee 
Childs Business Concentrated in One Building on 
Chicago’s Near West Side 

The commercial stationery business that has been con- 
ducted by S. D. Childs & Company at 136 South Clark 
street, Chicago, for the past twenty-nine years, has been 
moved to the S. D. Childs building at 21 Sheldon 
The printing, metal work and engraving departments have 


With the 


transfer of the stationery business to the west side building 


sponse to Appliances’ query to Remington 


street. 


been in the Sheldon street building since 1926. 





SHELDON 
STREET, CHICAGO, WHICH NOW HOUSES ALL DE- 
PARTMENTS OF THE CHILDS BUSINESS 


THE 8S. D. CHILDS BUILDING AT 21 


late in February, all divisions of the Childs organization 
were concentrated under one roof. 

The Childs 
The top floor is occupied by the printing department. 


structure 
The 
stationery department has been established on the third 
Ship- 


building is a modern four-story 


floor with the metal work and engraving divisions. 
ping and stock rooms are in the basement. 

Childs & Company 
Shubael Davis Childs, 


business, arrived in Chicago in the spring of 1837. 


oldest business 


founder of the 


a is one of the 
houses in Chicago 
He im- 
mediately rented a small shop space and commenced busi- 
ness as Chicago’s first wood engraver. The business con- 


tinued to grow, its location being changed occasionally as 


the business center of the city changed. By 1889 a retail 
stationery store was being conducted at 14-142 Monroe 
street and a manufacturing and printing plant at 115 


Franklin street. In 1904 the stationery business was moved 


to 136 South Clark street, where it remained until the re- 


cent removal. 
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Good Cheer for Typewriter Dealers 





Prominent Rebuilder Points to Trend and Predicts Flour- 
ishing Business 

Taking the business of his own company as an index to 
conditions in the retail typewriter field, James P. Ward, Sr., 
president The Shipman-Ward Manufacturing Company, 
Chicago, predicts flourishing business for dealers. 

To a representative of Office Appliances, Mr. Ward re- 
ferred to the reports of improved conditions at the March 
meeting of the Chicago Typewriter Dealers Association 





JAMES P. WARD, SR. 


and to the opinion there expressed that “to keep plants 
busy” is no longer a sound reason for cutting prices on 
supplies and repairs. 

“But it is not upon the indication in Chicago alone that 
we have made preparations for new conditions,” continued 
Mr. Ward. “Our business, built upon rebuilt machines and 
parts, comes from all sections of the country. The marked 
increase in sales from many states shows stimulated busi- 
each. So quickly was the impulse given that it 
caught us unprepared and necessitated operation of our 
plant on the Sundays of March 12 and 19 to catch up 
with the orders.” 

“IT am convinced that this experience is significant of 
rapid improvement of national conditions, and that all in- 


ness in 


dustries are already receiving a slight impulse that will 
gradually increase advance. 

“We are, I genuinely believe, participating at the rebirth 
of the nation. Better concepts of all factors in our national 
life. Certainly many old things are passing away. For 
past errors, responsibility lies upon all. The realization 
of mistakes makes it easy to discard the old technique. 

“Under the new leadership we have seen discord give 
place to harmony, a congress unified, reform in banking 
and other instrumentalities of national welfare inaugurated, 
and national spirit made vibrant. I believe that under the 
leadership of President Roosevelt many complications will 
be cleared and a sound measure of prosperity achieved.” 


——————— 

Dick a Pioneer in “Where-to-Buy-It” Service 

Chicago, March 9—Advertising Age says that the A. B 
Dick Company, manufacturer of the Mimeograph, was a 
pioneer in the use of “Where to Buy It” service in the 
telephone directories. distribution 
and the number of direct retail branches operated by the 
company, it has been found possible to use advantageously 
representation in 177 telephone directories, with a circula- 
tion of 11,110,000. 

This plan has worked out well, according to the company 
and Glen Buck Company, the agency handling the adver- 
tising account. All Mimeograph general advertising now 
contains the statement, “See the Mimeograph trade mark 


Because of selective 


Heading in your classified telephone directory.” 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIV- 





ITIES FOR THE MONTH IN 


EVERY 


DIVISION OF THE INDUSTRY 
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McCormick Heads Branch Sales Organization of 
Smith-Corona 


James B. McCormick has been appointed branch sales 
manager in direct charge of the branch organization of 
lL. C Smith & Corona Typewriters Inc. His appointment 
comes after more than thirteen years’ experience in the 
typewriter business, marked by steady advances to posi- 


tions of increasing responsibility. 

Mustered out of the army in 1919 as a lieutenant of 
infantry, Mr. McCormick started work in Chicago as a 
salesman for the Corona company The next year he 


moved to Davenport, Ia., as sub-branch manager and in 
Iowa 
manager of the Mil- 


him in St 


1921 was given charge of dealer operations in Illinois, 
1926 he 


and 


and Indiana In became 


waukee branch two vears later found 


Louis, again as branch manager 
One good promotion deserved another and in 1929 Mr 
McCormick was in Boston as division manager. Two 
years later he moved to the home office in New York. 
Born in 1893 in Troy, N. Y., Mr. McCormick's youth was 


crowded with many He attended 


and vari d experiences 





school in Troy, spent two years in the Albany medical 

college and a year at Georgetown University He has 
JAMES B. McCORMICK 

worked as a newsboy, on the farm, a tutor, and even 

helped build the New York State barge canal. His many 

friends join in congratulating him upon his most recent 


promotion 
> 
Mimeograph Now Made in Canada 
graph duplicators for the Canadian 


ction of Mime 
market and for export to other sections of the British Em 


a 


pire was recently commenced by the Mimeograph Company 
Limited, 189 John street, Canada. This 
company is the Canadian subsidiary of the A. B. Dick Com- 
It was organized and established in the 
Until recently manu- 


Toronto, Ontario, 


pany, Chicago, Ill 
John street plant in February, 1932. 


facturing was restricted to Mimeograph stencils and ink. 


—<p> —- 
Tonkin Takes Coast Territory for Victor 
William “Bill” Tonkin, for the past four years assistant 
Victor Adding Machine Company, 


sales manager of the 








WILLIAM TONKIN 


Chicago, assumed the position of western sales manager on 
April 1, with headquarters at Los Angeles, Calif. 

Together with the assistance of those three well-known 
Angeles, J. L. “Jack” Jack- 
Rosen of Seattle, Mr. 


Tonkin will have complete supervision of all Victor activi- 


old-timers, John Morris of Los 


son of San Francisco, and Henry 


ties on the Pacific coast. 
———— 
Eaton Paper Co. Financially Reorganized 
To strengthen its position and to bring its capitaliza- 


tion into line with the present volume of business, the 
Eaton Paper Company has undertaken a reorganization 
of its capital structure, according to an announcement 
recently made by a committee for reorganization. The 


reorganization program contemplates a material reduction 


in outstanding capitalization through exchange of securi- 


ties, and particularly through the refunding of $656,000 


in debenture notes on a basis which will postpone all 


maturities for a ten-year period 


Included also in the reorganization plan is the proposal 
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Adams, Mass., to 
present general manager, and his as- 
to dispose of its holdings in this 


to lease the 
Henry J. Guild, the 


sociates, and « ventually 


’ 


company’s paper mill in 


subsidiary. 
The 
the effect that 


the capital set-up 


Eaton Paper Company has issued a statement to 
“the reason for the contemplated change in 
a strategic 
is in sound 
condition and has no What the 


company is doing is what many other manufacturers have 


is to place the company in 
The Ce 
outstanding bank loans 


position to face the depression mpany 


done who have experienced heavy reductions in volume. 
“There 


cluding the 


are to be no changes in the present officers, in- 


sales and factory or- 


“The existing poli- 


management and the 
statement continues 


and the high standards of 


ganizations,” the 
cies of sales and manufacturing, 
manufacture are to be maintained.” 

The executive officers of the Eaton Paper Company are: 
\. W. Eaton, chairman of the board; W. H. Eaton, presi- 
dent; C. B. Wheeler, vice-president; A. 


Simpson, vice- 


president, and J. R. Tobey, treasurer. 


Eaton families will continue as hereto- 


\ minority stockholder inter- 


The Crane and 


fore to control the business 
est has been acquired by The Western Tablet and Sta- 
tionery Corporation of Dayton, O., which carries on a 


While the Eaton Paper Company 
the Dayton 


similar type of business. 


will be assisted in an advisory capacity by 
company, the transaction does not constitute a merger of 
the two concerns, n Western Tablet and Sta- 
tionery Corporation have any control of or direct interest 


of the Eaton Paper Company. It 


or will the 


in the board of director 
is expected that this new relationship will prove beneficial, 
and will tend toward closer cooperation with and stabiliza- 
tion of the stationery industry. 

Voting power will be vested in the common stock, which 
is to be deposited under a voting trust. 

Complete plans for the financial reorganization are being 
stockholders and debenture holders, with the 
request that certificates be deposited at once. Under the 
no par value, but 


sent to all 


plan the new preferred stock will have 
will pay dividends of $3.50 annually, to be cumulative after 
July 1, 1936 
will receive one share of the new preferred and one share 


Owners of the $100 par value preferred stock 


of the new common stock—which also has no par value— 
for each share of their present holdings. Owners of the 
employees’ ten-dollar par value preferred stock will receive 
one share of the new preferred stock for five shares of 
their present holdings. 
Arthur R. Boynton of F 


Lawrence R 


Boston; 
Na- 


S. Moseley & Co., 


Connor, president of the Agricultural 


tional Bank, Pittsfield, Mass., Winthrop M. Crane, Jr., 
president, Crane & ( Inc., Dalton, Mass., and Lewis E 
Tifft of Tifft Brothers, Springfield, Mass., constitute the 


rganization 
sills 
Rapid Turnover for New Parker Pen 
\ccording to an announcement by The Parker Pen Com- 
Wise filling” 


a previous number of this journal, has 


committee for reé 


pany, Janesville, the company’s “vacuum 


pen, described in 
met with pronounced success throughout the country. The 
sale of twenty-eight of the pens by one dealer on the day 


of their arrival and sales amounting to more than a thou- 


sand dollars in a single month by another dealer, are re 


ported by Kenneth Parker, vice-president of the company 


The new vacuum filling pen will be advertised every 
fourth week on page one of the Saturday Evening Post 
The company states that the guarantee against defects 


only, under which the pen is sold, has the enthusiastic 


support of dealers. 
“without ink sac, pump, valves or pis- 


of which is said to double the ink 


The pen operates 
tons,” the elimination 


capacity 
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Royal Appoints Some New Branch Managers 
Changes in managership of several Royal Typewriter 
Company branches were recently announced by M. V. 
Miller, general sales manager of the company. 
Paul W. Jones, formerly in charge of the Kansas City 
office, has been promoted to the Chicago managership; R. 


' 


“JACK” WOLLE 





PAUL W. JONES 


W. Thalin has been advanced from Newark to the Kansas 
City branch, and Jack Wolle has been made manager of 


the Baltimore office. Other changes include the appoint- 











R. W. THALIN 


ment of the following as managers in their respective cities: 
R. C. Kuver, Newark, N. J.; F. W. Fogg, Springfield, I1.; 
K. B. DeRango, Seattle, Washington; V. A. Snyder, Mil- 
waukee, Wis.; C. F. Priday, Wilmington, Dela.; J. S. Neff, 
Little Rock, Ark.; S. M. Zemansky, Rockford, III. 

The promotion of Mr. Jones to the managership of the 
Royal office in Chicago was well deserved. He has been 
connected with the Royal Typewriter Company since 1922. 
\s manager at Kansas City he demonstrated his ability con- 
spicuously, raising the Kansas City branch to an outstand- 
ing position among the Royal offices. 

R. W. Thalin, new Royal manager at Kansas City, has 
been an outstanding man on the Royal sales force since 
1926, when he joined the organization as salesman at the 
Boston office. 

Jack Wolle, the 
throughout typewriterdom 
hensive knowledge of typewriter selling augur well for the 
future of the Royal office in Baltimore. 

— 
New Location for Victor in New York 

Anticipating an improvement in the industry, the Victor 
Adding Machine Company of Chicago has taken spacious 
new quarters for its New York branch office, at 377 Broad- 


new Baltimore manager, is known 


His experience and compre- 


way. 

H. T. Kopff, New York branch manager, extends a cor- 
dial invitation to any of Victor’s many friends to drop in 
’ 


at any time they are in the “Big City.’ 
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Underwood Elliott Fisher Consolidates Branch 
Management 


Following its recently established policy f consolidating 
perations wherever consistent the Underwood Elliott 
Fisher Company has mbined the management of its three 
sales divisions eld branche Heretofore, each of the 
three selling forces—typewriter, a unting machine and 
adding machine were managed separately Che consoli 
dated management plan, which is now in operation in fifty 
seven | E. F. branches, involves the placing of all thre 
sales divisions under the direction of one manager 

\ppointmer t r « nsolidated brat ho anagkers are as 
' 1] ws 

F. C. Snow, i K. K. Rives, Detroit; HW. F. Longa 
bach, Dalla r. 1. McMahon, All H. P. Zerbe, Toledo 
( lr. Boulware, Youngstowr \. E. Zugelter, Cincinnati: 
1. M. Jackson, Columbus: E., |] Klima, Cleveland: G. R 


Windsor \krot Weems, Hartford: ( R 
Rockford: G. W. Hunt, Indianapolis: Blain« 
adelphia; J. A. McComas, Baltimore; I. C. Knowles, 
Minneapolis: H. J. Grimm, Rochester 
M. W. Thayer, Buffal W. A. Hazelton, South Bend: O. E 
James, Omaha ‘ \ Marschel, St Louis: J i. % deau, 
New Orlear R. B. Vance, Atlanta; H. A. Franke, Milwau 
kee; W. M. Coffman, San Francis F. H. Hall, Salt Lak: 
Houston; J. A. Johnson, Los Angeles; P 


Oechle - 
Rawdon, Phil 
Rix h 


mm nd ~~ Baker 


Walsh, Sacrament \ ( Wel : ni 
C. W. Fite, Memphis: R. A. Howard, 


Cynda Vr 

New H n, ! Kk. E. Ward, Springfield, Mass.: W. B 
Schiel Allentown: W. R. McDowell, Charlotte: G. Bavles, 
larr ur W. F. Clark, J Scranton: M. L. Branchaud, 
Grand Rapids: H. Francis, Jr., Louisville: L. S. Webster. 
Pittsburgh; W. A. King, Davenport: F. A. Bredimus, Des 


Green Bay \. \ I 
| Salisbury, Boise \\ { hrist Butte \ 


1 
OnLeenecKel 


S. Van 


Voast, Frest (;, ( Russell, Phoenix: J. J. Voorhis, San 
Dies z. ¢ Young, Seattle R. ¢ LaT: rres, Spokane \\ 
H. Blan Birmingham; G. M. Spurlin, Nashville 


n nearly every case, the men who formerly were it 


harae 1 sa division of a branch are being retained ir 

the Underw | Elliott Fisher field organization, either it 
inaue il 1 ipacities 
oe 


Carter’s Issue New Catalogue Supplement 


} tar’ | } 
Che Carter’s Ink Company has added so many new num- 


bers to its line of inks and adhesives and has improved so 
many of its old packages that an entirely new section to 
its catalogue has become necessar This supplement has 
just been sent t to dealers throughout the country. The 
é é s a reproduction of a beautiful direct color photo 
grapl the new Inkwell bottle which has just received 


award for the best Familv of Packages in 
connection with the Wolf competition in New York City 
nside pages are illustrated many striking new ink 


and adhesive packages that are already becoming a familiar 


sight on the shelves i progressive dealers 
Chis new ement is entitled, “New Packages—Lower 
Prices,” and applies to catalogue N 100. The company 
‘ be glace send copies to any dealers who have not 
ulre idy ré ( vor ne 
8 


Finer Office Furniture Company Moves 
headed by 


ner Off Harry 


ce Furniture Company, 


Finer, has 1 ed from 1110 McKinney avenue, Houston, 
to a three-st building at 111 Main street, where the com 
pany has increased floor space and much better opportunity 
to display thee equipment to advantage 

The company deals in new and used office equipment of 

) kinds and maint ; ~ 
ull Kinds and maintains a refinishing and repair department. 
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New Company in Columbus 


The Crown Office Specialty Company, 65-69 East Gay 
street, Columbus, Ohio, manutacturers desk blotter 
pads, folding desk pads, work distributors, i! leum desk 
pads; linoleum desk tops and office specialties, announces 


that it is now in full production and will be pleased to 


furnish to the trade circulars and other information per- 


taining to the line 


The Crown Office Specialty Company is incorporated 


der the laws of Ohio, with the following oft rs: Harry 
LL. Morgan, president and secretary; Theodore W. Yaple, 
treasurer: Thomas E. Nandell, vice-president and general 

naw 

Mir. Nandell has been in the office specialty business tor 
venty-three vears and is well known to the trade in the 
central and western states. While he has full charge of 


1¢ manufacturing and production, he will also continue to 


all on the trade in the ab ve territory 
Charles H. Hucke will represent the company in the 


southern states and G. S. McCormick will travel the 


\ new desk pad number with twenty blotters to retail 


at $1.00 will be of special interest and ar er item of 


+ +} 


interest ‘ l¢ 


ht charges on all shipments east of the Mississippi 


trade will be that the company prepays 
freig 
river and equalizes freight rates west of the Mississippi 
hundred pounds or more 

~~ 
Claud Allen Rejoins Globe-Wernicke Organization 


Wernicke (¢ 
] 


announced the return of Claud 


I ne 


mpany, Cincinnati, Ohio, has 
Allen to its sales 
tion in the capacity of manager of the G-W office in New 


York City. Ih 


The Globe 


reaniza- 


mediately prior to assuming his new duties, 





CLAUD ALLEN. NEW GLOBE-WERNICKE 
MANAGER IN NEW YORK 
Mr. Allen was associated with several other industries, but 
nnected with the Philadelphia 


« Globe Wernick 


vears ago he was c 


and Cleveland branches of organiza- 


> 

Syracuse Typewriter Store to Take New Quarters 
rw at 122 East Washington 
mn May 1 or before 
where they 

Under- 
wood and Remington portables; are agents for the Smith- 
the A. B. Dick 
thers Che 


The Typewriter Store, Inc., n 


street, N. ¥ 


to larger premises at 316 South Warren street, 


Syracuse, , expects to move « 


will increase their lines. They now handle Royal, 


Corona standard and portable typewriters, 

mimeographs, Barrett adding machines, and 

company is in the market for used machines 
ane 

German Concern Desires Selling Rights for 

American Inventions 

\ responsible firm of manufacturers of 


hy 


ce machines 


in Germany is interested in obtaining selling or manutac 


turing rights in Germany for some new and important in- 
office use This German firm 
communicated with through the New York and 


irporation, 37 Wall street, New \ rk, N » # 


ventions in machinery tor 
may be 


Hanseatic ( 
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Gordon Laurence to Handle Smith-Corona Adver- 
tising Through Own Agency 

Further facilities for the handling of Smith-Corona ad- 

vertising will be afforded by an arrangement made with 

Nascon Service, Inc., a general advertising agency of New 


York, in 


and promotion 


which Gordon Laurence, formerly advertising 
manager of the Smith-Corona company, 
has become a principal 

Mr. Laurence started with the Corona company in 1920, 


became sales promotion manager and later, following the 





GORDON LAURENCE 


merger of the L. C. Smith and Corona companies, was 
made advertising and promotion manager for all products 
During these thirteen years he has been intimately asso- 
ciated with the development of the Corona dealer organ- 
ization and the creation of advertising material and mer- 
chandising plans which set the present high standard of 
Corona advertising and dealer service His long experi- 


ence and familiarity with dealer problems, and personal 


acquaintance with practically prominent dealer in 


the country will still be available to the Smith-Corona or- 


every 


ganization, coupled with the facilities of his complete adver- 
tising agency. 

With the agency’s art, copy, window display and other 
departments at his disposal, Mr. 
position to give more of the kind of advertising and pro- 


Laurence will be in a 


motion which made the introductory campaign on the 
Sterling Model Smith-Corona one of the outstanding mer- 
chandising efforts in the history of the industry 

Mr. Laurence’s connection with the office equipment in- 
dustry dates back before the war, when he was a member 
of the Advertisers’ Service Bureau of System Magazine. 

sei 
Pontiac Business Moves 

Che Mitchell Typewriter & Office Equipment Company, 

Mitchell at 108 North Saginaw street, 


the past five years, has moved to 84 North 


conducted by J. C 
Pontiac, Mich., 
Saginaw street [The company now has 4,000 square feet 
of space, giving ample room for the display of its lines 
of office equipment, office machines and merchandise. Mr. 
Mitchell conducts repair and service departments equipped 
to handle typewriters, cash registers and other office de- 


vices 


Banov to Represent H. E. Smith Co. in Important 
Territory 
Smith Company of Newark, N. J., 


stencils, has appointed Leon Banoy 


The H. E 


turers of Hesco dry 


manufac- 


as the company’s representative in New York outside the 
metropolitan area; and in Connecticut, Rhode Island, Penn- 
sylvania, except Philadelphia; Ohio, Maryland, Delaware, 
and Detroit, Mich 

Mr. Banov has a wide acquaintance in this field, and is 


known for his enterprise and success 
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Wilson-Jones Plans New Factory at Elizabeth 

New York papers of March 10 published a report from 
Elizabeth, N. J., under date of March 9 to the effect that the 
Wilson-Jones Company of Chicago, prominent manufac- 
turers of loose leaf and record keeping devices, will erect a 
Elizabeth to serve the eastern district. This 
announcement, the report states, was made by the Eliza- 
beth Chamber of Commerce. The company, it appears, has 
purchased one-half land from the 
Lidgerwood Estates, Inc., Bayway and Lidgerwood avenue, 
Bayway, 402 feet on 


factory at 


seven and acres of 
having a frontage of 834 feet on 
Lidgerwood avenue and 400 feet along the main line of the 
Pennsylvania railroad. 

It is stated that the first unit of the new factory will be a 
one-story brick fireproof structure, 450 feet long and 150 
About two to three hundred persons will be em- 
Plans are being 


feet wide. 
ployed when the plant begins operations. 
prepared for the new factory, which will be in operation, it 


is expected, early next fall. 


a ae 
Unique Testing Service by Ames Supply Company 

The Ames Supply Company announces an interesting in- 
All platen material 
Actual type- 


novation in testing typewriter platens. 
is tried out on Hooven automatic typewriters. 
writer usage is provided, but the rapid and continuous 
strokes of the Hooven machine give the platen far more 
wear than it receives in any regular typewriter work. 

The company also tells of a gratifying response to the 
initial announcement of its new typewriter refinishing out- 
fit. The response was greater than expected and for the 
An ac- 
cumulation of inquiries and orders is reported to be clearing 


moment taxed the company’s output to the limit. 


so that soon all inquiries will be handled promptly. 


OE | 
Pittsburgh Meeting of Foreign Trade Council 
The twentieth annual Foreign Trade Convention will be 
held at Pittsburgh, Penna., April 26-28 inclusive, at the 
Hotel William Penn. 








EXCUSE US., PEEARS 


Confusion in Convention Report 
\ report on Page 80 of the March issue of Office Ap- 
pliances referred to exhibits at the convention of the Na- 
tional School Supply Association at Chicago. The item 
regarding the Weber Costello Company indicated that the 





Ideal School Supply Company lines were also displayed 
with the Weber Costello products. 
the companies are without connection, except for a mutual 
interest in the welfare of the school supply business. We 


This was in error, as 


regret the error, which was self-evident to readers familiar 
with the school supply field. 


cnecinidllidalamt 
Error in Name of St. Louis Concern 

On page 31 of Office Appliances for February, we named 
the officers of the St. Louis Hub Club, concluding the list 
with the name of the treasurer, E. O. Herget, who was 
stated to be with “The Atlas Terien Tanvel Company.” 
It should have been the Atlas Linen & Towel Company. 
Our informant was in error as to the name of Mr. Herget's 
company, hence the mistake. 


cuteness 
We Coin a New Word 

In handling an advertisement of A. P. Little, Inc., Roch- 

ester, N. Y., for March Office Appliances, it was found 

necessary to reset a line containing the first syllable of 

In the process of alteration this syllable 

The pur- 


“possibilities.” 
was lost and “sibilities” was coined inadvertently. 
pose of the statement in the advertisement containing the 
word was to invite stationers to investigate the possibili- 
ties of “Little” typewriter ribbons and carbon paper. 








38 
Pencil Factory to Open in Tennessee 
[The National Pencil Company has been chartered in 
lennessee to manufacture lead pencils. The company has 


ordered modern machinery from Germany, and will start 
production as soon as the equipment can be set up for 


operation. The factory is to be located in the building on 


Deport street, formerly occupied by the Woosley Knitting 
Mills, Shelbyville, Tenn The company 1s capitalized at 
$100,000, and is headed by H. L. Woosley, president of the 


fheers are O. T. San 


Mills. 


ident S. E. Linton, Sr 


Woosley Knitting 
president of the 
board; S. E 


Brvant 


ders, vice pres 
Nashville Gas Company, is chairman of the 
Linton, Jr., secretary and exe 


We osle v. 


rhe citizens « 


manager: 


assistant secretary 


f Shelbyville look forward to the establish- 


ment of the new industry as a manufacturing enterprise 
which will add materially to the city’s resources 
Incidentally, it may be added that Sheibyville has been 


heralded as a good location for a lead pe neil factory for 


> 
Standards Bureau Tests of Writing Ink 


As a part of its research on decreasing hazards to val 


uable documents, the United States Bureau of Standards 


has made a study of the effect of iron tannate writing inks 


n paper. Seven different kinds of writing papers wer 


inked with three different iron tannate compositions, with 


mbinations of the chemicals employed com 


inked papers were then heated to accelerat: 
any chemical reactions which might occur, and their loss 
f strength was mpared to that of the uninked papers 


\n ink containing 
sulphuric acid, both 


hydrochloric acid and one containing 


without gum arabic, caused pr 


nounced weakening of the papers. The retention of fold 
ing endurance of papers under the heat treatment was de 


creased by these inks twenty to forty per cent. Addition 
f gum arabic to the sulphuric acid ink decreased its de- 
structive effect somewhat 


> 
Underwood Elliott Fisher to Have New Office in 
Houston 
lidated offices of 
at Houston, 
to 1108-1110 McKinney 


rooms house the Accounting 


Elliott 


Fisher 


first of this month 


[The cor Underwood 


Texas, moved the 
The new offices and sales 


Adding Machine Division 


avenue 


and the Dype writer Division both sales and service. 
The office is under the management of O. H. Cook, who 
has for some years been manager of the Accounting-Ad 


ding Machine Division in Houston 
fA 
Seattle Credit Men Hear President Ross 
At a recent meeting of the Credit Men of Seattle, Wash., 
E. Don Ross of the 


Ore., and president of the National 


Irwin-Hodson Company, 
Association of Credit 


Men, made the principal address, where he was the guest 
f honor. The meeting occurred on March 20 in the Span 
ish ballroom of the Olympic hotel His subject was 
Heads Up—Let’s Start to Fight, and his message was 1 

spirins (MI 


_ 
Rome Has New Equipment House 


rgia Ulnce Equipme nt Company has opened it 


The Lx 


the General | rrest hotel building, Broad street, Rome, 


Ga The company is agent for the Underwood Elliott 
Fisher ( pany. Jack L. Canon is manager and A. F 
Joseph is in charge of sales and service departments 


oe - 
Indianapolis Concern Changes Name 
The Indiana mpany, 137 North Meridian 


[ypewriter 


street, Indianapolis, Ind., has changed its name to th 
American Typewriter & Supply Company It occupies 
the store used previously by the American Writing Ma 


Portland, 
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chine Company. This business is conducted by Henry L 
Stenger and James A. Crews, who also operate the Indiana 


36 South Meridian street 
et 
Kal-League Inc. Organized by M. Martin Kallman 
Kal-League Inc., which has leased the entire second floor 
f the building at 500 Fifth avenue, 
Forty-second street, New York, N. Y., has been established 
by M - 
neers and salesmen, for the 
resentation and merchandising service in the New York ter- 


ypewriter Store at 


northwest corner of 


Martin Kallman and several other industrial.engi 


purpose of offering sales rep- 


ritory for office equipment and appliances manufacturers. 
Che plan provides a permanent sales office in New York 
and a means of contacting the trade through the follow- 


ing divisions: bureau of efficiency engineering, bureau of 


cost accounting, bureau of office methodizing, freight and 


traffic bureau, advertising bureau, sales building bureau, 
labor bureau, appraisals and valuation bureau, and merchan- 
dise display service bureau. 

According to the plan, the service offered by these va- 
rious departments includes sales research, analysis of mar- 
kets, customer cultivation, reduction in selling costs, et: 

~- 
Ivan Allen Heads Convention Bureau 
Allen, president of the Allen-Marshall Com- 


Atlanta, Ga., has been elected president of the Con- 


Ivan Ivan 
pany, 


vention and Tourist Bureau 


f that citv, which celebrated 


its twentieth anniversary this year. Mr. Allen served as 
organization and has been on the 


JHR 


first president of the 

board of directors most of the time since then 
> 

Warshaw Company Moves to Larger Quarters 

, has moved 

Main street, 


accommodate 


The Warshaw Manufacturing Company, In 


‘ 


o larger and more convenient quarters at 1 
Brooklyn, N. Y 
the larger volume of business which the company is doing. 


Che ct 


index cards 


This move was made to 


mpany manufactures a popular line of rotary cut 


Some of their departments at present are 
running in three shifts, day and night 
silllincii 
T. J. Sheridan No Longer with Remington Rand 
Sheridan 


with Remington Rand Inc. Mr 


Recently Thomas J severed his connections 
Sheridan’s plans for the 
future are not definite, but for the present he is making his 
headquarters with the National Business Show Company, 
50 Church street, New York, N. Y. 

Mr. Sheridan is an office machine man of long standing 


Dalton Adding Machine Com- 


solidation with Reming- 


He was connected with the 


pany from its early days until cor 





SHERIDAN 


rHOMAS J 


ton Rand, and with the Remington Rand organization, 
where he has been prominent in the machine division 


twenty years ago he was associated with 


The Grubbs and Sheridan 


work About 
H. C. Grubbs in New York City. 
Agency pioneered the sale of the Dalton line in New York 
Mr. Sheridan, who is well known throughout the office 
machine field, has always enjoyed the reputation of being 


the most successful salesman 
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Bastow Sales Manager Smith-Corona Portable 
Division 
Robert Bastow has been appointed sales manager of the 
Portable Division of L. C. Smith & Corona 


Inc. 


[ypewriters, 


“Bob” Bastow is one of the best known men in the type- 


writer industry and his connection with Corona dates back 


to 1909. It was then known as the Standard Folding Type- 


writer Company and Mr. Bastow joined the company in 


Groton, N. Y., just two 


The next vear he went to 


weeks after it was organized. 


the Philadelphia office as com- 





ROBERT BASTOW 


bination salesman and repairman; in 1911 he went to Eu- 
rope for a year and then in 1912 became manager of the 
New York formation of the 
Corona dealer organization was started. 

Two years later found Mr. Bastow in England, where 


uptown branch where the 


he organized the British Corona company, subsequently 
becoming export sales manager. 

then he has devoted his time to dealer contact 
work throughout the world and recently was in charge of 


Te re mite >. 


Since 


Canadian operations with his office in 
As a result of these twenty-four years of experience, 
Mr. Bastow 


and his personality and abilities have won him a great circle 


is intimately 


of friends and acquaintances in the industry, both here 
and abroad 
— ie 
New Office Equipment Company in Akron 
The Office Equipment Bureau has just been opened at 
30 South High street, Akron, Ohio. 
to receive catalogues and dealer propositions from manu- 


The company wishes 


facturers and others supplying office machines and office 
accessories generally. It is the intention of the company 
to handle the more salable items in the general field of 


office needs, including systems, machines, furnishings and 
supplies. 
(a eg 
Woodstock Awarded Big Typewriter Order 

A big order for typewriters was recently obtained by the 
Woodstock Typewriter Company, Pittsburgh, Penna., for 
the Board of Education 
installation of 623 new Woodstock machines, according to 
R. W. Sears, II, the 

In an optimistic tone Mr. Sears reports that the Wood- 
stock plant at Woodstock, IIl., is being operated full time, 
full force 
stallations of Woodstock machines with commercial users 


The order involves immediate 


president of the company. 


activity that is justified by the recent large in- 


and schoc Is. 


— 
T. R. Martin Joins Head, Inc. 

Ted R. Martin, formerly president of Martin Office Sup- 

ply Company, Birmingham, Ala., has joined James A. 


Head, Inc., of that city —GHW 


familiar with dealer problems, 
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The Guest Book 

George Wolcott of the Pacific Coast, vice-president of 
the Wilson-Jones Company, in Chicago for a short visit 
at company headquarters, looked in upon us on March 
the thirteenth. Among our impressions of many things 
received from a pleasant conversation, three in particular 
stand out sharply—“the line” about which his activities cen- 
ter, the enterprise of western dealers and the grandeur of 
the mountains, the plains, the deserts and the flowering 
slopes of the western country. 

We gather from the interview that conditions in and 
beyond the Rockies are about the same as elsewhere, but 
that the forces of initiative and enterprise are in full play 
to make the best of the circumstances. By which forces 
alone, we venture, will advance be achieved and proper 
preparation made for the influence of more favorable cir- 
cumstances, upon which many hopes are placed. 

When in Chicago, Mr. Wolcott spent a morning viewing 
the buildings of the Century of Progress with some 
thought of expressing the modernistic note in the archi- 
tectural ensemble of the “Old Stationers’ Home” to be 
erected at some future time on Wolcott Acres near Red- 
Applications for admittance to the “Home” 
have increased remarkably during the past two years. 
| Note: Appointment to the office of scribe has been made.] 

John Schibel of the John Schibel Company, Portland, 
Ore., was a visitor on February 27. Mr. Schibel was en 


lands, Calif. 


route to New York and other eastern cities in the interests 
of the “Typometer,” a new type of automatic copyholder 
made by his company. 

K. G. Halloch, sales manager of Mabie, Todd & Com- 
pany, New York, manufacturers of the Swan fountain pen, 
paid us a visit on March 10. He was accompanied by 
W. R. Luke, who sells Swan pens in a group of middle 
western states. 

Charles S. Lippman, proprietor of the Victor Adding 
Machine Agency, St. Louis, spent a short time in this office 
on March 13. He was in Chicago for the purpose of a visit 
with the Victor factory. Mr. Lippman expressed an opti- 
mistic view of business possibilities in the near future be- 
cause of the improvement in the bank situation and other 
important developments, 

E. T. MacIntyre, vice-president Defiance Sales Corpora- 
tion, New York, and Lou Wingert, who travels for De- 
fiance in the Middle West, called on March 16, Mr. Mac- 
Intyre reported a very cheerful attitude on the part of the 
stationers in several cities he had visited. 

a 
The Roberts Company a New House in Knoxville 

Harry W. Roberts, formerly assistant manager of the 
Gaut-Ogden Company, recently purchased that company’s 
entire office furniture department at Knoxville, Tenn., and 
has opened for business at 510 Union avenue. 

Mr. Roberts started with the Gaut-Ogden Company as 
a clerk fourteen years ago, and worked up to the position 
of assistant manager, specializing in office furniture. The 
Gaut-Ogden Company will continue to deal in office sup- 
plies, etc. 

The new Roberts Company will handle a well-selected 
line of office supplies along with its furniture stock. The 
office furniture lines include those of the General Fire- 
proofing Company, and the B. L. Marble Chair Company. 
The new organization will cover Knoxville and vicinity and 
territories in Virginia, Kentucky and North Carolina. 

Office equipment manufacturers are requested to send 
catalogues, prices, etc. 

—————— 
Horne Desk & Fixture Company Moves 

The Horne Desk and Fixture Company, for several 
months at Auburn avenue and Pryor street, Atlanta, Ga. 
has moved to 47-49 Pryor street, N. E—JHR 








Meetings--Conventions--Dinners 


Additional Report of Connecticut Valley Meeting 


\ short report was published in Office Appliances’ March 
issue of the fifteenth annual convention of the Connecticut 
Valley Stationers Association at Springfield, Mass., on 


February 20. Following is a resume of the speeches de 
livered on that occasion 

After the reports of the thie and committees had 
been disposed of, C. A. Stott, acting president of the Na 
tional Stationers Association, told of the fine work being 
done by the theers and committees of that organization 
Despite genera nditions, the association is operating “in 
the black.’ Some of the members have resigned, but 
others have been added to the membership rolls Che 
issociation has been operating economically and is in a 
healthy condition. Mr. Stott commented on the report o 
the Shannon Committee of Congress covering government 
competition with private business, going over the matters 
affectin ur industry, and referrine to the work done by 
the Nat nal Association to bring about such satisfactory 
progress as was indicated in the report 

He utlined the National Association's sales develop 
ment urse, and urged cooperation with it and participa 
tion therein 

He emphasized the subject of expense in conducting 
business, recommending that stationers assume that the 
present volume f business would continue for a time, 
at least, and that expense should be planned in proportion 
t preset rather than t » expected volume 

The speaker touched on some of the trade evils and 
pointed out that the association as such cannot remedy 
them; that the association cannot dictate selling prices 
that price cutting cannot be handled through direct asso 
ciation action, but must be approached in a different way 
Perhaps a plan can be worked out so that correct costs can 
be determined, and in pricing merchandise the dealer can 
be assured that selling price includes all costs, not forget 
ting overhead, and includes a fair profit \ sale lost to a 
competitor would then indicate either that the competitor 
is doing business at a loss or can operate at a lower cost 
and therefore is a better merchant 

L. H. Buiscl f the National Cash Register Company 
followed with an address entitled, “From Red into Black.” 
He followed substantially the same line of argument h¢ 
gave at the Third District meeting in Philadelphia, report 
ed in the March issue of this journal 

At the conclusion of Mr. Buisch’s remarks a vote of 
thanks was extended to The National Cash Register Com 
pany for sending him to address the convention 

\. L. King, governor of Regional District No. 1, said 
that the principal activity in his district had been to provide 
the deal rs with a « mmon price book he work is pre 
gressing satisfactorily, 25 commodities now having been 
covered \ classification of operators has been agreed 
upon Many dealers have no complete catalogus Che 
one provided will increase turnover, enable outside men to 
sell better, decrease inventory, and constitute an efficient 
tool for all who sell in this field 

Joseph Cowan, president, Boston Stationers Associa 
tion: Salesmen may be compared to soldiers on the firing 
line They must be alert, observant, courageous. Condi 
tions change and there is the need for constant training 
How t ell at a profit is the problem—anybody can give 
away good Proper presentation is the key to good sell 
ing. Salesmen must be trained to see potential sales—t 
discover suspects as well as prospects 

D. D. Macdonald, New Haven ‘Meeting Today's Credit 
Problems Today the proper handling credit is more 


important than ever. Old credit records are of little value 
should be taken in opening new 


Use 


When a customer has left for 


Greater care accounts and 


in extending old ones a credit bureau wherever one 


is available a period and 


suddenly comes back, watch him! If an account goes bad, 


put it on a CC, O. D. basis Che speaker suggested the use 


of the telephone in collecting nearby accounts. Manufac- 
turers as well as dealers should follow the system of an- 
alyzing carefully all credit applications 

“Nineteen Thirty-three Adjustments,” was the topic as- 
singed to John F. Molloy of Meriden. He said in part 
In a period of readjustment conditions are different \d- 
justments are sometimes needed upward as well as down- 
ward. Equity should be the definite aim. Think rightly 

act rightly. Do not build too much on past experience, 
but look toward the future and its possibilities. Some 


prices are still too high—others too low Free goods are 


a deception. Simply moving stock does not make a man 


a merchant. Referring to jobbers who do a retail business, 


the speaker said, this does not increase the volume of 
retail sales, but lowers price levels and deprives the manu- 
facturer of the better price secured from the regular 
retail distributor 

“Reciprocity in Buying’—Elmer W. Pape, New Britain, 
Conn Do you buy from the people who buy from you? 
Buy from your customers and make it plain that you ex- 


pect them to buy from you. Opportunity is presented for 


a man's 


sales that could not otherwise be had. If you are 
customer, he cannot refuse to give you an audience. Re 
ciprocate with the manufacturer who is doing something 
for you Take care of the manufacturer who is helping 
to sell the goods he sold you 

“A New Deal in the Stationery Business”: C. P. Gar 
vin, General Manager, The National Stationers Association 

[The speaker said that he detected a frame of mind 


incoming administration, and he deplored it 


Happily that frame of mind seems to have 


against the 


(Editor's Note 


been effectively dissipated.) Too many people are seek- 
ing an alibi as to their part in how the depression hap 
pened. They expect the new president to do the job they 


themselves. This industry has been especially 


should do 


blessed, for we are carrying on and perpetuating our- 
selves It is too easy to get into this industry and too 
hard to stay He believes that there will be more effec- 
tive efforts made to discover if a man is likely to be an 


asset to the industry before a credit risk puts him into the 


business. Dealers should get closer to manufacturers and 


support those who are carrying out a proper policy. Na- 
tional Association Headquarters are a clearing house for 
the best thought in the industry 

On motion of Mr. Molloy seconded by Mr. Macdonald 
the following motion was adopted unanimously “The 
Connecticut Valley Stationers Association at its annual 


February 20, 1933, en- 


dorses the program National 
Association, and compliments the officers and the General 
Manager, Mr 
structive efforts for the benefit of 

At the those 
with music by the Rene 
Flood, John J. McDonald, and T 
and Miss Grayce Harper, danseus« 

C. P. Garvin gave review of his new 
“Columbus to Colitis,” as an X 
American life from Columbus’ landing up to the present. 
all to build up their patriotism and 


proud of our country, tor we than 


meeting held in Springfield, Mass., 


the Stationers 


and work of 


Charles P. Garvin, on their varied and con- 


our industry 
entertained 
Davenais William 


\. Stonehouse, soloists, 


annual dinner present were 


Ensembl 


book, 


on 


an amusing 


characterizing it ray 


In conclusion he urges 


to be now 


have more 


any preceding generation 


APRIL, 


Chicago Office Appliance Men Hear Pleasance 


The Chicago Office \ppliance Managers Association at 
its regular meeting held at the Medinah Athletic Club was 
addressed by A. V. Pleasance, purchasing agent for Mont 
gomery Ward & Company. Mr. Pleasance explained in de 
tail some of the research methods employed by his depart 


ment in considering the merits of office equipment and 
paper. He revealed a program of painstaking study which 
was followed in an attempt to arrive at fair and unbiased 
opinions of various makes of office equipment of whicl 
they were in need 

Mr. Pleasance remarked that his department tried not to 
be influenced by the personality of the salesman and that 
he objected particularly to the so-called tricky salesman 
Everything purchased for use in the Montgomery Ward 
othece, he explained, has to bear up under careful analysis 
Mr. Pleasance’s talk was followed by a general round table 
discussion 

The business session which preceded the talk was con- 
ducted by Clark Hayes of International Business Machines 
Corporation, who succeeded to the presidency of the or- 
ganization upon the resignation of Fred Zoller of Ditto, 
Inc. Mr. Zoller recently took charge of the Ditto office in 
Newark. J. B. Ward of Addressograph was elected a mem 
ber of the board of control 


——— 
Philadelphia Steel Men Meet 
\t the annual meeting of the Philadelphia branch of the 


Steel Association, John Lewis, Philadelphia manager of the 
Art Metal Construction Company, was elected president for 
the ensuing year, and Walter B. Taitt of the Keystone 


Index Card Company was elected secretary for the same 
] 


period, 

Hugh Waldman, Philadelphia manager of Remington 
Rand Business Service, Inc., who had been president for 
several consecutive years, was given a vote of thanks for 
the fine work which he did during the period of his in 


cumbency 
Broad plans for the coming year have been made in the 


hope that, with the expected improvement in conditions in 


j 1 


the steel business, the members of the association will be 
prepared to put the organization in a stronger position 
than ever before 

> 


Office Equipment Manufacturers Institute to Meet 


\ regular quarterly meeting of the Office Equipment 
Manufacturers Institute is scheduled for April 6 and 7 at 


the New York Athletic Club, New York City. 


ANNIVERSARY CHnce Cant 
TATONERS SQUARE CLUE 
en NeW YOu 


~— 


TENTH ANNIVERSARY DINNER DANCE HELD BY THE STATIONERS 


MARCH 
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Underwood Sales Force Honors George Crouch 

George Crouch, sales manager for the Underwood Type- 
writer Company for the metropolitan district of New York, 
was the guest of honor at a party given by his sales force 
on Tuesday evening, February 21. The affair was an an- 
nual chicken dinner and was held at the home of James 
Fallon on East Twenty-first street. The decorations were 
in the style of a rathskeller. Most of those present have 
been associated with Mr. Crouch for the last ten years and 
are known as old timers among typewriter men 

One of the bright events of the party was the announce- 
ment of the return to active service of Sam Burr, assistant 
to Mr. Crouch. Mr. Burr has been laid up for some time 
with influenza. 

The Palm Singers, made up of members of the sales or- 
ganization, sang several songs. 

Those present at the dinner included Manager Crouch, 
W. E. Irving, F. E. Moll, C. F. Hopkins, H. Newbury, 
J. A. Fallon, F. Weingetz, V. O’Brien, F. Smith, P. Carroll, 
r. Philbin, J. Lafferty, G. Meinecke, D. O'Brien, C. Rob- 
inson, Bert Keating, W. D. Johnson, E. Kendall, W. D. 
Plumb, F. Barnes, P. Mulhall, H. Smith, H. H. Atwater, 
G. Bender, Mr. Whitaker, H. Rorvig, W. Lenz and J 
Kobre 

>. 
Stationers Square Club Dinner Dance 

The theme of “Buddy can you spare a dime” sung by 
one of the entertainers seemed to have a new significance: 
to the 150 merry diners at the tenth annual dinner dance. 
of the Stationers Square Club of New York, the event tak 
ing place March fourth during the bank holiday. Not a 
little of the merriment was occasioned by the pooling of 
loose change to take care of the usual gratuities. 

The setting in the Hotel Astor was especially unique and 
contributed much to the good spirits. The cuisine was 
delicious; the orchestra in tune and the entertainment, both 
professional and local, was enjoyable. 

Presentation of a set of glassware as a token of esteem 
and appreciation to Irving M. Levey, retiring president of 
the club, was graciously acknowledged. 

The rendition of two cornet numbers by Sol Cohen, one 
of the guests, was accorded hearty applause. 

Each lady was made happy by the many attractive gifts 
distributed 

Ben Josephson and his committee, composed of Sherman 
Parmenter, Arthur Gottlieb, Leo Wertheimer and Irving 
Levey, are to be congratulated on the success of their 


efforts in providing an enjoyable evening. 





SQUARE CLUB OF GREATER NEW YORK IN THE HOTEL ASTOR, 


1933 
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Kansas Book Dealers Meet at Topeka 

annual convention of the Kansas Book 
Association took place on February 20 and 21 in 
Topeka. More than 


space was filled. 


[The seventeenth 
Dealers 
the roof garden of the Hotel Kansan, 
fifty displays were shown and all 
The attendance of wholesale concerns was the largest in 


the history of the association, and the member attendanc« 


was exceeded only by that of 1929. The members came 
from every part of the state, one man having traveled over 
350 miles to the meeting. The Esterbrook Pen Company 
and the Spencerian Pen Company presented fountain pens 
to the members who had come from points 
farthest away to attend the convention 

The sessions were presided over by Phil M 


Endacott, 


twenty-four 


Anderson, 
Mary (¢ 


president; L. H vice-president, and 


Stromberg, acting secretary 
Edward Dorsey, the association’s first president, now r¢ 
, attended the meeting for the first 
nteresting talk, at the 


untiring 


siding in Phoenix, Ariz 
time in sixteen years. He made an 
conclusion of which he gave great credit to the 


Anderson for the growth of the asso 


efforts of President 
cation 

Mr. Austin, the 
the state superintendent of 
text books 

Warren Wilson, 
Drug Company of 
Endless Chain Menace,” which has been mentioned by The 
Modern Stationer, Printers’ Ink and Office Appliances. At 
of his talk he asked that the members of the K. B. 
Federal 


and Mr. 


spok e 


Markham, 
briefly on 


Kansas state printer, 
instruction, 
vice-president of the Snowden-Miz« 
Atchison, read a fine paper on “The New 


the close 


D. A. file a protest with the Commission 


rade 
against this menace 
E A, Detrick, of 


onstrate his talk 


staged a dress show to dem 


aldwell, 
Appearing before the convention clad in 


overalls and cap, Mr. Detrick stated that all his apparel was 


new, including underwear, shoes, hose, garters, shirt, over- 


alls and cap, and could be purchased for $3.46, upon which 


there was a gross profit of 55 cents, with 8 cents net profit 
Mr. Detrick’s talk prov 
can be made on the lower-priced merchandise 

Mr. Pinet, secretary of the Kansas Teachers’ Association, 


warned the members that if Kansas Senate Bill No. 182 


ed that only a small margin of profit 


passed there would probably not be any school library 
books for the coming year Therefore, the convention 
passed resolution condemning this bill and appointed 


committee to confer with the Educational Committee of th« 


Senate in regard to it 


Dr. Thomas Clarke Hinkle, 


dog stories, talked on library box 


Kansas author of horse and 
‘ks for schools 


session given 


The afternoon meeting was an executive 


of the contract for K. B. D. A 


over to the placing school 
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books for 1933. The first contract was 
Mercantile Kansas 
note books and school fillers 


tablets and note 
awarded to the H. D. Lee 
City, for all tablets, bound 
The K. B. D. A. note book cover contract was given to the 
Wilson-Jones Company of Chicago. The K. B. D. A. al- 


25 cents, 


Company of 


ways has insisted on high grade covers to retail at 

but this year there will be a 10-cent and a 25-cent cover. 
The banquet was served at 6:15 Monday evening in the 

after a delicious 


assembly hall of the Kansan hotel, where, 


meal and some good singing, the meeting adjourned to 


the convention hall where a dancing and musical program 
was given. After the musical program there was a clever 
talk on Kansas by Herschel Kannier; 
Kansas author, Miss Jennie S. Owen, 
“Fodder.” The finale was a wonderful speech by William 
Biby of the Kansas Cooperative League on “Support Kan- 
sas Resources and Kansas Resources Will Support You.” 

The Tuesday meeting was called to order at 9:00 A. M. 
Che first talk was by J. Chester Molyneaux of the Greeting 
This talk was one of the 


readings by the 


from her new book, 


Card Association. most appre- 


ciated features of the entire meeting. Mr. Molyneaux used 
a stereopticon to illustrate his lecture. At the conclusion 
of his talk, various called upon 
questions. On account of Mr. Molyneaux’ 


seven of the largest firms in the greeting card business had 


salesmen members for 


attendance, 


representatives present at this meeting. 

meeting was given over to a 
members bringing their individual 
problems which were freely discussed. Walter Maiden of 
the White & Wyckoff Company had on display a new 
monogram machine which his company is putting out to 


The Tuesday afternoon 


round-table discussion, 


dealers on three months’ rental basis with a one thousand 
box order of stationery. 

Walter Kane, of the Eberhard Faber 
spoke on the new Eberhard Faber sales policy. 

Mason McCarty, of Emporia, gave a talk on fire adjust- 
ments, as he has had recent experience with one of his 


Pencil Company, 


buildings 
All of the 
and Topeka and the Hotel Kansan were agreed upon as the 
1934 headquarters, the meeting to be held on February 19 
and 20. The officers are: Phil M. Anderson, 
L. H. Endacott, vice-president; 


treasurer; Mary C 


old officers were re-elected for another year, 


president; 
George Geiger, secretary- 
Stromberg, acting 
oe 
I. S. M. A. Convention at Chicago in June 
The International Stamp Manufacturers Association will 
hold its annual convention at Chicago June 19-23, at the 
Edgewater Beach hotel. Members attending will find the 


Progress” or world’s fair, open at the time of 


secretary-treasurer. 


“Century of 
the convention. 


' 
' 
\\ 


\\ 





HURLBUT W. SMITH GIVES LUNCHEON Mr. Smith, 


pe ople of 


ber and December Left to right at the speakers’ table are H. S. Yaffa 
Springfi 


it Boston; President Smith; G. G. Carr 


president of 
f the company’s Boston branch office. He had promised the luncheon in case th 


C. Smith & Corona Typewriters, Inc., recently gave a luncheon to the 
Boston branch won the sales contest held last Novem 
Boston; H. W. Foley, manager at Providence; L. E. Roseman, man- 
manager, and A. E. Bailey, manager at Worcester 
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WHAT SPEED MEANS 
In ancient days Old Mercury’s staff 
was a symbol of speed, just as the 
Mimeograph is that today. Great speed, 
well-directed speed, speed where speed 
is needed! And that means the right kind 

of economy. Truly remarkable are some 

of the economies the Mimeograph is now 
working—in the rapid reproduction of all 
kinds of bulletins, letters, briefs, graphs, 
etc. For latest information write A. B. Dick 
Company, Chicago—or see *phone directory. 
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Canadian Business Equipment Men Re-elect Former 
Heads 


\t the annual meeting of the Canadian Business Equip 


ment Manufacturers Association held early this vear the 


staff of othcers who served the organization last year were 


continued in office for 1933 Chey are 


President, T. R. Crayston, general manager of the Dicta- 
Vice president, 


National 


secretary- 


Sales Corporation, Ltd., Toronto: 
McDougall, factory 


Canada, Ltd., Toronto: 


phone 
R. A 


Register ( 


manager of the Cash 
ompany of 


treasurer, D. E. Bissell, manager, Addressograph Division 


of the Addressograph-Multigraph Company of Canada, 
Ltd., Toronto branch; Directors—A. T. Hunt, managing 
director, D. Gestetner (Canada) Ltd., of Toronto, and R. L 
Rapmund, manager of the Burroughs Adding Machine 


Company, Ltd., Toronto; chairman business show commit 


tee: R. N. Fellows, vice-president and general manager, 


Addressograph-Multigraph Company of Canada, Ltd., of 
T ron 
Reports showed the association to be on a sound finan 


cial basis, with promise of healthy growth during the pres 


All of the men named in the above executive group are 








well-known tn Canadian business circles and some of them 
Tr. R. CRAYSTON 
in the United States as well \ better er up ofhicers 


( uld hardly have been chy son 


At the an tal meeting a col plete new et if by laws 
was adopted. Reports of the several committees on the 
work of the as ition in 1932 were also adopted 

\ well-considered plan of activities for 1933 has been 
tormulated 

Che association's principal objects are lo form among 
members a closer acquaintance, encouraging mutual confi 


de nce and help ulness to tostera high standard ot dealit 


between members and with the public; to promote uni 


} 


tormity in business methods; to encourage the highest type 


based on real service to the customer and 


of salesmanship 


to the house study and, as far as possible. to standard 


ize the problems of sales manavement 

> 
Capital City Typewriter Men Dine Informally 
was held by the Washington Type 


Washineton. D. C.. at the 


An informal dinner 


writer Dealers Association of 


Hamilton hotel on February 16. Forty-two persons wer 
present Che event was really an outstanding affair. for 
the attendance s the larwest ever recorded at any vath- 
eri f tvpewrit men in Washington 

Following an excellent dinner, speeches were made by 
] R. Sa ! tr thie Depart ent rt t mmerce, Bureau 
f Foreigt ur Domestic Commerce—“Marketinge and 
Marketing Cond ns”: Charles W. Prettyman, secretary 


Changing As- 


t the \s t | Retail Credit Met “The 
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pects of Credit”: George Reed, National Broadcasting 

Company Entertainment,” and Dr DD. O. Kinsman, 

American University—*What Shall We Do About It?” 
Che talks were instructive and entertaining, and the eve 


ning was spent enjoyably by everyone present 





SALESMEN OF THE ROYAL TYPEWRITER COMPANY OFFICE IN BUF 


FALO, N. ¥Y CELEBRATED THEIR BIG JANUARY WITH A BIG BAN 
QUET Seated, left to right Salesmen Hall, Kubinski, Miller, Gorman, 
Manager Pillow, and Salesmen Long, Wegener, Sparks, Cashier, and Nut 
ting. Standing, left to right Portable Field Man Chapman, and Salesmen 
E. Owen, W. Owen, Dowell, and Hodge 
> 


Chicago Stationers Meet 
\ dinner for Chicago stationers followed by a program 


f entertainment was an auspicious event. It marked the 


first occasion on which the groups of Chicago stationers 


the downtown stationers with stores, the upstairs stationers 


and those in the outlying districts—have met together 


Che dinner was sponsored by the upstairs stationers. Joe 


Pritchard of J. W. Pritchard Company, with some helpers, 


arranged the dinner and O. L. Coe of Graver Stationery 
Company was master of ceremonies. The purpose of the 


further the friendly contacts between the 


One hun- 


meeting was to 
various groups. The response was gratifying 
dred and nineteen were present, the only guest not in the 


retail stationery business being the representative of Office 


\ppliances 
Midland Club 


program which 


March 10 at the 


Dinner was served at seven o'clock Phe 
stepped out of his 


The meeting was held 


followed was quite informal. Mr. Coe 


character as a stationer into that of schoolmaster. Open- 
ing school in the prescribed way, he had Harry Horder 
preside at the piano while tle class, which included every- 


ne, sang “Good Morning to You.” This was followed by 


the roll call \ number questions which suggested 
humorous answers were put to the class. Always the right 
answer, when finally brought out, contained some sound 
suggestions on selling practices 

\ break in the school program provided for a piano num- 


ompany, and 


Elmer 


number 


Johnson of Marshall-Jackson ¢ 
by H. E. McEvoy of 


eT by 


a Vo al 


Gsraver Stationery 
( ompany 
With the 
us reading made up largely of trade names 
stores Art Bidwell of Bidwell & Con 


next session of the class, Mr. Coe gave a hu- 


f articles 


mor 
sold in stationery 


nery gave a lesson in arithmeti 


Harry Horder, as valedictorian, was called upon for som« 


remarks He delivered a brief address on cooperation 


among all groups as the first step toward reconstruction 


He also 


prices are fTisil 


warned of dangers to be confronted in buvinge when 
because of ¢ ipital requirements r higher 
priced inventories 


Following Mr. Horder, sche 


was provided in the prograt 


was adjourned \ recess 


and the 


a number being attracted by 


se present indulged in 
various forms of amusement, 
the bowling alleys adjacent to the banquet room. The meet 
ing reassembled at ten o'clock, at which time Mr. Coe ex 


vod work of Mr 
+] 


and his helpers Iran Cire 


pressed appreciation of the ge Pritchard in 


arranging the gathering, upstairs 
group. The program was closed with part of the floor show 
from the Vanity 


More Meetings and Dinners News on page &7) 


Fair cafe. 
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The PORTABLE TYPEWRITER 
OF PROVED DURABILITY.... 






<a 


CARRYING 
CASE 
INCLUDED 





Here is undoubtedly the greatest value ever offered—a typewriter which sold for years 
at $60—simplified to meet the demand for a popular priced portable, now offered at 
only $39.50. 

The new Corona has the same solid one-piece aluminum frame and the same sturdy con- 


struction which has given Corona its 24-year reputation for PROVED DURABILITY. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 











OFFICERS: 


Charles A. Stott, Washington, D. C., acting president and vice-president, retailers’ division; Herman Price, New York, 

N. Y., vice-president, manufacturers; C. A. Lent, New York, N. Y., vice-president, bank and commercial stationers; ]. S. Luckett, 

Toronto, Canada vice-president; W. E. Hough, Marietta, Ohio, vice-president, travelers; R. A. Waltz, Spokane, Wash., vice- 

president, commercial furniture; H. G. Horder, Chicago, Ill., vice-president, wholesalers; W. P. Waddy, Richmond, Va., auditor; 
W. E. Stockett, ]r., Washington, D. C., treasurer; C. P. Garvin, Washington, D. C., general manager. 


Regional Governors and Retail Directors 


No. 1. A. L. King, Ward’s, No. 4. William Douglas, 
Boston, Mass. Zac Smith Stationery Com- 

L pany, Birmingham, 

No. 2. ou Hoelscher, Hoel- , 
scher Stationery Company, No. 5. L. pe. Seen. Olice 
Buffalo, N. Y.; Fred Suooly S Frets So 
Grant *Grant’s Booksho pany, Cleveland, Ohio, re 

, P, tail director. 


Utica, N. Y. 
No. 6. G. O. Stevens, Ste- 
No. 3. W. H. Brooks, Jr., vens, Maloney & Company, 
W. F. Murphy’s Sons Com- Chicago, Ill.; V. D. Par- 
pany, Philadelphia, Penna. ; ker, The Parker Company, 
Michael Bard, Bard’s Busi- Madison, Wisc. 
ness Service, Lancaster, No. 7. H. S. Fall, Japs 
Penna. Olson Company, Minneap- 





olis, Minn.; J. O. Popple, Mason, Jr., Out West 

Zaiser’s Specialty Com- Printing & Stationery 

pany, Des Moines, Ia. Company, Colorado 
~ 8. Merman &. Cast, Springs, Colo. 

estern Litho. Company, wo. 11. R.A. Waltz, John 

Wichita, Kans. W. Graham & Company, 
=e, 9. y. Cc. Clegg, ~ Spokane, Wash. 

oon, Senses Pow Bask. No. 12. Harry Morgan, Sta- 

Western Bank & Office tioners Corporation, Los 

Supply Company, Okla- Angeles, Calif. 

homa City, Okla. No. 13. Thomas V. Bell, T. 
No. 10. F. B. Robinson, V. Bell, Ltd., Montreal, 

Golden, Colo.; William Canada. 


General Office and Information Bureau—525 Investment Building, Washington, D. C. 
Place and date of the next annual convention—Cincinnati, Ohio, June 5, 6, 7, and 8, 1933. 


Regional Convention to Be Held in Buffalo 

The annual convention of the second regional district 
ot the National Stationers Association will take place on 
\pril 24 at the Hotel Statler in Buffalo, N. Y. Regional 
Governor Louis Hoelscher will preside. 

Following are the convention committees: General ar- 
rangement: Louis Hoelscher, R. B. Lockwood and F. O. 
Dennis. Entertainment: F. O. Dennis, chairman; M. T. 
Morgan, vice-chairman; Joseph T. Hoelscher, Leo F. Hef- 
ner, Francis J. Killeen, Peter J. Murett. Invitation: Mark 
lr. Morgan, chairman; Vic. Johnson, vice-chairman; Joseph 
Maloughney, Norman Parrot, Arthur W. Shaner, and all 
members of the Empire State Travelers’ Club. Reception 


and registration: R. B. Lockwood, chairman: C. D. Christ- 


man, vice-chairman; Irwin Besser, Lee Fidlinger, Peter 
J. Murett and Albert Elsaesser. Buzzard Club: Irwin 
Besser, chairman; Leo F. Heiner, vice-chairman; F. J 


Killeen, Albert Elsaesser, R. W. Eaton, Frank Schirman, 
Howard Whipple, L. M. Whiting and George F. Lutz, the 


gentleman last named being convention treasurer. 


_ 
Seventh Regional District Calls Off Meeting 
The annual meeting of the Seventh Regional District 
of the National Stationers Association, scheduled to be 
held April 20 and 21 at St. Paul, Minn., has been called 
off and there will be no convention among the trade in 
that district this year 
The decision not to hold a regional convention was 
arrived at on March 8 at a meeting in Minneapolis attended 
by twenty-two dealers and travelers, each of whom voiced 
the opinion that for this year the meeting should be called 
off. The meeting was presided over by Regional Gover- 
nor Herbert S. Fall, Japs-Olson Company, Minneapolis. 
The committee of the Seventh District believed the 
above action best in view of prevailing conditions. 
~~ 
Ninth Regional District Convention Postponed 
In a circular letter under date of March 14, William C 
Clegg, governor of the ninth regional district of the Na- 


tional Stationers Association, announces the postponement 


indefinitely of the district convention which was to have 
been held at Houston, March 20 and 21. Mr. Clegg has 
been in touch with the leaders of the stationery field in 


Texas and Oklahoma and with Charles Garvin, the Na- 
tional manager, and it appears the concensus of opinion 
is that owing to unsettled conditions, it would be best to 
postpone the meeting. Mr. Clegg expresses the hope per- 
sonally that the convention can be held, or at least a one- 
day meeting of the leaders in the near future, to take up 
matters of importance. He believes that we may be on 
the verge of a complete change of conditions and should 
make plans to get our industry ready for the return of 
prosperity. He invites expressions of opinions from other 
stationers. 
—— 
Eighth District Convention Postponed 

Herman H. Cast of The Western Lithograph Company, 
Wichita, Kansas, Governor of the Eighth Regional Dis- 
trict, National Stationers Association, has announced 
that, owing to prevailing conditions, the regional conven- 
tion which was to have been held at Topeka on March 


30 and 31 has been postponed. 


————— 
Activity Among Toronto Stationers 

The Commercial Stationers Association of Toronto, 
Canada, held a luncheon meeting on March 9 at the King 
Edward hotel. The feature of the meeting was an inspi- 
rational sales talk by Robert J. Williams, Canadian man- 
ager of the Prudential Insurance Company of America. 
There was a good turn-out. 

At the previous luncheon meeting Walter Dickinson of 
Walter Dickinson & Co., Ltd., who is a member of the 
Executive Committee of the Import Section of the Board 
of Trade, presented interesting facts regarding imports, 
special duties, etc. He said the commercial stationers 
through their association are doing important work to aid 
importers. He urged all members who are importing goods 
to obtain the circular just issued by the Department to 
exporters concerning shipments to Canada—No. 149 Sec- 
ond Revision. It is necessary to have the new invoice 
forms for all shipments after September 1, 1933. The 
speaker, in referring to damage and tariffs, advised that 
no amended entries be made without first taking the mat- 
ter up with Ottawa. 

Following Mr. Dickinson’s remarks there was a round- 
table discussion in which many questions were asked and 


answered. 


. 
+ 
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HEIRS toa GREAT NAME 


1600 SERIES OF 











THERE is one quality that M F TA | 
every desk must possess if 

it is to win a place for itself 

in the business world — good appearance. In in- 
troducing new models of the 1600-line series of 
Metal Desks, General Fireproofing does so in the 
assurance that they embody all of the utility, dura- 
bility and convenience characteristic of GF Metal 
Desks of this great line, plus the crowning glory 
of an unusually pleasing exterior. Trim, smooth 
lines relieved by graceful curves at the corners of 
top, legs and pedestals — neat hardware — bronze 
feet — bronze top molding and a pleasing finish 
of walnut, mahogany or green oven-baked enamel. 


This series of GF 1600 Metal Desks represents 
GF’s conception of what a modern working office 
desk should be — a handsome business tool — an 
aid to accomplishment. Within the desk structure 
are incorporated improvements which add much 
to its highly developed operating efficiency. Into 


GF ALL METAL PRODUCTS 


D F S K S this desk GF has built tele- 

phone wiring conve- 

niences which conceal the 

bell-box, the connecting block and service wires, 

adding considerably to the neatness and efficiency 
of this modern business tool. 


This announcement marks the first major 
change in the design of this notable GF series, yet 
the basic principles of GF design have all been 
retained so that any desk of this new series may 
be placed side by side with preceding GF models, 
in the same office, without one discordant note. 

Your trade will be interested in the new series of 
the GF 1600-line of Metal Desks. Be among the 
first to display and offer them. Illustrated litera- 
ture will be forwarded promptly on request. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 
The General Fireproofing Company of Canada, Ltd., Toronto 


DESKS, FILES, CABINETS, ALUMINUM CHAIRS, 
STEEL SHELVING, FILING SUPPLIES, ETC. 
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U. S. District Court confirms 
Acme Card System patent rights 
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Judicial findings important to man- 
ufacturers and distributors of certain 


visible record equipment. 


On March 20, 1933, the Acme Card 
System Company won a decree in the 
United States District Court at Bal- 
timore, Md., against the Remington 
Rand Business Service, Inc. 


The decree recites in effect that the 
Acme Card System Company is the 
owner of two Powell patents Nos. 
1,594,112 and 1,683,207, and of Soans 
patent No. 1,394,231: are good and 
valid in law, that the Remington Rand 
Business Service, Inc., has infringed 
upon claim 1 of the Soans patent: 
claims 1 and 6 of the Powell patent 
first above named, and claims 3 and 4 
of the second Powell patent above 
designated.* 


In view of these findings, the court or- 
dered that an injunction issue perpetu- 
ally restraining and enjoining the de 

S 


fendants, Remington Rand Business 


Service, Inc., their officers, agents, 
servants, etc., from infringing the pat- 
ents above named, and particularly 
from infringing the claims specified. 


The court further ordered: **That the 
plaintiff do recover from the defend- 
ant the profits, savings and advan- 
tages which the defendant has realized, 
together with all damages caused to 
and suffered by the plaintiff by reason 
of the defendant's infringement of the 
stated claims of said letters patent and 
each of the same; that this cause be 
referred to a master to take and state 
an account of said profits and dam- 
ages and to report thereon to this 
court, etc. 


The court further ordered that the 
defendant pay to the plaintiff the lat- 
ters costs to be taxed, and that the 
plaintiff have judgment therefor. 


*The Powell patents described above cover the well-known Flexoline Index Strips, and the 
Soans patent covers the construction of swinging metal frames used for Flexoline Indexing. 
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Board of Directors 

Company, Lincoln, Neb.; Samuel Morse, 
Bronx Typewriter Exchange, Bronx, N. 
Y.; Charles Muenze, Passaic, N. J.,; R. 
H. Preston, Preston Typewriter Company, 
Inc., Knoxville, Tenn.; Deane S. Rey- 
nolds, Office Appliance Company, Bos- 
ton, Mass., E. D. Twite, Typewriter & 
Appliance Company, Ltd., Montreal, P. 
Q., Canada; James P. Ward, Jr., Ship- 
man-Ward Manufacturing Company, Chi- 
cago, Iil.; Hugh J. Williams, The lowa 
Supply Company, lowa City, la. 


Mrs. Jessie |. Taylor, Globe Typewriter 
Exchange, Inc., New York, N. Y., L. W. 
Adler, Cleveland Calculating Company, 
Cleveland, Ohio; C. E. Bush, General 
Typewriter Company, Washington, D. C.; 
G. S. Cambias, Cambias Typewriter Ex- 
change, New Orleans, La.; E. A. Glass- 
man, City Typewriter Exchange, Roches- 
ter, N. Y., R. E. Huffman, Huffman Type- 
writer Company, Inc., Aberdeen, S. Dak., 
H. E. McArthur, Nebraska Typewriter 


Members Receive Latest Trade Allowance Schedule 

Recently the secretary of the National Association sent 
of the 1933 trade schedule as com- 
This 


every recipient 


allowance 
of 


out a copy 


piled by the manufacturers standard machines. 


schedule will prove to be a valuable asset to 
as, in addition to the aforementioned information, the ages 
given for all machines listed are also shown. This chart is 


all 


when 


civen without charge to members of the Association. 


Its 


is $1.50 


commercial value obtained from the publisher 
—— 

New York Inaugurates Trade Bureau 

York Dealers Asso- 


Carroll is chairman, 
for 


\t a committee meeting of the New 
March 20, of which Pete 
of 


ciation held 


it was decided to charge a fee twenty-five cents 


each office appliance that members wished to register with 
‘he object of this trade bureau will 


the bureau for sale. Che 


be to assist members in disposing of equipment that is 
slow moving and not ordinarily dealt in by the owner. 
Other members of the association who may wish to pur- 
chase special equipment are requested to inquire of the 


bureau information as to where they may obtain the ma- 
This 
Pete Carroll of the Globe Typewriter Exchange, Inc., 


offered to the 


chines desired plan was originally suggested by 


who 


has also kindly operate bureau for a period 


of three months 
—~>— 
Questionnaire Answers Requested 
Fall a all 


soliciting association 


Last general mailing was sent to dealers 


a broadside membership in the 
which was outlined the association’s executive opinion 


Assistance was requested by 


the portable price question 
answers to the questionnaire therein and in order to se- 
cure the viewpoint of the trade the officers earnestly re- 


quest that the dealers assist them by answering the ques- 


tions and mailing replies to the secretary without further 


delay 
> 

San Francisco Typewriter 
\ no 
Fran isco took 


Dealers Discuss Trade 
quorum meeting of the Typewriter Dealers of San 
March 15. It 
the Masonic Club in 
from the comparatively 


was a luncheon 


the 


place on 
meeting and was held at Palace 


hotel It 


attendance 


was meager 
that 
bank in the city 
Earl S. White 
dealers had sent in the 


list 


apparent 


many of the dealers were busy making 


sales, every having reopened. 


the fact that 


accounts 


Secretary mentioned very 


few names of undesirabk 


had been compiled nearly a year 


the 


since a city-wide 


Dealers promised to help in bringing 


up to 


apo 


list 


present 


date. 
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TEMPO 


STENCILS 


All Patent claims allowed 
Made from new materials 

On the market for 18 months 
Exceptionally good for Drawing 
Excellent for Typing 

Good for Long Runs 

Can be filed and run again 


This is the Stencil that 
brings repeat orders 


Write or Wire for full particulars 














| “TEMPOGRAPH MODEL R 


Entirely new—Simple and positive Registering Device 
| attached on the Drum. No Cog Wheels or Gears. 
Precision Registration. Postcards Feed Automatically. 
| Feeds all kinds and weights of Paper without adjust- 
ments. Speed—Copies are automatically Inter- 
| Leaved and counted at the rate of 100 per minute. 
||| Enclosed Drum—Automatic Uniform Inking. Fine 
| Workmanship throughout—Chromium Plated. Frame 

beautified with the new complimentary Brown Wrinkle 


Finish. Priced Reasonable. 








| 
| ’ . _ . a bh 
New Automatic Tempo Inter-Leaving Tray 


Practically Noiseless. Posi- 
tive in action. No Cog 
wheels. Made mostly of 
Aluminum, light yet 
strong and_ substantial. 
Working parts all en- 
closed. Speed 100 per 
minute. Easily attached 
as a receiving Tray. Slip- 
sheets are in book form 
100 to a book. Printed 
copies are quickly and 
easily separated. Ready 
now for Tempograph and 
other makes of duplicating machines. 





RESPONSIBLE DEALERS 


Write for full particulars in regard to the Complete 
Lempograph Line. You will find it profitable. 


MILO HARDING CO., 10. 


Manufacturer’s Distributors 


1362 South Hill Street 





Los Angeles, Calif. 
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Customers 
Who Buy 5,000 
LIBERTY Boxes Yearly 


ERE’S a little “inside informa- 

tion’”’ that has value. There are 

LIBERTY Box users whose 
purchases exceed 5000 boxes yearly. 
The very first buyers of LIBERTY 
Boxes in 1918 are still users. We 
have just checked the ten largest 
Commercial Banks in each Federal 
Reserve District to see how many 
use LIBERTY Boxes. The record 
shows: New York, 8 out of 10. Phila- 
delphia, 9 out of 10. Chicago, 6 out 
of 10. Minneapolis, 5 out of 10. 
Dallas, 6 out of 10. St. Louis, 7 out 
of 10. San Francisco, 5 out of 10. 
Among industrial firms, LIBERTY 
users include such firms as Alumi- 
num Co. of America, General Motors 
Corporation, Great Atlantic and Pa- 
cific Tea Co., International Harvester 
Co., Pennsylvania Railroad, Ford 
Motor Company, Standard Oil Co. 
of N. J. The point is, ITS WELL 
WORTH WHILE going after the 
big fellows. It’s equally well to re- 
member the little fellow and that it 
pays to remind customers of ALL 
the 22 standard sizes of LIBERTY 
Boxes. 


LIBERTY dealers are inviled lo 
make full use of our sales help. 


BANKERS BOX CO., Ine. 
536-538 S. CLARK STREET 
CHICAGO, ILLINOIS 


ESTABLISHED 1918 








Lt 





Not an experiment but a sound merchandising line that 
has been growing steadily for over 15 years in sales and 
profit-making possibilities 














OFFICE APPLIANCES 


Mattice Returns to Portland 
Claude F. Mattice, formerly manager of the Remington 
Typewriter Company in Portland, Ore., from 1920 to 1924, 
and later promoted to sales manager and other executive 
positions, has recently returned to Portland. He has been 
appointed as sales promotion manager for the insurance 
office of Dooly & Company. Mr. Mattice has had for 
many years prominent connections in the office equipment 
fields, both east and west. He was promoted to sales man- 
ager of the New York office of the Remington organiza- 
tion eight years ago, and was subsequently in charge of 
the company’s business in Florida. When the Remington- 
Rand organization was formed, Mr. Mattice was appointed 
director of sales, with headquarters at Toronto, for the 
Canadian territory —CML 
é > 
Office Equipment Company Moves to New Quarters 
The Office Equipment Company, dealers in office furni- 
ture formerly at 372 West Monroe street, Chicago, have 
moved to 201 West Monroe street, at the southwest corner 
of Monroe and Wells. Here they have the first floor and 
a large basement with ample show windows on both Wells 
and Monroe streets 
oibailtiiatin 
Welsh Heads Deemer Typewriter Department 
Deemer and Company, Wilkes-Barre, Penna., recently 
added a typewriter department to its business and placed 
Morris R. Welsh in charge. Mr. Welsh has had extensive 
factory training in the typewriter and adding machine field. 
The department which he heads features the L. C. Smith 
and Corona lines and offers a line of rebuilt machines. 
ee 
Royal Dealers Offered Neon Signs During March 
Attractive Neon signs bearing the words “Royal Port- 
ables Now Within Reach of All, $29.50 to $60” were offered 
to dealers by the Royal Typewriter Company with the 
purchase of six machines, either Signets, Signet-Seniors or 
regular portables, or combinations of all types of machines. 
The offer was restricted to the month of March. 
—— 


New Office Equipment Dealer in New Jersey 

J. Harry Jones, who has been in the typewriter business 
since 1909, has started out for himself, having just opened 
stores for the sale of typewriters and other office machines 
and equipment at 132 West Fourth street, Plainfield, N. J., 
and 19 West Main street, Somerville, N. J. 

Recent catalogues and price lists will be welcome. 

Se aS 


Minneapolis Concern Expands Activities 
The Arrow Press of Minneapolis, manufacturer of sta- 
tionery, tags and allied lines, is reported to have broad- 
ened its sales activities in the Pacific-Northwest. The 
company’s agent, W. Stuart, has opened offices in the 
Lyon building, Seattle, and is putting on a vigorous cam- 
paign in behalf of the Arrow lines —CML 
en 
Typewriters Stolen from Tulsa Dealers 
The Tulsa Typewriter Company, Tulsa, Okla., advises 
that thieves broke into its store and stole two Royal stand- 
ard machines Nos. 1,553,114 and 1,553,122, a black Royal 
portable No. 299,509, a Remington rebuilt No. 12/BP-87748, 
and a box of cigars. 
aes 
Adolph Fleishauer Recovering from Motor Accident 
Adolph Fleishauer of the Stationers Specialty Corpora- 
tion, New York City, recently suffered painful injuries in 
an automobile accident. After several days in the hospital 


he is now completing his recovery at home. 
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Nearly fifty years’ experience has 
taught Berger that enduring success 
grows only from a sincere ambition 
to build better and better. 


This ambition you'll find reflected in 
all Berloy products—wherein expert 
designing unites beauty with utility 
in the highest degree. 


Berloy construction embodies sound 
engineering practice, expert work- 
manship, painstaking attention to 
details. These combine to produce 
the high quality, greater serviceabil- 
ity and long life for which BERLOY 
units are world-famous. 


Many of the world’s largest contracts 
for steel furniture and fixtures for 
offices, banks, libraries, schools, 
hospitals, county, state and govern- 
ment buildings have been awarded 
to Berger because the name “Berloy” 
is known to all shrewd buyers as a 
guarantee of full dollar-value. 


Whenever the certain economy of 
buying “quality” appeals to you 
more than the uncertain economy 
of “low price”— Buy Berloy! 


THE BERGER MANUFACTURING CO. « CANTON, OHIO 


Division of REPUBLIC STEEL CORPORATION 
BRANCHES AND DEALERS 


OFFICE EQUIPMENT 


FILING CABINETS 


DESKS AND TABLES TRANSFERS 


STORAGE CABINETS 


STEEL SHELVING 
INDUSTRIAL 
AUTOMOTIVE 


IN PRINCIPAL CITIES 


DISPLAY 
LIBRARY 


LOCKERS 
BUILT-TO-ORDER WORK 
AND SPECIAL PRODUCTS 








No. 2161 
priced Walnut line 


{ new low- 





SPRING IS HERE! 

AND WITH IT- 

NEW DESK SALES 

. . « Let Imperial equip you to profit 
Jrom the return of improved business 


Restored confidence! Renewed 


new profits! 


It’s in the air! Spring! 


buying! New needs—new sales 


Throughout the land, an important change has been 
taking place. For the first time in many months, fear 
has given way to faith—delay has given way to determina- 


tion. 


The long-awaited business recovery is here at last. Your 


customers are ready to buy! 


Are you prepared to take full advantage of the new demand 
for office furniture—to get your share of the desk sales 
that are sure to come with the return of improved con- 


ditions? 
Now 
building Imperial franchise. 
prehensive line of desks, tables and matched suites, 
Imperial offers you the key to the vast post-depression 


is the time to investigate the profitable, volume- 
Here, in one broad, com- 


market 
every need, at prices for every budget. 


Now 
first to profit from the recovery of business. 
for full details of the Imperial franchise. 
information will be gladly sent for your consideration, 
without obligating you in any way. 


with a sweeping range of models, in grades for 


is the time to make plans so you may be among the 
Write today 
Complete 





IMPERIAL DESK COMPANY 


EVANSVILLE** INDIANA 
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OFFICE APPLIANCES 


A Trio of Moves in Boston 
(By courtesy the N. E. Travelers Club) 

On or about April 1 the Industrial Stationery Company 
will move from 111 Summer street, Boston, Mass., to 52 
Chauncy street. This removal will be the second move the 
company has been obliged to make in two years to accom- 
modate the requirements of a growing business. The new 
store has a larger area for the display of new lines of mer- 
chandise as well as for the old lines. The company plans 
to enlarge its sales force and specialize on some of the more 
recent lines to be offered to the public. The company re- 
quests manufacturers in the office equipment field to send 
their most Both Mr. Miller and Mr. 
George extend a cordial invitation to the public and to fel- 


low members of the trade to call and inspect their new 


recent catalogues. 


premises. 
* * 7. 

The Horne & Schwartz Company, Inc., formerly at 136 
Federal street, Boston, has moved into a more commodious 
store at 157 Federal street, where the company will have 
over three times the space afforded by the former quar- 
ters. This is the third move the organization has made in 
the eight years of its existence, each removal having been 
made necessary by the demands of an expanding business 
The latest move supplies evidence of the company’s faith in 
the future of American business generally and of the sta- 
tionery business in particular. Friends are invited to in- 
spect the new place, and manufacturers are requested to 
forward their newest catalogues. 

* * * 

James R. Armington, manufacturers representative for 
New England, handling important and well known lines, 
will move his office on or about April 1 to larger quarters 
at 52 Chauncy street. He was at 111 Summer street. He 
declares that the latch string will be out and a hearty wel- 
come will await all and sundry. 

———— 

Ever Ready Calendar Co. Issues New Catalogue 

A handy coat pocket catalogue embodying a neat cover 
and twenty pages of calendar information has just been 
issued by the Ever Ready Calendar Manufacturing Com- 
pany, 160 Maple street, Jersey City, N. J. This company 
was formerly the Typo Trading Company. 
complete and the catalogue illustrates each member with 


The line is very 


appropriate explanations and figures as to styles, prices, re- 
fills, ete. 

The calendars are illustrated under their trad 
such as the Commercial, Engagement, DeLuxe, Brass, Sec- 
retary, Fabrikoid, Secretary Memo Pad, Daily Recorder, 
Appointment, Solid Bound, Memo Clip, Victor Memo Pad, 
Ever Ready Bridge Pads, 919 calender, 717 calendar, 212 
calendar, 313, 525 and 527 calendars and the Handy cal- 


names, 


endar. Some are end opening, some are of the book type, 
both end and side opening, and there are many other styles 
to meet every use. 

There is an innovation in the calendars this year in that 
the regular Ever Ready line is done by the offset process 
instead of printing as in former years. This gives a very 
neat effect with absolute clarity and uniformity. 

saat 
Royal Announces New Advertising Mats for 
Lipman Typing System 

For use in local advertising, the Royal Typewriter Com- 
pany has prepared six new newspaper mats for distribution 
to Royal dealers for advertising the Lipman “Ten-Minute 
Touch Typing Cards.” This new typing system, which was 
referred to in Office Appliances last month, has met with 
enthusiastic approval throughout the field. The news- 
paper mats provide effective means of presenting the Lip- 
man system to typewriter prospects in every community. 





Its Now! 


If ever there was a time when it’s hard to live up to long 
established business policies, it’s now. 


It ever there was a time when the dealer should appreciate and 
favor a concern who still lives up to its long established policies, 
it’s now. 


Any manufacturer who has had a policy of selling only to dealers, 
but who during the past months has deviated from that policy 
for his own gain and benefit, will do well to analyze the dealer 
attitude toward those concerns who have forgotten him in 
their scramble for orders. 


The manufacturer selling the stationer in one place and the user 
in another depends on the stationer’s business to enable him to 
sell at lower than retail prices to the user. If he had no business 
from the stationer he would be compelled to sell the user at 
higher prices. 


Are you helping some manufacturer to finance low bids to some 
of your own or some other stationers’ customers? 


Every time you give an order to some manufacturer who has two 
or three ways of selling, you are hurting your own business. 


We have no factory branches, nor are we financially interested in 
any retail business. We believe that any such arrangement would 
be decidedly unfair to our trade. Nor do we sell direct. No order, 
in our opinion, is so large or important that it cannot be handled 
through a dealer. 


This is our policy. No doubt it looses us many orders, but we 


console ourselves with the thought that we haven’t lost some 
dealer-friend’s good will and respect. 


MONROE MICHIGAN 









































How Do You Find Business? 


is the question one 
is constantly bumping 
into these days. We 
ure convinced there is 
only one answer for us 
and for you 


By Going After It! 


Card Trays 


Made in sizes to accommodate most any card filing require- 
ment—with guides and cards to meet most any filing need. 
Midget trays—with and without covers—to hold 250 to 400 
index cards. Longer trays—to hold 700 to 1600 cards. 
In 2';x4, 3x5, 5x3, 4x6, 6x4, 5x8, 8x5 and 6x9 sizes. In Light 
or Dark Quartered Oak, Walnut and Mahogany finishes. 
Anyone who works at a desk has use for card index trays 
on desk or in desk drawers. Weis card index trays are 
strongly made and nicely finished. 








‘ r 
Desk Letter Trays sonprnntiti 
The quality of Weis Desk Letter Trays has been acknowledged Cabinets 
for 20 years. No cheap wood and no cheap construction ever Here’s an item that should 
go into these necessary desk be used by every stenog- 
accessories. Made in Letter rapher. Holds long and 
and Cap sizes, regular and extra short envelopes, letter, 
height and nicely finished in cap and invoice size papers 
Light or Dark Quartered Oak, with a drawer for carbon 
Walnut, Mahogany and Green papers and other accessories 
finishes and also made in Gen Made with drop front lid 
uine Mahogany and Walnut. or open front, in Light 
Beautiful trays competitively Quartered Oak, Mahogany and Walnut finishes.  Solidly made of 
priced. seasoned wood, with non-splitting glued and locked corners. 





The #72@ Manufacturing Company, Monroe, Michigan, U.S. A. 





ee a Sag aes ae € ii : i 

Z a ~ ee we ° a a ? ‘ d 

x : 4 ke Re e = wy piped +2 oy 
hie La se = a: <= 























Ss > SS al a 
2! oa a. 
A = Re= J 





Legal Blank Cabinets 


A six drawer cabinet that can be utilized for 
the storing of stationery, legal blanks, ete. 
Also made strong enough to hold printing 
plates. Case is corner-locked, drawer 
bottoms have finger hole in front to aid in 
raising papers. Rubber feet under cabinet 
prevent marring polished surfaces. Light 
Quartered Oak, Mahogany and Walnut 
finishes. Also made six compartment style 
without the drawers. 








Swinging Desk 
Stands 


Stenographers prefer a Weis Swinging 
Desk Stand to slide shelf of desk for 
holding note book while taking dicta- 
tion. And desk users like them to 
hold card trays, commercial books, or 
typewriter. The tops are non-warp- 
able wood, 14"x18" in size and finished 
in most any color to match desk. The 
metal parts are green. Swing and lock 
in many positions thus making its 
use convenient to user. 








Account and 
Collection Files 


The many hundreds of thousands of Weis 
Account and Collection Files in daily use, 
bespeak their general usefulness. Any 
kind of a business that wants to keep a 
temporary account of charges will find 
this file efficient and economical. Has a 
wood base and top, nickel plated arches, 
an A-Z index with celluloided tabs and 
ruled and printed statement sheets to 
hold the information. Two sizes—4" x 9" 
and 54"x8§". A real ready-seller. 
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Because they are well made and 
competitively priced, dealers are 


still doing a nice business on the 


Improved 


WizarD 
Fibre Board Pull Out Drawer 


Storage and Transfer Cases 
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Are You Featuring the 


The favorite Pencil of Big Business 


now available in new, tapered design 


ITH just a narrow band of metal 

at the cap end and a narrow metal 

tip at the other, this new model is as 

voguish as this season's smartest motor car. 

We present this new Autopoint in a 

variety of color combinations. A\ll-black 

Bakelite is one. Black and mottled-color 

combinations furnish an opportunity to 
please any customer's whim. 

Inside, Autopoint’s patented mecha- 






Oversize 
Autopoint No. 48 
to list at 


$1 






The “Better Pencil” 


nism gives your customer the assurance of 
years of trouble-free service. It is this 
simple, sturdy and fool-proof construction 
which has made Autopoint by all odds 
the favorite pencil of modern business. 

Feature Autopoints prominently 
in window and on counter. Free } , 
display material on request. 
Complete your stock. 
Order now. 

















cAutopoint’s 3 big features 

1. Simplest mechanism. Only one mov- 
ing part. 

2. Bakelite barrel. Beautiful, onyx-like, 
light-weight material. Perfect balance. 

3. Lead always firm—it can’t wobble. 














—made of Bakelite 


Autopoint Company, 1801-31 Foster Ave., Chicago, IIl. 
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HONORARY - 
AWARD 


. ++ from Critics and Customers! 
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CARTER’S MIDNIGHT INKS IN THE INKWELL BOTTLE 
RECEIVE HONORARY AWARD FOR THE BEST FAMILY OF PACKAGES 
IN THE PACKAGING EXPOSITION SPONSORED BY 
THE AMERICAN MANAGEMENT ASSOCIATION AND THE NATIONAL 
ALLIANCE OF ART AND INDUSTRY 


FINHE judges’ selection of the Inkwell Bottle and silver, the Inkwell Bottle with the Midnight 
for first honors in its class is a striking affir- Inks is winning unprecedented recognition from 
mation of your customer's reaction. the public . . . reflected definitely and prac- 


Smart, modern, handsome in gleaming black _ tically by a swiftly rising sales curve. 


vewvyork THE CARTER’S INK COMPANY sonreeat 
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McNally Takes Important Sales Post 
McNally, formerly field manager for the Vivid 
sales manager of that Division, 


= 
Division, has been made 
according to an announcement by the L C Smith & Corona 
Typewriters Inc. 

Mr. McNally takes over this new job with a background 
of eighteen years in the duplicator business. He started 
with the Ditto Company in 1915 as delivery boy and rose to 





E. E. McNALLY 


branch manager in 1920, serving as assistant shipping clerk, 
assistant foreman and superintendent of the roll plant, and 
as salesman. In 1928 he went over to the Vivid Company. 

Born in Chicago in 1898, Mr. McNally attended the Chi- 
cago public schools and Crane Tech., and made his first 
plunge into the business world as a newsboy. 

Mr. McNally was married in 1922 and has three daugh- 
His hobbies are hunting, 
“and duplicators,” he confesses! 

—~>——_ 
Employee Handbooks 

The Metropolitan Life Insurance Company, New York 
City, are distributing a booklet entitled “Employee Hand- 
books.” Many of the larger firms, particularly those with 
a large personnel, have issued handbooks for the purpose 


ters, Jean, Joan and Patricia. 
fishing, airplanes 


of improving relations between management and em- 
ployees. 

The Metropolitan after reviewing the handbooks of more 
than sixty well known companies published their treatise 
on employee handbooks, which describes effective ways of 
presenting information to employees on administrative 
rules, health and safety, training and education, services for 
employees, and other subjects. The company expresses a 
willingness to send a copy to any readers of Office Ap- 
pliances who may be interested in the subject of employee 
handbooks. 

> -— 
Seattle House Adds Filing Cabinet Department 
Mrs. A of the Northwest Ribbon & 


Carbon Company, Dexter Horton building, Seattle, Wash., 


B. Butler, manager 


has announced the addition of a filing cabinet department. 


The company, we are told, has acquired the exclusive 
agency for Globe-Wernicke files in Seattle and will main- 
tain a systems department as well. 

Ed. C. Gerow, who recently joined the organization, has 
charge of these departments 

= 
Rubber Bands from Tire Tubes Dangerous 

The health officers of Los Angeles have cautioned citi- 
zens against the use of rubber bands made from discarded 
automobile inner tires Instances were cited in which 
children chewing rubber bands made from old inner tubes 


became ill 
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PRESSBOARD 
FOLDERS 


Almost every concern needs 
some folders that will stand 
up under an unusual amount 
of hard use. There are none 
better for the purpose than 





WABASH Pressboard Folders 
—miade of extra heavy gray 
pressboard, linen cloth expan- 
sion bottom, plain, insertable 
celluloid or steel tabs. Can 
be had with Acco or brass 
tang fasteners if desired. All 
our pressboard folders come 
punched for Acco fasteners. 


Send Coupon for Particulars 


(ye Wabash Cabinet Co. 


Wabash~Indiana. 











The Wabash Cabinet Co., Wabash, Ind. 


Please send sample and literature fully describing your complete line 
of PRESSBOARD FOLDERS. No obligation. 


Name __— eae i 





Address ___ ae F " the 

















60 














UNDER THIS TRADE- MARK 
SETTING the PACE 








FOR BIGGER 
DUPLICATOR VALUES 

















COM PLETE 
WITH 
SUPPLIES 
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ROTOSPEED 


Duplicators Non-cellulose Stencils 
Tracing Scopes Duplicating Inks 


The ROTOSPEED CO. 


MODEL “C” 


A NEW 


@ Model “C”’ Rotospeed is added to the 
Rotospeed line for the benefit of dealers 
who want a full, LEGAL-SIZE dupli- 
cator to sell in the price range of letter- 
size models. 

e@Prospects today are looking for 
EXTRA value. Here it is—modern in 
design—adjustable printing surface 
paper fed off a stack—accurate regis- 
tration—re-inking from inside the cylin- 
der—silent operation. 

@ Model “C”’ is but one help the Roto- 
speed factory is giving its dealers in their 
fight to meet customers’ depressed in- 
comes. More fast-selling products will 
soon be announced. 

NOW is the time to investigate agency 
opportunities. 


SOUTH WILKINSON, DAYTON. OHIO 
ESTABLISHED 1912 | 














OFFICE APPLIANCES 


Balance Struck Between Store Rental and Sales 

Stationers, office appliance and office furniture dealers 
to whom high store rents have been one of the most im- 
portant problems of the depression, are finding relief in 
new measures adopted by building owners and building 
managers in Seattle, who have taken a long step forward 
in adjusting rental to sales volume, as a new departure 
from burdensome straight rentals held out of line wher 
business falls 

The long stride forward, both for landlord and stor« 
tenant, has recently been taken by the ground floor rental 
committee of the Building Owners and Managers Associa- 
tion of Seattle, which has adopted a set of rules that govern 
the rental of choice ground floor locations on straight 
percentage bases. 

Conventional types of business have been classified and 
each allotted a certain percentage rate. Stationery and 
book stores pay a flat percentage of ten per cent. Dealers 
handling office furniture and desks, pay a lower percentage 
rental on their sales volume, graduated from a five per 
cent minimum to a7 per cent maximum, on annual gross 
business of the stores, less any returns from repossessed 
merchandise and losses in this direction—although bad 
debts accepted by the merchant are, of course, not al 
lowed 

In okaying the departure from set rentals, the commit- 
tee has written into its rules sound merchandising policies 
to be followed by the business man, so that rents as well 
as businesses paying such rents will be safeguarded, and 
ride over the uncertain seas of present economic condi- 
tions 

For instance, clauses set forth that the tenant on a per- 
centage lease must agree to keep stores open a minimum 
number of hours daily for the attraction and accommoda- 
tion of business; should keep window displays lit during 
the early evening hours; and should set aside from re- 
ceipts sums for the purpose of advertising their business. 

The balance automatically struck between store rentals 
which the businessman can pay, and which rise and fall 
flexibly as business becomes good or bad, is regarded not 
merely as a concession of the landlord of valuable busi- 
ness property but as one of the soundest policies grow- 
ing out of present conditions.—CML 

~~ 


Mitchell Boosts Use of Copper 

Charles L. Mitchell, secretary and sales manager of 
Crane & Company, Topeka, Kas., recently sent out an ad 
vance card printed on a thin, pliable sheet of copper. This 
card or slip is about three by five inches, has the true cop- 
per color and takes Mr. Mitchell’s message in black ink 
perfectly The message occupt s the left half of the card, 
and a cartoon of Mr. Mitchell with his grips, the right half. 
He says in his letter, “You see we are trying to help out 


the copper industry.” 





OL’ DOC STORK 











Miss Gisela Olga Prym 

On March 1 last came a new member of the houss 
of Prym in the person of Gisela Olga, daughter of Mr 
and Mrs. H. A. Prym. She tipped the beam at seven 
pounds. Her happy father guides the destinies of Wil- 
liam Prym of America The Prym private home in this 
country is at Great Neck, L. I. 

The newest member of the family is the first of the 
line to be born in America, the House of Prym dating 
back to 1559 in Germany The present head of the 


family who resides in Germany is expected in this country 


soon to pay a visit to his newest granddaughter 
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New ART METAL DIRECTOR FILES 






ave 


Quality Files 


DIRECTOR FILES attract attention 


The new Director File shows its quality in its 
distinguished appearance. Dealers and their 
customers alike appreciate the 1933 modernity of 
the new file that embodies 8 vital improvements. 


THE DIRECTOR FILE swsures 
lower cost per file per year 


Exhaustive tests prove the new 
Arco Progressive Cradle-Type Sus- 
pension is three times as durable 
as similar suspensions. All-welded 
cabinet construction, plus a sepa- 
rate welded unit for the front — 
drawers of 20 gauge steel — 7%" 
drawer heads—add years of extra 
service to the file. 


QUALITY will clinch the sale! 


Look for a buying trend toward quality in filing 
cabinets as in everything else. Purchasing agents, 
office managers and buyers of individual files will 
check values as well as price as the business up- 
swing gets underway. Get the full facts on all 
Director Files in four-drawer, five-drawer, desk 
high, counter high models. Prepare now to meet 
the growing demand for top quality files. 





Free book on 67 models... 


ART METAL CONSTRUCTION COMPANY, 
JAMESTOWN, N. Y. 


8 VITAL IMPROVEMENTS 


All - Welded Construction 


Solid Bronze Hardware Rubber Drawer Silencers 
Cadmium Finished Working Parts 
Quick Action Thumb Latches 
Snap Out Guide Rods 
Friction Clutch Side Lock Compressor 
50° Wider Ball Bearing Rollers 


Send me your latest booklet on the 67 different models 
in the New Director Line of Files, also details of the Art 
Metal Agency plan. 


Name 


Address 
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SALES GIANTS 














« SILENT 

SHEMTES SALESMAN 
athentouct SELLS PENS 
vy & PEN-SKRIP 








MEDIUM 
LINE IN 
NATURAL 


HEAFFE 
S > PEN. = 








G 


MAKES 
ALL PENS 
WRITE 
BETTER! 





PERMANENT 
FOR BUSINESS 














MAGIC SKRIP > il 


FOUNTAIN SELLS mia. — 


PEN-SKRIP AND phe 1 CLOG 
FOUNTAIN PENS 


@ ACTUAL SALES RESULTS PROVE THAT THEY ARE 
THE GREATEST SALES AIDS EVER CONCEIVED FOR FOUN- 
TAIN PEN DEALERS. WRITE IN AND LEARN HOW YOU 
CAN GET ONE WITHOUT EVENTUAL COST. * 


PUT THEM TO WORK! | 


SHEAFFER'S 


PENS-PENCILS-DESK SETS:SKR 














W. A. Sheaffer Pen Company, Fort Madison, lowa, U.S. A. and Tor 




















APRIL, 1933 


Maryland Concern Goes Out for Business 

“We are going out for business,” is the slogan of The 
Ankeney Company, Cumberland, Md. 

Having secured the services of O. M. Marquis as sales 
manager, they have started an aggressive direct mail cam- 
paign of advertising to the people of Cumberland and 
vicinity. Mr. Marquis was local manager for Remington 
Rand for several years and is thoroughly qualified to ad- 
vance the sale of typewriters, adding machines, mimeo- 
graphs, addressing machines, filing equipment, safes, busi- 
ness systems, ete 

The company recently appointed Myron S. Landis to 
take on the mechanical service of all typewriters and other 
business machines, while Mr. Yeager will give special at- 
tention to Mimeograph service 

In addition to the lines already named, the company has 
recently taken the agency for the entire line of Remington 
typewriters and adding machines. 

In a circular recently sent out, the company invites at- 
tention to an attached sheet giving a number of items used 
frequently by individuals and business concerns, the list 
comprising several hundred articles of office equipment in 
almost daily use. 

——— 





DOROTHY WILSON, HOLLYWOOD'S LATEST CINDERELLA, TRYING 
OUT THE NEW HEYER FLEX0O-0-GRAPH.—Until a handsome director 
decided that Miss Wilson could be a movie star, she was doing steno- 
graphic work at the Radio Pictures’ Studios Her latest picture is 
‘‘Searlet River,’’ soon to be released. Experience and skill as a ste- 
nographer make her capable to judge the qualities of the Flexo-O-Graph 
duplicator which is manufactured by the Heyer Corporation, Chicago. 
The Flexo-O-Graph is distributed in Los Angeles by the Office Supply 
Company, Ltd 


aa 


Johnson Takes Territory for Baltimore 
Salesbook Company 

E. J. Johnson is now representing The Baltimore Sales- 
book Company, Baltimore, Md., stationery division, in 
Pennsylvania, Delaware, Maryland and southern New 
Jersey. 

He is well known to the trade in this territory, hav- 
ing formerly called on them with the Wilson-Jones line 
for many years. His many friends wish him every suc- 


cess in his new work 


~—-— 
Poundstone Takes Corry-Jamestown Line in 
Important Section 

M. L. Poundstone, 308 Atco building, Tulsa, Okla., now 
represents the Corry-Jamestown Manufacturing Corpora- 
tion of Corry, Penna., as manufacturer’s representative in 

Oklahoma, southern Missouri and a part of Kansas. 
The company feels that this arrangement will be very 
Satisiactory to dealers in the territory Mr. Poundstone 


covers. 











QUALITY 
FIRST... . 


I. the face of diminished 
sales volume, many stationers are 
tempted to ‘“‘cut prices,”’ in hopes of 
attracting business. It is therefore 
time to remember the old slogan, 
**Quality is remembered long after the 
price has been forgotten.”’ 


The American public demand Quality, 
and are willing to pay a fair price for it. 
Business men and their office assist- 
ants are more discriminating each year 
regarding the appearance of their let- 
ters, and the legibility and permanency 
of file copies. Your customers do not 
want ‘‘cheap”’ ribbons and carbon. 
Dealers who sacrifice quality and value 
for low price, are only cheating them- 
selves out of well deserved profits, and 
endangering the Good Will and patron- 
age of their regular customers. 


MITTAG & VOLGER, Inc., were estab- 
lished in 1888 and have successfully 
faced periods of business depression 
many times, without deviating from 
the exacting standards of finest qual- 
ity. A wide range of prices and full 
value for every dollar, offers ‘‘“M&V”’ 
dealers the opportunity to meet the 
sensible price requirements of every 
business office. 


Write for information regarding the 

**M&V”’ Service Dept., with the help 

of which qualified dealers may func- 
tion as Factory Representatives 


MITTAG & VOLGER 
INC. 


Principal Office and Factories 


PARK RIDGE, N. J. 


Agencies Throughout the World 
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ODERNIZED 


TO INCREASE 
YOUR SALES 








Modern in Appearance 
Distinctive in Design 


* Improved Base 


2 Construction 


a Small Pads in 


Two Colors 


DESK CALENDARS 











As always—Ever Ready is \ fe \ 
synonymous with quality. \\ \ 
Equally important These \ 
Calendars are competitively \ 





them before placing 1934 edition \\\ 

= . : . \ 
orders. If quality is combined with \\ 
price, your sales resistance is re- \ 





priced. We ask dealers to see \\ r 














duced. We are giving you both. N 
Write for new Ever Ready Catalog. 
\ 
EVER READY CALENDAR MFG. CO. 
FORMERLY 
TYPO TRADING COMPANY 
OFFICE AND SALES ROOMS NOW LOCATED AT 
160 Maple Street Jersey City, N. J. 
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Washington Stationer in New Publicity Stunt 

The E. M. Bryan Company, Inc., Washington, D. C., 
put the company’s name before the public in a novel and 
amusing manner before the inauguration of President 
F. D. Roosevelt. They had printed pasteboard slips in 
the form of tickets. The end was marked “F. D. R. 33. 
Row, front, if lucky. Group: Pick it carefully.”. The main 
part of the ticket read as follows: “This entitles the 
holder to one grandstand at or near the curbstone along 
Pennsylvania avenue between the capitol and the treasury, 
where if he be tall enough may view the inaugural proces- 
sion of Hon. Franklin D. Roosevelt.” On the reverse side 
of the ticket was the following: “E. M. Bryan Company, 
Inc. (Stationers who know stationery), Stationery, Print- 
ing, Office Supplies. Metro. 0252; 813 Thirteenth street, 
N. W., Washington, D. C.” 


(Fasten things together/ 





A NEW NEVA-CLOG DISPLAY CARD.—Designated as No. C-1, this sales 
help is offered free to dealers by Neva-Clog Products, Inc., Bridgeport, 
Conn 


—— oe 


Accident Prevention 

Many companies are devoting careful attention to the 
prevention of accidents as one of the economies to be 
stressed in 1933. “The development of safety contests has 
been found an effective means of encouraging employee 
interest in safe practices. 

The Policy Holders Service Bureau of the Metropolitan 
Life Insurance Company has just completed a study of 
many such contests conducted by a wide variety of compa- 
nies and has embodied the material thus gathered in a 
report, which describes in detail the practice used by a num- 
ber of organizations. Many phases of the subject are dis- 
cussed from drafting the rules to awarding trophies. The 
brochure concludes with a brief presentation of the ad- 
vantages to be derived from the use of contests to stimu- 
late conscious effort and keep interest alive. 


pues 
Notice of Lost Machines 

Secretary Albright of the New York Typewriter and Of- 
fice Machine Dealers Association, wishes to notify the 
trade of the loss of the following machines: Underwood 
portable 604599; Remington No. 12/LC37765 and Royal 
portable No. P84752. 

He requests that if any of these machines be found, no- 
tification be sent to William W. Albright, secretary-treas- 
urer, National Typewriter & Office Machine Dealers of 
New York, 825 Broadway, New York City. 


—___<q>— 
Hoosier Publishes New Price List 
A new wholesale price list for catalog No. 30 has been 
issued by the Hoosier Desk Company at Jasper, Indiana. 
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The NATIONAL 
STATIONERS 


CONVENTION 
lo be held in 
CINCINNATI 
JUNE 5-8 


F: ictories 
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@atance YOUR 
INVENTORY... 


. by concentration on Globe-Wernicke Sta- 
tioner’s Products. Globe-Wernicke Stationer’s 
Products are universally recognized not only as 
the standard for Quality but as the most com- 
plete line of its kind. 


The New Stationer’s Products Price List No. 533 
has been mailed to you, together with a new Sales 
Policy which permits you to buy these products 
more profitably under a selective plan of pur- 
chasing. 


Without the overstock 
money can now be economically spread over the 
of Globe-Wernicke Sta- 


tioner’s Products insuring a profitable and fre- 


temptation to your 


popular wide range 


quent reinvestment of your funds. 


Write at once if you have not already received 
your copy of this timely sales plan. 


STEEL, WOOD and PAPER PRODUCTS 


Steel Office 
Shelving; Steel Storage Cabinets; Cello-Clip Map and 
Plan File; Visible Sectional Book- 


cases; Library Equipment; Steel and Wood Partitions; 


Steel Filing Equipment; Furniture; Steel 
Record Equipment; 
Wood Office Furniture; Stationer’s Products; Wood Filing 


Equipment; Filing Supplies; Special Steel and Wood 
Equipment. 


e-Wern icke 


at Cincinnati, O. and Avenel, 


Unrivaled in Coubipteness -_ Unequaled i in OTF Tay 
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O ORIGINATES A N D DEVELOPS 








CONFIDENCE... pius 


We're all confident of betler business. But concentration on established standard 
ilems, commonsense elimination of duplicale stocks and cooperation by manu- 
facturers with complete lines, combine to build business at any time. In these 
factors, more than any others, lie your confidence in the fulure as well as your 


profits al present. 





1CCO PAPER FASTENERS and ACCOPRESS BINDERS (formerly 
known as Acco Covers) are part of a complete line, each product in which tends 
lo sell at least one other —to multiply sales volume and profit —to make unneces- 
sary the slocking or selling of any duplicate items. Each ACCO ilem performs 
a definile function in making “bound papers safe papers.” Each has a proved 
record for selling successfully. Each is part of a complete line on which ACCO 
will give you real sales cooperation under an attractive sales arrangement. If 
you do not know of this exceplional advantage, be sure to wrile us. 


ind wrile, NOW, for the new Acco Catalog soon to come off the press and for 
new price list of Acco Products which no stationer with confidence in the future 
should be without. 


ACCO PRODUCTS, Inc., 39th Ave. and 24th St., Long Island City, N.Y. 


Canada: Europe: ; 
Acco Canadian Co., Ltd., 454 King St.,W., Toronto Acco Co., Ltd.,18 Whitefriars St., London, E.C.4 








ACCOPRESS BINDERS (formerly 
ACCO Covers), are made of the same 
durable pressboard as Acco Folders 
They are cheap, loose leaf binders of 
large capacity and take the place of 
expensive screw post binders. Ideal 
for holding inactive as well as active 
papers. Made in all standard binder 
sizes, punched for all standard gauges 
of round and slotted holes for any 














ACCO PAPER FASTENERS 
bind papers firmly, yet allow 
sheets to be removed or inserted 
in a jiffy For all standard 
gauges of punching, and any 
capacity. Bound Papers are 
Safe Papers 









Unlimited 
Capacity 





\ acco 











r 


PAPER FASTENERS 
ACCOPRESS BINDERS 
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Wahl Company to Spring Surprise at A Century of 
Progress 

The Wahl Company, Chicago, have contracted for a 
space of five hundred fifty square feet at A Century of 
Progress. Their exhibit will be located on the first floor of 
the Jewelry building of the General Exhibits group. This 
location is on the passage between the Graphic Arts and 
Jewelry building 

The Wahl Company has been developing several new 
items, and while the nature of these improvements has not 
been disclosed, it is intimated that they are something so 
novel that they will cause a sensation when introduced at 
A Century of Progress. The nature of these new features 
will not be divulged until June 1, when they will be dis- 
played for the first time at the Eversharp exhibit at the big 
exposition. An interesting and instructive manufacturing 
display will also be part of the exhibit. 





‘BALES 
y AUTOMATIC 
EYELETER 

















SOME NEW BLOTTERS FOR BATES DEALERS.—The 

three blotters illustrated above are colorful affairs in con- 

trasting reds, whites and blues. Each features a different 

Bates product-—numbering machine, eyeletter and stapler. 

These blotter sales helps are now being distributed to 
Bates dealers 


—— 
Clever Work Catches Typewriter Thief 
Last September someone broke into the Baraga Paro- 
chial school of Marquette, Mich., and stole two Under- 
wood typewriters. The police were notified, but could 
find no clews as to the identity of the thief except some 
finger prints which did not match with any in their files 
\ little over a month ago a youth of about seventeen came 
into the office of G. M. Altmann, sales agent for the Un- 
derwood Elliott Fisher Company at Marquette, and asked 
for a typewriter key-ring. Becoming suspicious, Mr. Alt- 
mann offered to give him the ring if the youth would let the 
agent attach it to the machine. The result was that he 
found the machine to be one of those stolen from the 
parochial school. He notified the police, who recovered 
the other machine, which had been sold by the young man. 
se paren 
Fire Damages Desk Concern in Seattle 
Fire in the building of the West-Made Desk Company at 
1012 First avenue, Seattle, Wash., caused a loss of about 
$50,000 recently. The firemen saved the desk company a 
large loss by covering the office furniture with heavy tar- 
paulins as soon as they arrived. The desks were on the 
third floor of the building, while the main loss was on the 
fourth and fifth floors—CML 





THE New LEATHER LINE 


The Right Chair at the Right Price 


Graceful lines, fine workmanship and superior finish distinguish 
this new line of leather upholstered chairs . . . correct balance, 
thorough comfort, pleasing outline . . . a highly attractive and 
inviting appearance, at a very special price. 

You'll find a heavy demand for chairs of this pleasing type. 
The growing tendency toward designs of this kind can be proven 
by showing a number of these chairs on your floor. We recom- 
mend that you place an order for display, being confident you 
will quickly realize the advantage of a representative stock. 
Handsome illustrated booklet with full details mailed on request. 


JASPER CHAIR COMPANY 


Jasper, Indiana 











Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S. 
Wells St., Chicago, 
phone Boulevard 7957 
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A NEW DISPLAY = 








for 





Stapling Machines 
and Staples 


apy art Eee ee, * a td 
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A ‘\” New Catalog 


They are both free on 

request. Ask for new 

display No. C-1. 
NEVA-CLOG PRODUCTS 


Inc. 


BRIDGEPORT, CONN. 
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Valuable Steel Furniture Catalogue 

The Corry-Jamestown Manufacturing Corporation, 
Corry, Penna., have released their new “Steel Age” Office 
Equipment Catalogue No. 7. 

rhe new catalogue is profusely illustrated with clear-cut 
prints of Steel Age products. The seventy-eight pages are 
bound in a cover which, while flexible, is noted for its 
durability. [The tough material will withstand much 
handling. White stock forms the body of the catalogue. 
The printing is in black throughout, but a solid tint 
block forms a pleasing background and makes the type 
matter and illustrations stand out sharply. The cover is 
tan printed in brown and gold. 

Accompanying the catalogue is a special folder for the 
dealer’s files. In this folder, made of tough, durable stock, 
the catalogue may be filed along with such mailing pieces 
as the company will be sending out from time to time. 
Thus the dealer can keep the Corry-Jamestown announce- 
ments, lists, etc., all in one place for convenient reference. 

The catalogue is accompanied by a formidable list of new 


|items and a record of certain changes in the line. 





CHARLES J. ROGERS AT HIS DESK IN THE EXECUTIVE OFFICES 

OF L. C. SMITH & CORONA TYPEWRITERS, INC., NEW YORK CITY.— 

Mr. Rogers, now executive sales manager, was recently elected a vice- 
president and director of the company 


—) i - 
Goodrich in Charge of Sales for Case Brothers 


After a connection of more than twelve years with the 
Beck Duplicator Company of New York City in the ca- 
pacity of sales manager, C. A. Goodrich has changed the 
scene of his business activities and become affiliated with 
Case Brothers, Inc., Highland Park, Conn. Mr. Goodrich 
says that his new work will be concerned principally with 


| the “developing of the sales end of the business.” 


Mr. Goodrich is an able sales executive who brings to 
the Case organization a fund of experience that will stand 
him in good stead in the merchandising of the company’s 
line of press boards for file guides, file folders, etc. 

See 


George Marohn Visits A. B. Dick Factory 
For the benefit of dealers in his territory, George Ma- 
rohn, one of the A. B. Dick Company’s dealer contact men, 
spent a week at the factory in Chicago early in March for 
the purpose of increasing his familiarity with the Mimeo- 
graph process and its various applications. Mr. Marohn’s 
territory includes Tennessee, Kentucky, West Virginia and 
other south central states. 
—_—_—~» 
Vogt Buys Hall Book Store at Fort Smith 
R. L. Vogt, for several years manager of the Fort Smith 
Woolworth store, has bought the book and stationery es- 
tablishment of O. Q. Hall Company, 915 Garrison avenue, 
Fort Smith, Ark., and has made a number of innovations 
therein. He operates in connection with the book and sta- 
tionery store of a jig-saw puzzle factory with a capacity 


of 15,000 a month, 
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$729 Pen Sales 
Revive 


like America responding 
to the “New Deal” . 














Dealer’s demonstrator shows the 
quantity of Ink within —Get one! 





Due to Parker’s Revolutionary 
Sacless Pen...Vacuum Filler 












Basically different in mechanics, 
marvelous in performance, 
The first sacless pen 
without piston pump or valves 


exclusive in style, 


enthralling 


The opening guns have been fired! The first Vacuum 
Filler advertising—in full pages appeared in March. 
Ad after ad has now been ordered to follow. It seems 
that Parker is the only remaining pen manufacturer with 
a VIGOROUS merchandising and advertising program. 
with out Even the first ad brought throngs to the pen counters 
e to see this revolutionary pen. And dealers estimate 3 out 
increase of 5 Vacuum Filler Pen sales are made to people who 
in size! already own good pens! Only this utterly new pen—so 

basically different and vastly superior—could sell these 
high-priced pen buyers, irrespective of any pen they 
already have. 

The Vacuum Filler Pen is guaranteed against defects— 
but NOT guaranteed for Life! Hence you eliminate end- 
less free-service. Instead you get SERVICE REVENUE, 
like dealers in watches, motor cars, etc. 

With business reviving, this is no time to push high- 
priced rubber sac pens that won't sell, or cut-price 
pens that don’t pay. Your dollar profit on Parker’s 
Vacuum Filler—today’s livest-selling pen—is 2 to 5 times 
greater than on low-priced or cut-price pens. 

The new Parker Vacuum Filler obsoletes all old-type 
fountain pens over $7. Pens with rubber ink sacs and 
only one-half the ink capacity can no longer command 
big money. 

This miracle pen gives you the opportunity that every 
dealer has wanted—a first line pen of exclusive design 
protected by patents against cheap imitations. 

The Vacuum Filler is not only reviving the high-priced 
pen market, but is the only pen that can. Don’t wait until 
a . the cream is skimmed. Stock the Parker Vacuum Filler 
——_-——___—- now. At least mail the coupon and get the facts. 

THE PARKER PEN Co., Dept. P-52 


| arker Janesville, Wisc. 


SSS-VACUUM FI LLER="* Send samples of your revolutionary Parker Vacuum 
Filler Pen, and proposition showing how it brings 


PEN $7.50— PENCIL TO MATCH $3.50 2 to 5 times greater dollar profit than low-priced pens. 








PIN THIS TO YOUR LETTERHEAD! 
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Another Oakville 





OFFICE APPLIANCES 


Pius 8 envice 


that equals Exrra Prorirs 





Oakville No. 1 Gem Clips 


. the highest quality on the 
market. They give you a higher 
profit margin! Keep customers sat- 
isfied, bring them back for more! 


Clips. Makes 


STATIONERS, here’s a bit of simple arith- 
metic that’s bound to work out in your favor. 
To every box of 100 No. 1 Oakville Gem Clips 
we add a hard-selling consumer circular, 
featuring the Oakville Tak-a-pin. The result? 
Increased sales of Tak-a-pins. Extra profits 
on both items! 


If you are stocking our Gem Clips only, or 
our Tak-a-pins only, you are missing a good 
bet by not buying them both together. Take 


Consumer Circular 


. on the Oakville Tak-a-pin, 
packed in each box of No. 1 Gem 


tomers out of clip buyers! 













You Can't 


Get Stuck / 


tn 















Profit 


. . . by selling the Oakville Tak- 
a-pin. A unique desk item. Holds 
200 pins. Good profit. Refills 
bring repeat business. 


Tak-a-pin cus- 


advantage of our special offer. And be sure to 
get in touch with us for your special Tak-a-pin 
display material. 


Oakville-American Pin Division 
SCOVILL MANUFACTURING COMPANY 


WATERBURY, CONNECTICUT 


UTILITY GIFTS OF METAL 
Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, etc. 





NEW YORK CHICAGO SAN FRANCISCO 


GARVILLE - AMERICAN 
PIN DIVISION 


OAK VILLE @ 


"vane o 
ee eee! 
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Important New Business Furniture Concern 
in Cleveland 
Che Steel Age Business Furniture, Inc., has opened for 
business at 230 Erie building, Cleveland, Ohio. This con- 
cern has been incorporated to do business in and around 
Cleveland, specializing on metal office equipment and spe- 
cially built-to-order steel equipment. They have taken the 
exclusive agency in Cleveland for the Corry-Jamestown 
Manufacturing Corporation and also handle several non- 
competing lines of office equipment. 
The firm is composed of well known men. E. J. Lund, 
president, was for one year district manager for the Art 





J B. 









P. LINK E. J. LUND J. ROSS 


Metal Construction Company in Buffalo and before that 
for five years was district manager for the same company 
in Cleveland. He was also research development engineer 
for The Van Dorn Iron Works Company, Metal Furniture 
Division. 

Joseph P. Link, treasurer of the new concern, was as- 
sistant chief engineer for two years with the Lyon Metal 
Products Company of Aurora, Ill., and before that was 
chief engineer for many years of the Metal Furniture Di- 
vision of The Van Dorn Iron Works. 

James B. Ross, secretary of the company, was an agency 
traveler for Art Metal for five years and prior to that he 
spent several years with the Amberg File & Index Com- 
pany in Chicago, Pittsburgh and Cleveland. 

Office Appliances is confident that, with the experience 
these gentlemen have enjoyed, they will succeed in their 
new undertaking. We extend them every good wish. 


Es 
The New 1933 Office Equipment Register 

From A. B. Froehlich, vice-president of the Reliable 
[Typewriter & Adding Machine Corporation, and president 
of the National Typewriter & Office Machine Dealers As- 
sociation comes a handy little folder with two pockets, 
containing the 1933 Office Equipment Register. 

The register this year is known as No. 790. The copics 
ve have before us are in four sections—No. 1 being adding 
and calculating machines; No. 2, typewriters; No. 3, bill- 
ing and bookkeeping machines and No. 4, addressing, 
dictating, duplicating, stamping machines, etc. Each list 
is effective March 1 and supersedes all other lists hereto- 
fore sent out by the company. The price of each is $1.50. 
Each list contains specifications of the machines covered 
under the respective special classifications and the four 
lists are provided in a red jacket cover which bears other 
valuable information, terms, etc. This jacket is accom- 
panied by a premium list and an order blank. Any other 
or further information will be willingly supplied by the 
Reliable Typewriter and Adding Machine Corporation, 303 
West Monroe street, —. 


Philo Takes Ne New Position 
H. L. Philo, formerly identified with Remington Rand 
Inc., Detroit, Mich., has been promoted to the manager- 
ship of the Typewriter Division of Remington Rand Inc., 
St. Paul, Minn. The appointment was effective February 1. 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN <Saationt 2) N, Y., U. S. A. 
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TAKE THE ““WASTE” 
OUT OF 


WADTE 
BADKE| 
SELLING 


* Handling several lines of baskets means 


tving up your money, boosting your inventory 


WASTE. 


Stocking incomplete lines means losing sales 


WASTE. 


Saddling yourself with slow-moving lines 
means giving away profitable space in your 
WASTE. 


store 


Selling inferior baskets means dissatisfied 


customers, fewer repeat sales — WASTE. 


Canco takes the waste out of waste basket | 


selling—offers you a fast moving, profitable 
line. Complete, for every type of customer. 
Styled for every type of market—institution, 
office, home. Canco baskets will lower your 
inventory, increase your turnover, show you 


steadier profit. 


Canco baskets are metal, fireproof, durable. 
Handsomely lithographed in oak, mahogany, 
and walnut finishes, as well as green and white. | 


They are priced to today’s needs; they are 


staunchly built by a company famous for 


metal work. We urge you to get the facts. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


City Park Avenue and Hamilton St. 
TOLEDO, OHIO 
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Machine Tests Ability of Would-Be Typists 
Here is pictured a mechanical “fortune-teller” which tells 
prospective stenographers whether or not they will make 
To the rhythmic “tock” of a metronome, the person 
similar to 


good. 
taking the test pokes a staccato on four keys, 
those of a typewriter key-board, while a clock-like spring 
rolls the paper under the inked ribbon as each punch leaves 





OPERATOR TESTING TYPING CAPACITY ON 
FORDYCE MACHINE 


an impression. A bell rings when 100 impressions have 


been made. Charles Fordyce, 


the inventor, that those scoring highest in 100 punches are 


Experience has shown Dr 


most efficient with the typewriter and comptometer, while 


ns whose test shows a number of untrue impressions 
little chance of high efficiency and should take up 


some other vocation. 


pers 
have 
True impressions are complete rings, 
untrue semi-circles, 


Dr. Ne 


braska at Lincoln, and is the inventor of a number of ap- 


are 


Fordyce is connected with the University of 
pliances pertaining to more efficiency in the world of busi 
JRL 


ness 
— 

Metropolitan Life Surveys Dictating Machines 

In a comprehensive examination as to the practicability 
of dictating machines for transcription work, the Policy 
Holders Service Bureau of the Metropolitan Life Insurance 
Company of New York has made a survey of the problem 
and the results reported in a booklet entitled Factors 
Affecting the of Dictating Machines. The 
booklet shows the procedure followed by organizations in 


aré 
Installation 


making a survey of their requirements 


Factors affecting the installation of such machines are 


determined by conditions in various lines of business. 


f transcription work, class- 
of 


These factors include volume o 


ifications or types of transcription work, complexity 
organization; 
B, esti- 


organization 


terms and phrases peculiar to a particular 


\, 


cost 


cost, for operating under present conditions; 


mated if dictating machines are used; 
set-up, A, present; B, possible changes; training employees, 


A, 


dictators, B, operators, and finally, incidental difficulties. 
The book 

interesting 

the method should be contingent 


contains about pages and gives some 
The conclusion is that the adoption of 
on its applicability to the 


the 


twenty 


data 


conditions existing in 


the 


several factors named and that 


individual organization should determine question 


whether the machine should be selected or otherwise. Ques- 
tions of service, peculiarities in dictating habits, unsuitable 
voices, all have to be determined, likewise factors favoring 
the adoption of the machine. The book does not pretend 


to make any recommendations, but simply gives the results 


of its survey amony a number of different concerns. 
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There is A Difference in Typewriter Ribbons and Carbon Papers 


WITH THE OLD ... . TODAY's 
CARBON 
PAPER 
MUST 
BE 


»»» BA LA NCED « « « 


A superfine’ carbon paper generally adaptable to all average needs, 
is the hardest of all to manufacture. Properties of quality, writing 
clarity, wear and uniformity, must all be incorporated in proper 
proportion—in exact BALANCE! 


Extensive laboratory research, exclusive formulae, unparalleled materials 
and manufacturing facilities constitute Columbia's guarantee to you 
and your customers that in PINNACLE you are not by any chance 
obtaining merchandise made to outmoded standards. 





Compare PINNACLE in balance, in versatility, in adaptability, 
with all other carbon papers. Note the DIFFERENCE — and 
SUPERIORITY—in PINNACLE. 


COLUMBIA RIBBON & CARBON MFG. CO., Inc. 
Main Office and Factory Glen Cove, L.I., N. Y. 


Branch offices and agencies in all principal cities of the United States—also 
London, Madrid, Milan, and Sydney, Australia 


COLUMBIA 


TYPEWRITER RIBBONS 
& CARBON PAPERS «~ « « 
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The PIONEERS and still the 
LEADERS in the Desk Calendar Field 


“GEM” 
“JUMBO GEM” 
Jumbo Gem “PERFECTION” 














Some of the more prominent wholesalers who have 


informed us that they will continue to distribute our on 2 ea 
wun * - r The Three Musketeers of the Desk Calendar Field 


‘ alendar sas heretofore 















THE AMERICAN NEWS A. CGC. McCLURG & CO 
©O., lac., New York Chicago _— ' — . . . 
A. L. SALOMON & CO BURNAP-MEYER, Inc Since the very inception of this business our watch word to the trade has been 
New York _Kansas City QUALITY and SERVICE. Like all good products that have been successful, our 
BAINBRIDGE. KIMPTON x eons ORP popular desk calendars have been much imitated but never equalled 
A T. P ’ os Angeles : A . : 
FR ANE A WEEKS MFG SCHW ABACHER-FREY Superior Features Incorporated in the 1934 Line 
©O., New York ©CO.,. San Francisco the « 7 . , 9° : " " we 
BLACKWELL WIELANDY H. S. GROCKER CO.. Inc 1 Societe eh ~~ l 34 en oe Caatnnd Se _ k 
CO.. 8t. Lou's Sea Francisco 2 I printed in a new, attractive color scheme 
ADAMS. CUSHING & 3 several new numbers have heen added to our 1934 line which will be of interest 
FOSTER. Inc.. Boston to the trade and make our line the most complete on the merket. 
wM ~ i # -- » Before placing your order for your 1934 calendar requirements, 
_— — ae be sure to see our complete improved line and attractive prices hd a) 


i eee 
. 


DEFIANCE 
SALES CORPORATION 
72-78 Spring St. 
New York, N. Y. 



































SERIES 80 
Tromwerent 
Giving Compicte 
‘ii 
COLORS ia 
RED ¢ , 
BLUE \ 
YELLOW C § 
see’ CELLUGRAF SIGNALS 
ORANGE - . 
serics90 A CELLULOID Signal for All Visible Records 
The “smash hit” of 1932 Cellugraf Signals sweep into 1933 on a tidal 
wave of enthusiasm. 
Universally recognized as the most outstanding development of 
years in visible record operation, dealers find them the kind of profit 
o0 maker that will sell fast under all conditions. 
Cellugraf Signals give visible records new flexibility, new finish, and 
Opaque a wider range of usefulness. Have your Visible Record Salesmen 
Giving an added placed an assortment of Cellugraf Signals on their demonstrators? 
Writing Surface Sales can be materially increased by adhering to this practice. 
COLORS Make sure! Samples cheerfully sent. 
PINK 
BLUE GEORGE B. GRAFF COMPANY 
YELLOW 64 Washburn Ave. Cambridge, Mass. 
GREEN 
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Illinois Booksellers and Stationers to Meet 

The Illinois Booksellers and Stationers Association will 
hold its annual meeting May 9 and 10, 1933, at the Hotel 
Louis Joliet, Joliet, Ill At a recent meeting of the execu 
tive committee in Joliet, attended by John Carroll of Gales- 
burg, president of the Association; Fred Temple, Gales 
burg; Will Johnson, Bloomington; S. W. Beck, Elgin; 
D. H. Sparks, Chicago; R. H. Lewis, Chicago; F. D. Gar 
land, Champaign; E. A. Nichols, Urbana, and Tony Mar- 
kels, Joliet, plans were presented by President Carroll to 
get all details attended to. The day was spent in discuss- 
ing the outlook for the May meeting and the opinion was 
unanimous that the next convention is going to be a highly 
successful affair. Arrangements were completed for the 
meeting and merchandise displays to be held in the Elks 
building, directly across the street from the Hotel Louis 


Joliet 
Tony Markels, Joliet convention chairman, has been 
busy and active on the coming convention \ number of 


displays have been contracted for 

Will Johnson of Bloomington, head of the book division, 
says that program will be the best ever given and Sam 
Beck has started the ball rolling for the commercial sta- 
tioners’ part of the affair. 

The executive committee voted unanimously to reduce 
the dues from $15 to $10 per year. The usual $5 fee for 
registration, entertainment, meals, etc., will also be reduced 
this year. 

Those desiring further information should address either 
\. J. Markels, convention chairman, The Book Shop, Joliet, 
or E. A. Nichols, secretary-treasurer, Real Co-Op, Urbana, 
11] 

ae 
Office Machines Exhibited at Home Progress 
Exposition 

The Ansonia Typewriter Exchange, Ansonia, Conn., was 
one of the exhibitors at the Ansonia Home Progress Ex- 
position held early last month. The principal feature of 
the display was a Comptometer, the use of which was ex- 
pertly demonstrated by Miss Helen Morgan of Derby, 
Conn. In addition to the Comptometer, the Ansonia Type- 
writer Exchange displayed several makes of typewriters, 
both portables and standard correspondent machines in 


various colors. 


————E——— 





A KANSAS CITY OLD-TIMER 
Salesman L. W. Walker, who has 
been associated with the Royal Type 
writer Company for twenty years 


—~~—— 
Where Is J. E. Malone? 
If anyone reading these pages knows the whereabouts of 
J. E. Malone, who has been at Sterling, Ill., and Mason 
City, la., Office Appliances will appreciate such informa- 


tion 
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1923 


Ten years . . . ten years of devo- 
tion to one purpose, of loyalty to 
an ideal. Ten years of ceaseless 
research and development work 
until today “Scripto” is a synonym 
for quality and leadership in the 


long lead mechanical pencil field. 


Ten years without a change in the 
personnel of the Scripto manage- 


ment. 


For ten years we have believed 
that the commercial stationer 
played a vital part in our scheme 
of distribution. Our merchandis- 
ing policy has always been based 


on that conviction. 


And we gratefully acknowledge 
that a large share of the success of 
the Scripto long lead mechanical 
pencil is primarily due to the 
good will and the fine coopera- 


tion of the commercial stationer. 


Manufacturing Co. 
Atlanta , Ga. 
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J. L. Fleming Establishes Office Machines Business 

Under the name Fleming Office Machines Company, J. L 
Fleming has established a retail business handling all 
makes of second hand and rebuilt office machines, at 1300 
Market street, Wheeling, W. Va. Present plans include 
expansion of the business to include general office supplies 
of all kinds 

Mr. Fleming is an experienced office machine man. For 
the past fifteen years he was connected with the sales de- 
partment of the Burroughs Adding Machine Company in 
Wheeling, the last four of which he was Wheeling agency 
manager. He established his new business February 1 


———$—>— 





COLOR IN CORRESPONDENCE.—The Carter's Ink Company sends this 
picture to prove that there is a new vogue for color in correspondence 
This is a picture of Donaldson's ‘‘on the sunny side of Merrimack Street,”’ 
number seventy-five, Lowell, Mass. This young lady has just bought a 
box of the new tinted stationery and is selecting Jewel colors to har 
monize with it. Carter's reports that sales of Jewel inks are constantly 
increasing and that more and more women are selecting tinted and bor 
dered stationery for their smart correspondence 


—_—_<— 


Corry-Jamestown Appoints New Agencies 

The following organizations have recently been appoint- 
ed exclusive agents for the Corry-Jamestown Manufac- 
turing Corporation’s line of steel office furniture, office 
equipment, etc 

Metal Fixture Company, 131 Barker place, Pittsburgh, 
Penna.; A. I. Johnson, Racine, Wisc.; Omaha Fixture & 
Supply Company, Omaha, Nebr.; T. I. McLane Printing 
Company, Clinton, Iowa; Bramwood Press, Indianapolis, 
Ind.; Mitchell Office Equipment Company, Pontiac, Mich.; 
Joseph L. Mentz, Sunbury, Penna.; Johnson’s Gift Shop, 
167 Jay street, Schenectady, N. Y.; Browning Equipment 
Company, Danville, Ill 

The corporation distributes its stock merchandise en- 
tirely through dealers in accordance with the wishes of 


stationery and office equipment firms. 





WEDDINGS 


Murrell-Clayton 
W. B. Murrell, a representative of Remington-Rand, Inc., 
in Joplin, Mo., was married to Miss Louise Clayton, ot 
Joplin, Saturday, March 18, at ten in the morning. A wed- 
ding breakfast was served after the ceremony, and the 
bride and groom left for a trip in the south. They will 
be at home after April 1 in the Mayflower apartments in 


Joplin—HDR 
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HOW DIEBOLD PROMOTES 
MODERN CASH PROTECTION 









Of the many styles and sizes 
of Diebold Cashgard Chests 
there is one suitable for every 
business as the foundation of 
a method of handling money 
beyond the bandits’ reach. 








HERE is a world of truth in this advertisement day by following sales leads suggested by such 


published for retail executives. It is one of a timely advertising, and backed by sales helps that 
series dramatically illustrating why old methods . , : a 
7 ee Se . bring the experience of the Diebold organization 
of handling the retail dollar are the cause of 


‘ »tection specialists to the “‘point of sale.” 
modern hold-up and burglary ... and why old of protection specialists to t I 


methods are the cause of many losses that cannot The Diebold franchise is attractive. Write about 
be insured. » » » Diebold dealers are profiting every the possibilities for your territory. 





DIEBOLD SAFE & LOCK CO., Dealer Division, Canton, Ohio 
Please tell us how we can profit with the Diebold Line in 


Firm ——— cuatieemmeinteaninian 


Individual_____ ~ . 
City a State___ 


DIKBOLD 


SAFE & LOCK CO... Canton, Ohio 


Over Seventy Years of Protection Service 
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Ames leads to new typewriter 





profits 


You can refinish typewriters in your own shop at small cost and with 
remarkable results. The outfit employed with the newly invented Ames 
method includes a special stand and everything else necessary to the 
process. A complete set of instructions gives step by step information. 





A gratifying response to the first announcement of this outfit proves that 
it is welcomed by the trade. Bona fide dealers are provided with an ad- 
ditional advantage over general merchandise distributors. Typewriters 
with bases enameled by the new Ames process hold an obvious advantage 
over reconditioned machines. 


Send for particulars 


If you are not on our mailing list, send which will be ready to be mailed shortly 
your name and address for full informa- after this advertisement reaches you. It 
tion concerning the new refinishing outfit explains a timely opportunity. 


Our platen grinding ma- 


chines with Timken bear- Ames Supply Company, 564-572 West Randolph St., Chicago 


ings represent another 


times development offer- New York Office and Export Dept.: San Francisco Office: 

ing superior service to the 37-39 Murray St. : —_ : 583 Market St. 
Great Britain Office: 

dealer. Long's, Ltd., 79 Queen St., London, E. C. 4 








Ames MEANS Bxceccent Service 


Ribbon and Carbon Dealers—Stationers—ATTENTION 
“CLEAN PULL” Carbon Paper 


IS 


another business getter. It’s different—attracts attention by its 
unique appearance—sells on its merits. 

CLEAN PULL has exclusive quality, time-saving and other economy 
features. 


my re. Write for samples of CLEAN PULL CARBON PAPER. 
ee at 
‘Corns erer™” STORMTEX RIBBONS 

“The Complete Line” write like print—durable. Perfection attained in a Typewriter 
Ribbon. 
One live dealer sampled new trade about a month ago. He reports 
sales of about 100 dozen so far. 
Investigate Stormtex Ribbons. Increase YOUR sales. Get away 


from price competition and sell quality. 
RIGHT PRICES—RIGHT GOODS—AND PROTECTION FOR THE DEALER 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N. Y. 
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PASS EOD AWAYF 


P. M. Schleiffer 
Schleiffer, vice-president of the H. G. 
Cleveland, O., died result of 
March 13. He 


years ago; soon afterward h« 





Paul M Barker 


Company, suddenly as the 


an accident on came to Cleveland about 


twenty-five started selling 
yntinued in the business with much suc- 


Schleiffer was not 


stationery, and ce 
cess until his death Mr married He 


is survived by his mother and eight brothers and sisters 


circle of 


He enjoyed the affectionate esteem of a large 
friends 

rls ola rls 

tt OOF 


James G. Cronin 
James G. Cronin, service man for the Atlanta, Ga., 
Elliott 


the latter part of February as the result 


branch 


of the Underwood Fisher Company, passed away 


of a heart attack 
Cronin 


while at work. He was forty-nine years old. Mr 


enjoyed the esteem and respect of many friends 


hom 
Lee H. Works 
Lee H. Works, a salesman at Chicago for the Under- 
wood Typewriter Company, passed away suddenly March 
22 at his home in Crystal Lake, Ill He was a commander 
American Legion. Mr 
Chicago branch of the Under- 


1911; 


war he was in the military service one and 


of the Crystal Lake post ol the 
Works had been with the 
Typewriter since during the world 


wood \ugust, 


one-half years 


’ y 


1 oh oh 

A. E. Sanderson 
founder of the Toronto 
Michaels hospital, 
Sanderson is survived by two 
Chicago, and Mrs. M. L. Smith, 
thers, J. C. Sanderson of the Domin- 


Toronto, and J. W 


Sanderson, Type 
died at St 
Canada, February 24. Mr 


sisters, Mrs. W 


Toronto, and two bri 


Archibald E 
writer Company, Toronto, 
Morrissey, 
ion Typewriter Company, Sanderson, 
Seattle, Washington 

Mr. Sanderson was born near Milton, Ontario, but spent 
the greater part of his life in Toronto. He was a Mason 
and a bachelor 


y ¥ Y 
ae m« Loe! 
s - r 


Albert G. Kato 


Albert G. Kato, who had been with the Marshall-Jackson 
Company at Chicago eighteen years, succumbed March 14 
to injuries received in an automobile accident. He was 
thirty-five years old, and is survived by his widow and 


two twin children, eight vears old. 


y y Y 
bee < > 
s a 


J. W. Jones 


James W. Jones, 57, for many years manager of the 


Birmingham 


Company, died recently He is survived by the widow, a 
brother and one sister—GHW 
rT rls rte 


C. S. Rockwell 


Charles S. Rockwell, secretary and treasurer of the Braid 


& Hutton Company, Savannah, Ga., passed away on Feb- 


) 


ruary 22 from an apoplectic stroke He was born in 


Thomasville, and came to Savannah as a young man, mak- 


ing his home there for more than forty years. He was one 
of the best known and most respected men in the stationery 
and printing trades in Savannah.—JHR 
oh oh 


R. E. Frykman 


Rubert E. Frykman, a salesman at Chicago for the L. ( 
Smith & Corona 


March 27, 


by his mother, one 


[ypewriters, Inc., Chicago, passed away 


following a protracted illness. He is survived 


I 


and eight brothers Interment 


sister 


was at Gibson City, II 


(Ala.) office of the National Cash Register 
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W ARSHAW Index Cards 
ROTARY CUT « swis 


meet a growing demand 


Users of index cards are quick to appreciate the real 


value in the WARSHAW full rotary cut index cards 


—edges always clean cut with no fuzz . Margins 
are regular and precise . . . absolutely uniform 
with no imperfect cuts. The demand is increasing 
every day. 

WARSHAW full rotary cut (4 sides) index cards at 
prices you now pay for the old style guillotine cut 
cards are an exceptional bargain. 


And wrapped in Cellophane they are protected 
against dirt, climate, moisture and Tight. They are 
always fresh and clean. 


GET A SAMPLE PACKAGE NOW 


Recipe and Tickler Boxes 


Another typical WARSHAW bargain—with A-Z 
card index or recipe guides and 100 full rotary cut 
index cards. Beautifully finished in brilliant assorted 
colors of leatherette or cloth, a glance impels the 
desire to buy. 








Here's volume and real 
profit. Everybody is a 
prospect. Send for sam- 
ple and price list. 


Note new 


address 
WARSHAW MFG. CO. Inc. 


1 MAIN STREET 
BROOKLYN, N. Y. 


Vv 
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YOU CAN PROVE THE Ou ALITY 


BUT YOU CAN’T IMPROVE ON 


me PPRICE ov 
IMPERIAL 


Ewmpress RinBpons 





4y 


YOU want business next year, yes. But 
you want it more NOW. You can have it next 
year—and you can have it NOW— if you feature 


the new Imperial EMPRESS Typewriter Ribbons. 
We've made Empress Ribbons as fine as can be, 
we've dressed them up in a box any woman would 
be glad to have on her dressing table—and we've 
made the prices so attractive that the trade is 
still marvelling. 

Keep in mind those three features—quality of 
product, appearance of package, bargain prices 
and you'll agree they're all anyone needs to do 


business now—good business—at good profits. 


Imperial EMPRESS Typewriter Ribbons offer you 
the positive sales building arguments—they will 
boost business now, and from now on. Get 
started with them quickly—send the coupon for a 
free sample and full details. 


IMPERIAL MANUFACTURING CO. 


Ol Mulberry Street Newark, N. J. 


IMPERIAL MANUFACTURING CO., 
401 Mulberry St.. Newark, N 


Send me a free sample Imperial Typewriter Rib 
bon, your best “buy” prices and full details of 
your proposition 


Vame 


Firm 


iddress 


r-------- 
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(New Machines and Devices—Continued from page 31) 


of book capacity. The running gear comprises five “free 
wheeling” ball bearing casters, and the truck can be spun 
around with little effort within its own length. The truck 
takes books measuring up to 934 
all books are shelved at an angle which permits quick and 


This truck is thirty-eight inches 


inches cover size, and 


easy reading of the titles 


long, 15 inches wide and fifty-two inches high; green 


enamel finish. Both sides of the truck are alike as to shelf 
capacity. This truck should find wide use in engineering 
office libraries due to the facility truck 


moved from desk to desk, and swung about for 


with which the 
can be 
quick reference. 

This 


general service, with three 


company also manufactures an office truck for 
horizontal shelves, finished in 
green enamel, with rubber bumpered casters; dimensions: 


thirty-six inches long, 16% inches wide, forty-nine inches 


high. 
— 
Fox Offers Chair Mats of Fibreboard 
George E. Fox & Company, 325 W. Ohio street, Chicago, 
Illinois, is marketing an improved line of indestructible 
chair mats made of a special fibreboard material. The cir- 
cular portion of the mat is forty inches in diameter and the 
tongue extends twelve inches further. The mats are made 
in brown, green and maroon. 
er 
Esterbrook Fountain Pen Desk Sets 
The Esterbrook Steel Pen Company, Camden, N. J., has 
amplified its new fountain pen line with desk sets. These 
are provided with tapered desk pens, and retail at $1.75 


The bases are of moulded black glass, one with rounded 





ESTERBROOK DESK SET DB NO 


contour, and the other with angular lines. The “Re-New” 
points feature of the Esterbrook fountain pen line make 
it easy to fit the pens to suit individual users. The retail 


price of the “W” pen is $1.75, widening the field of the 
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~ A NEW SUPER-PLATEN! 


for All Makes 
TYPEWRITER AND ADDING MACHINES 


Our 1933 Super-Special Platens are of platen grinders so that all the 
the sensation of the trade. platens have an accurate, smooth, 
velvety finish that grips the paper 
and improves the _ typewriting. 
There are no permanent waves in 
the grinding. 

A Trial Order Will Convince You! All 
platen orders shipped the same day 


We have been grinding and selling 
Underwood Platens (now we handle 
all makes) for the past 20 years and 
this 1933 Platen is a new composi- 
tion, with a special patented process 
for seasoning that keeps the rubber 


alive could teenth. received. Write today for prices and 
also for our 1933 catalog of all makes 
We have also improved our battery of parts, tools and supplies. 
4401 Ravenswood Ave. CHICAGO, ILL. 























FINE 
CHAIRS 
made by 
the New 
Indiana 
Chair Co. 
to match 
these fine 
desks 
shipped 


pool cars. 
Ask us. 














INDIANA 
DESKS 


Louis XVI—Our 800 line 







Good design adds to the exceptional value in the sturdy con- 
struction, select materials and fine finish of these 800 line 
Indiana Desks. Choice of American black striped walnut or 
genuine mahogany veneers—red gum posts and drawer fronts. 
Available in standard sizes and equipment for flat top and type- 











writer. Folder giving further details and illustrating the several 


iE N -SKS ; 
NEW INDIANA DESK numbers of the line, sent on request. 


soon to be announced 
Watch for advertisement of our 


new series—the most attractive Indiana Desk Company, Jasper, Ind. 
medium grade line in America. 
i A RS RN TE ETS RT 
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The BABE 


a small, handy stap 
ling machine at pop 
ular price A sturdy 
little desk companion 
for light work 






Neither hard work nor abuse 


can clogs the 


SPEER aE 
new No. 7 SEFASTENER- 


Reg. U.S. Pat. Off. 








The new No. 7 ends your repair troubles—a perfect mechanism, 
clog-proof and wear-proof that never comes back for repairs. It 
is light, positive and smooth in action. . . . It sells itself! The 
deep, rust proof highly polished chromium finish and sym- 
metrical design has an irresistible eye appeal. 












. Sell the new No. 7 and 
watch your staple sales mount. 
(n attractive display case comes 
with each machine. Order 
a sample now! 


> = including 5000 staples. 
562° Senmevtrs and erune 
— nent stitch—loads 250 
staples at one time— 
guaranteed under a 7 
year written bond 


PARROT SPEED FASTENER CORP. 


| 388 BROADWAY, NEW YORK CITY 














Going Up! 
Up Car! 
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DRY STENCIL PAPER 


} 
t 
| A PATENTED PRODUCT MADE IN U. S.A. 


REPEAT ORDERS 











Veg as eet oe knee by 
‘o> a 


L. 


@~ a 


} 





~ 
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Dealers’ repeat orders are the 


rg 

li IS, gentlemen, is the ground floor. The elevator of 
Business can’t go anywhere but up. Filing supplies 
along with other necessities of doing business, are 
due for a rise. Once tried the user demands it. 
Offer your trade HESCO and reap 
the profits from this repeat de- 


best proof of the satisfaction and 
value of the Hesco Dry Stencil. 


Now you need have no fear of inventory losses. Re- 
newed business activity will bring renewed demand. 


\ big deferred replacement market in filing supplies mand. 
‘3 waiting for release. Dependability our greatest aim. 
The Oxford Filing Supply line is attuned to today’s Hesco Dry Stencil now made in 
market and ready for tomorrow’s. Come along with white. 


us—now is the time to step aboard. 
E. SMITH Company 


The H. 
Oxtord Ayibe Ae 137 South 15th Street 
FILING SUPPLY CO. NEWARK, N. J. 


340-A Morgan Ave., Brooklyn, N.Y. 
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fountain desk set through the small 


Esterbrook sets. 


pen 


Following is the 


investment 


for 


range of points and uses of the Ester- 
stiff, penmanship, book- 


stub; 


medium 


salesman, 


brook desk sets: No 1550, fine, 

keeping, expert stenography; No. 1551, medium, stiff, high 
school, correspondence; No. 1314, ladies’ society 
Gregg, for official Gregg shorthand: No. 2048, 
flexible, falcon, general use; No. 2668, medium, stiff, oval 
point; No. 2460, broad, stiff, adult signature, 


manifold; No. 2442, Jackson stub, adult signature. 


. oe 
Bristle Roller Typebrush 


The firm Heinrich Blicher, Spremberg L., 


manufacturing the “Birol” typebrush 


set of bristles mounted in 


Germany, is 
This comprises a 
roller form, and contained in 


a wire handle, provided with an axis on which the roller 


can turn. As the bristles are presented 


radially to the 


machine type, they have an excellent opportunity to pene- 


trate into the crevices, and remove the 


accumulated dust, 


bits of fibre and other foreign substances which are picked 


up by the type as the writing machine is operated. 


‘ . ” Ene . . . . 
‘Continental” Machines at Leipsic Spring Fair 
At the Leipsic (Germany) Spring Fair Wanderer-Werke 


Akt. Ges., Schonau-Chemnitz, Germany, are showing their 
type- 


entire line, ranging from the portable 


Continental 





PORTABLE CONTINENTAL WITH 
TING DEVICE, SINGLE COLUMN 


RELEASE OF ALL COLUMNS 


COLUMN-SET- 


RELEASE, AND 


writer to the Continental automatic bookkeeping machine. 


In addition to the regular portable C 


yntinental, there is 


a special machine with provision for setting column stops. 


This machine is distinguished by the fact that either in- 





ELECTRICAL CONTINENTAL PORTABLE 


BALANCE MACHINE, MODEL E 


dividual column stops or all of them may 


leased with great ease. 


which prevents the 


be 


set 


or 


re- 


This model has a carriage stop 
carriage from running too fast and 


Here’s the New 


PEERLESS 
ERASER 
SHIELD 


A 


PROVED 





BUSINESS GETTER 
Now Re-designed to Get 


More Business 


WE don’t have to tell many dealers 
about the sales value of Peerless Eraser 
Shields. They have helped sell Peerless Rub- 
ber Typewriter Keys for years. They’re 
proved business getters in hundreds of stores. 


But we believe in improving where im- 
provement is possible—where it will help 
you sell more. That is why we re-designed 
the Peerless Typewriter Key package last 
year to give you a beautiful black, green and 
silver carton with irresistible sales appeal. 
This is why we now pack each set in universal 
keyboard arrangement which fits all machines. 
That is why we have re-designed the Peerless 
Eraser Shield to harmonize with the new 
Peerless box to give you greater pulling 
power for Peerless Keys. 


You’ll want to use Peerless Eraser Shields 

now more than ever. They'll get you busi- 

ness—plenty of it—this year—and the time 

to start is today. Send the coupon below, or 

write for information, samples, prices and the 

complete Peerless proposition. It is just that 
PEERLESS. 





PEERLESS KEY COMPANY, INC. 
176 Fulton Street New York City 


PEERLESS KEY CO., INC., 
176 Fulton St., New York City 








Please send without obligation the new Peerless Eraser 
Shield, Peerless Package, and details of your profit 
building sales plan for dealers. 
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STEEL CHAIRS: 


—LIGHT ENOUGH IN WEIGHT 
— WITHOUT SACRIFICING STRENGTH 


The American pattern executive type 

chairs are the first ever built in steel 

having fine appearance, comfort and 
light weight 


The AMERICAN swivel 
chair is a personal chair. 
A man’s chair in every 
sense, combining the usual 
roomy comfort with great 
strength and harmonious 
design. The chair is not 
heavy, and is easily pulled 
to the desk over a carpeted 
floor 


No. 0815 


The fully upholstered back 
is formed to give true com- 
fort and relaxation. The 
over-stuffed seat over- 
hangs the seat edge to 
prevent marring of desk 
legs. The reclining mech- 
anism is under spring ten 
sion. 





DESIRABLE FOR THE FINER EXECUTIVE OFFICES 


director's rooms, and reception rooms. Wherever a companion set of swivel 

and side chairs of fine appearance, strength and comfort is wanted, use the 

AMERICAN 

Steel chairs for satisfaction they are not affected by atmospheric changes 
no loose joints, no warping, no splinters. The all welded construction, 

baked enamel finishes and leather upholstering in addition to good design 

make these ideal chairs for use with steel desks 


Steel—_but light enough in weight, without sacrificing strength. 


The AMERICAN side 
chair in steel is light enough 
in weight to be casily 
drawn to the side of a desk 
for guests. All welded 
construction insures satis 
faction over a period of 
years. The heavily up 
holstered seat and back 
are just right for comfort 


No. 0310 


Harter products include 
posture chairs, bent tube 
chairs, factory chairs and 
stools and typewriter 
stands. 

Ask for literature 
trade discounts 


and 





SALESMEN—ATTENTION 


Will you represent us in our plan for Dealer cooperation? 


THE HARTER CORPORATION 
STURGIS, MICHIGAN 
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too hard. Several improvements in the paper 


control 


striking 
feed 


Another interesting novelty exhibited is the Continental 


and are also noted. 


portable balance machine, Model E, which has fully auto- 
matic operating keys and permits operation at the rate of 


140 strokes per minute. An important feature of this new 


model is that addition and subtraction are performed 
merely by pressing a single motor key, the balance being 
struck while posting. The no-add, sub-total and grand 
total keys operate without the use of a hand lever. 
~~ 
Non-Skid Board for Jigsaw Puzzles 
The Stationers Specialty Corporation, 151 Lafayette 


street, New York City, has found the answer to the slipping 
pieces which set the partly-worked puzzle askew to the an- 
fascination of 


sidestep the 


novance of those who can't 








THE “STACO” NON-SKID JIGSAW PUZZLE BOARD 


building a picture out of oddly-shaped part-portions of 
painted cardboard. 

The answer, in short, is the non-skid puzzle board, 12 by 
19 inches in retailing at a modest price and made to 


hold 


puzzle pieces to be found. 


size, 


from slipping the most contrary and recalcitrant 


The Stationers Specialty Corporation will gladly supply 
further information 
-——_ —~>— — 


Krumwiede Adds to Lines 


Elmer Krumwiede of Chicago now is representing R. 
H. Baxter Sales Corporation in eleven mid-western states. 
In addition to the Baxter lines, he also represents Art Steel 
Company, Commercial Furniture Company and R. A. 
Wagner. 

Mr. Krumwiede, who is better known as Elmer by the 
dealers, is making an extensive trip through the territory 


by automobile 


Chicago U-E-F Concentrated at 210 West Monroe 

The various divisions of the Underwood Elliott Fisher 
Company have all been placed under one roof at 210 West 
Monroe street, in the offices established in 1930 by the 
Underwood Typewriter Company All facilities—sales, 
school, employment, supplies and service—on accounting 


machines, typewriters and adding machines are now func- 


tioning at 210 West Monroe street. 
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BALL BEARING 











EASY OPERATING CORNER ROLLERS THRVUOUT 
The Latest **Steel Age’? Improvement—Full ywchen 
Ball Bearing Suspension—accurately timed— io 


1LDER 


fully progressive resulting in drawer action 
that is easy and smooth; the drawers roll in 
and out without any apparent effort. 


The new BALL BEARING progressive suspension in- 
suring ease of operation (the drawers actually glide in 
and out) is standard in the units of the 100, 700, 900, 
2900 and 5800 Lines. 


After fully opening and closing a drawer containing a ‘ oo enauat 
load of 100 Ibs. (more than twice the usual weight of ROD KNOB: 
contents) 250,000 times, inspection showed the sus- 
pension to be in perfect working order 


PROGRESSIVE BALL BEARING 


ROLLER ,PENSION 
, ~ ° ° ° ° DRAWER CAN EAS! 
Our new catalog No. 7 and price list is now available—A see acs 
copy will be gladly sent upon request. 
HEAVY UPRIGHT J 
¥ » - . HANNELS AND oe 
Corry-Jamestown Mfg. Corp. soee vaNeaeel 


y . » 
Corry, Penna. 
BOTTOM PLATE 
Export Dept. ELECTRO WELDED TO 


mane . ° . . END UPRIGHTS 
5713 Euclid Ave., Cleveland, Ohio 


Cable Address—CORJAM 


Warehouse stocks carried at . 
NEW YORK CHICAGO PHILADELPHIA { ORRY- | AMESTOWN 


BOSTON LOS ANGELES SAN FRANCISCO STEEL FURNITURE 





















To serve the greatest number of business men, we continue 

a broa de to improve the quality of EDCO DESKS without adding 
opport wamaitw  tothecost. The value to cost ratio is now at a high point, 
7 putting EDCO DESKS among the first to benefit by the 

fo r © ‘ : H@@ = advancing market. Full details of EDCO 1933 quality 


- and fitness are especially valuable to the dealer at this 
furniture time, and are supplied on request. 


retailers 





This new model 331 
desk has a heavy 
walnut veneer top 
with moulded 
edges, three drawer 
pedestals, drawers 
finished inside, 
beveled drawer 
fronts fitted with 
attractive metal 
knob. Note turned 
legs. 























Evansville Desk Company Evansville, Indiana || 
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REFLEX 
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A&W 
| Mucilage 





ASSURED SELLERS 
and PROFIT MAKERS 


Twenty-six different kinds, types, and 
grades of ink from the smartly styled 
package of Pen-Ink to a fifty gallon barrel 
. mucilage, paste, and adhesives in 
bottles, jars, and handy, attractive new 
desk containers. Fast sellers because of 
high quality and new packaging. Profit 
makers that bring repeat business and 
plenty of margin. Ask for catalog, prices, 
and complete details with samples of 
products in which you're interested. 


The Ault & Wiborg Company, Inc. 
Subsidiary of The International Printing Ink Corporation 


Cincinnati, Ohio 








OFFICE APPLIANCES 


DISTRIBUTER 
WANTED 


Weare seeking a distributer in every state. 

e 
The man we want may be now head of an 
ofice supply firm or a salesman selling 
an office specialty. 

o 
Must be capable of earning $5000 to 
$10,000 per year and have ability to 
select his own salesmen. 

. 
Every office is a prospect for our product. 
It has wonderful repeat possibilities and 
is patented. 

* 
The distributer we select must be in a 
position to place an initial order which 
will not amount to more than $1000. 

& 
State qualifications in your first letter. 

= 
Box 2453..... Suite 803 Times Building 

New York 








HOTCHKISS STAPLES 





The BACKBONE of Your Staple Business 


A big part of your stapling machine and staple busi- 
ness comes from repeat orders on wire staples. If 
you want that repeat business see to it that the 
staples you sell give satisfaction. 

Standardize on genuine Hotchkiss Staples. The 
perfect operation of Hotchkiss Wire Staples in your 
customers’ stapling machines will be your guar- 
antee of steady. profitable repeat sales. 

Hotchkiss Staples are preformed and *“‘frozen”™ into 
strips by a special process. They are very flexible 
and their absolute uniformity makes them far 
superior to inferior imitations or foreign made 
products. Compare the strips, test them against 
others and you'll always recommend Hotchkiss. 


The HOTCHKISS SALES CO. 


Made by the Oldest and Largest Manufacturer of Stapling Machines & Staples 


INKS .. MUCILAGE .. PASTE Norwalk 


Connecticut 
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(Meetings and Dinners—Continued from page 44) 


California Ribbon and Carbon Men Meet 


The regular meeting of the Los Angeles County, Calif., 
Carbon and Ribbon Dealers Association of Southern Cali- 
fornia, was held at the Victor Hugo cafe, Los Angeles, on 
March 2, with an attendance of almost one hundred per 
cent. 

The first topic of discussion was the state bank holiday. 
It was generally agreed that the good accomplished by 
such action would greatly offset the inconvenience caused 
by lack of actual cash for a short period. The action and 
spirit in which it was taken shows there is a concerted 
positive tendency toward immediate improvement and re- 
adjustment to overcome the evils that exist in our present 


economic structure. A general spirit of optimism prevailed 


and it was the belief of nearly all of the members that the 
bank holiday was but the opening gun in bringing about 
better banking and business conditions. 

It is said that there are many eastern firms with branch 
offices and factories in southern California solely depend- 
ent on sales made in this district, and yet who refuse to 
purchase any supplies whatever locally Such a system 
was declared to be decidedly unfair and members took the 
stand that established selling branches should buy locally 
for their own needs 

Mr. Andre, a charter member of the association, reported 
a trip recently made through Arizona, where he said busi- 
ness was generally better than he had expected, notwith- 
standing a shortage of cash. On the return trip he visited 
an Indian tribe for a few days and was appointed an 
honorary chief. 

During the meeting there was a short interval devoted 
to music, supplied by Mr. McCall at the piano and Messrs. 
Sibertson and Andre on violins. 

ae 
Cleveland Office Machinery Men Meet 

The Cleveland Typewriter and Adding Machine Dealers 

(Association held a meeting on Thursday evening, Feb- 


ruary 24, at the salesrooms of the Typewriter and Supply | 


Company, 1008 Superior avenue. There was a very good | 


attendance. T. E. Conn, president, presided. The prin- 


cipal discussion of the evening was on a proposed tax 


that the city council are understood to be contemplating 
on rebuilt typewriter dealers in the form of a license. 


Several speakers protested vigorously against such a tax, | 


pointing out that with business in its present condition 


it was unjust. President Conn then appointed the follow- | 


ing committee to take the matter up with councilmen and 
to urge that the measure be defeated: Ed Levens, Leo 
Adler and George Schlecht. 


Still another discussion centered around the advisability 


of members having printed on their invoices the ruling of 


the Federal Trade Commission in regard to the specifica- | 


. .« owe . es | 
tions pertaining to overhauls. The concensus of opinion | 


was that it would be a very good idea to adopt the ruling | 


and carry out the suggestion. 
President Conn pointed out that, while the association 


has not been meeting regularly for several months past, it | 


was his hope that the membership would realize that the | 


. . . . | 
surest way of bettering trade conditions was to meet reg- | 


ularly and work together for the common good. Three 
new members were admitted. Mr. Cox of the Remington 
was a visitor —AED 


——~<-___ -— 
Chicago Typewriter Men Hear Good Sales Talks 


On Tuesday evening, March 14, the Chicago Typewriter 
Dealers Association held its regular monthly meeting in 


the dining room of the Chicago Press Club, where an ex- 
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Combinations 


Combination cabinets are used widely 
for filing cards, documents, legal blanks, 
checks, etc., as well as correspondence, in 
a single unit. 


Columbia offers in its four lines (Co- 
lumbia, Apex, Colonial, Atlas) 118 stand- 
ard combinations in desk, counter and 
full heights. These arrangements meet 
the majority of calls, and are ready for 
immediate shipment. 


Then there are numerous inserts in 
letter and legal width, and an easy 
method of figuring the price and order- 
ing almost any arrangement a buyer de- 
sires. Such combinations are shipped 
promptly. 

Complete information about Columbia 


products will be sent upon request to dis- 
tributors of office equipment. 


Columbia Steel Equipment Company 


Office and Showreom P. 0. Box 2244 
Chestnut Street at 18th Philadelphia, Pa. 


Western Distributors: 
Associated Stationers Supply Co. 
Jefferson & Quincy Streets, Chicago, Illinois 


OLUMBIA 


THE QUALITY LINE OF OFFICE EQUIPMENT 

























No. 7800 TS 
Typewriter Stand 


Overhead Profits 
in UH steel office furniture 


Overhead has been the cause of 
much thought and investigation 
among business men. Almost every- 
one in your trade knows pretty well 
what his overhead consists of, what 
reductions he has been able to make 
and what future possibilities he has 
in mind. All this interest in over- 
head means that the office equip- 
ment dealer ought to talk overhead 
too—as a matter of his own profits. 











No, 671 
Typewriter 
Stand 





Expense of rent, light and time is 
always greater when inadequate or 
obsolescent equipment is used. 
There are many office operatiors in 
which UHL steel office furniture re- 
duces space requirements and at the 
same time provides more convenient 
and comfortable accommodations. 





UHL “ Postur-Chairs” are designed 
to eliminate untimely fatigue, en- 
courage correct posture and con- 
serve health and strength. The low 
back and special seat give the right 
anatomic support; the cold rolled 
steel frame, welded in a solid struc- 
ture, has never been known to wear 
out. “Littl Dandy” stands for 
typewriters and other office ma- 
chines, the 50-56 file stool, the No. 
9014 stool and the various other 
items of the UHL line all have this 
same rugged durability and each in- 
cludes features of superior comfort 
or convenience. 

Detailed information fully  illus- 
trated is given in the UHL catalog. 
Retailers interested in a proposition 
offering better than average earnings for careful 
planning and aggressive effort are invited to 
write us 


The Toledo Metal 
Furniture Company 


1524 Hastings St., Toledo, Ohio, U.S. A. 


No. 
7206.28 









No. 50-56 
File Stool 
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cellent dinner was served. President Beutler presided, and, 
after presentation of some reports and suggestions, intro- 
duced James P. Ward, Sr., of the Shipman-Ward Company, 
who in turn presented Mr. Tolles of the Sheldon School 
of Scientific Salesmanship. Mr. Tolles, who spoke before 
the association some weeks ago, gave an instructive talk 
on the importance of alertness on the part of the salesman, 
who should train himself to find out the “why” of the cus- 
tomer’s objections. He brought out by diagrammatic illus- 
tration some important phases of selling not heretofore 
sufficiently emphasized. 

Mr. Tolles was followed by Mr. Fites, also of the Shel- 
don School, who vigorously supplemented the remarks of 
his predecessor, and made the suggestion that the associa- 
tion consider the feasibility of arranging for a course in 
salesmanship open to members and their salespeople at a 
reasonable fee per individual. 

After some general discussion following Mr. Fites’ re- 
marks the meeting adjourned. 

~~ 

Quality Park Considers Establishing Warehouse 

in New England 

Harry Balch, widely known sales representative of the 
Quality Park Envelope Company of St. Paul, Minn., re- 
cently conducted a survey of dealers in the New England 
states for the purpose of determining the advisability of es- 
tablishing a warehouse in Boston. The survey was 
prompted by an increasing number of dealers in New Eng- 
land who are handling the “Leatheroid” line. Mr. Balch 
says, “In order to give these dealers the same type of serv- 
ice which we are giving middle west dealers through our 
Chicago warehouse, we are considering establishing at Bos- 
ton a warehouse arrangement which will give New England 


dealers quick service.’ 





BETTY LEE MITCHELL AND HER DAD, E. J. MITCHELL OF THE 
LEVISON & BLYTHE MANUFACTURING COMPANY Betty Lee, we 
are told, makes bright the dullest days and adds to the sunshine of the 
most brilliant. She inspires her dad to make more sales and bigger ones. 








OTHER MACHINE S 


Columbus, Ohio..-The Whitmer Cash Register Exchange, Inc., has been 
established at 642 North High street 

Columbus, Ohio.—-The local branch of The Elliott Addressing Machine 
Company has been moved from 88 North Front street to 20 South Third 
street 

Honolulu, H. 1.—-Earl Connery has joined Alexander Brothers, in charge 
of Dictaphone sales. He had been with the Typewriter Shop, San Diego, 
Calif., before coming to the islands 

Lansdale, Penna.—-Safeguard, Inc., has been chartered to deal in al 
kinds of machinery, including check writing machines, typewriters, etc. ; 
capital stock, $90,000; incorporators—John Whitaker and Paul B. Stitt, 
Lansdale, and John P. Hunter, Summit, N. J 

New York, N. Y.-C. A. Goodrich, who had been with the Beck Dupli- 
cator Company twelve years, has joined Case Brothers, Inc., Highland 
Park, Conn., manufacturers of pressboard for file guides, folders, ete 
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DICTATOR 





BOXED TYPEWRITER PAPERS 


Packed in attractive substantial boxes, finished in 
hammered silver paper, printed in blue, and lac- 
quered to prevent tarnishing. 


Complete in a variety of grades, weights and colors 
for every office need. 
Distributed under an EXCLUSIVE DEALER 


arrangement. Desirable territories still available. 


WRITE FOR CATALOG No. 932 


ROCKWELL-BARNES COMPANY 
| 1511 W. 38th STREET 
CHICAGO 











AN INVINCIBLE... 


non-hardening 


PLATEN 


for every purpose 
LOOK FOR THE MARK OF QUALITY 


“THE RED LINING” 


24 HOUR 
SERVICE 


If you have never had the 
opportunity to try our platens 
let us tell you how to get one 
FREE 
AMERICAN WRIT 
MACHINE COMP: 
DESK NO. 17 
374 BROADWAY NEW YORK, N.Y. 


Branches in all principal Cities 


" 
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/ Low 


Produet Price 


NUMBER 
332 


OUR NEW DUPLICATING INK is a brand new product 


at a new low price . . . thoroughly tested and enthusi- 
astically OK'd by our biggest distributors. 


No. 332 is a positive Black—will not separate. Dries 
quickly on the paper—no smudge and gives off 5 to 10‘ 

more copies per pound. Will not dry or harden on the pad. 
Performs perfectly on either open or closed type machine. 


DISTRIBUTORS—We have an attractive, profitable, 
business building proposition that will increase your 
duplicating ink business, month after month. 


Write for Details 


Ink Specialties Co. 


519-21 So. Laflin St. 
Chiecage, Hl. 
Dept. B 








A COMBINATION LETTER TRAY 
AND LEGAL BLANK CABINET 





No. 210 With Drawers. 
No, 215 Without Drawers. 


Finished in oak, mahogany and walnut finishes. 
Size 9% ins. wide, 15% ins. long, 6% ins. high. 


Put a sample of each in stock and get your share 
of the new business it is creating. 


IMPERIAL METHODS CO. 
FOREST PARK ILLINOIS 
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New! 


Live! 


Stein-Way 
Zipp 
Binders 


Business men, lawyers, students, all welcome the especial con 
veniences of the STEIN-WAY ZIPP BINDER. This livest 
Stationers specialty is increasing in popularity and actual sales 
Made in a variety of sizes, styles and grades, 
needs of 


every day. 
the dealer can select numbers best suited to the 
his trade and get the greatest possible volume. 
Genuine Trussell metal is used. Stein-Way Zipp Binder 
is supplied with or without handles and with or without 
expanding gussets—vertical or horizontal pockets. Zipper en 
closes loose leaves and all memoranda in pockets keeping them 
perfectly safe from loss. Full details of grades, SiZeS, Prices, 
etc., 


on req uest. 


Stein Bros. Mfg. Co.. Ine. 


564-570 West Adams Street, Chicago 
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APPLIANCES 








April— 





Last month business hit the bottom—now it is on 
the way up—every increase in business activity 
means more rubber key sales for you—are you 
ready for it? 


A NE 


7 KEY 


packace— WEW PROFITS 
ALL ARE AWAITING YOl 


For Information Clip Coupon 


Munson Suppry 
348 Hudson St., New York City 


> 


Please send information about the New Key—New 
Package and Counter Display to 

Vame 

iddress 

Cily Slale 








WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 
Forty-eight cents to $2.00 per pound prevailing postage 
cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 






Airmail No. 1 
Airmail No. 4 
Airmail No. 9 
Computing chart shows all mail and parcels post rates up to full capacity 


Capacity 1 Ib. x 4% oz. with computing chart 
Capacity 4 Ib. x 4% oz. with computing chart 
Capacity 9 oz. x 4 oz. without computing chart 


Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Hlinois 
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STATIin@eg& &7 


Albany, N. Y.—Kattrein Company, Inc., dealing in stationery at 45 
Maiden lane, has filed a voluntary petition in bankruptcy in the Federal 
court 

Berea, Ohio..-The Book Shop has been opened at 76 Front street, car 
rying stationery, greeting cards, magazines, and conducting a circulating 
library Mrs. Glen S. Hathaway is manager 

Boston, Mass.—-Horne & Schwartz Company, Inc., formerly at 136 Fed 
eral street, has moved to 157 Federal street, where increased space is oc 





cupied 
Bremerton, Wash._-The Book Store was recentlyfopened at 126 Pacific 
avenue. It carries a complete line of office specialties and supplies, and 


comprehensive stationery line, together with books and school supplies 

Chicago, !1..-The Reyburn Manufacturing Company has leased space 
in the Wilson building, 528 South Wells street 

Chicago, tll.—Dr. M. A. Thometz, of the Kohlhaas Manufacturing 
Company, enjoyed a winter vacation on the Florida west coast in March 

Decorah, ltowa.—-The Independent Publishing & Stationery Company 
was recently incorporated here with a capital stock of $50,000 

Fresno, Calif.—The Riege Stationery Company, the pioneer in Fresno, 
after forty years of service, has made its second move, to larger quar- 
ters, the new location being 1240 Fulton street 

Hamilton, Ohio.—The receiver for the bankrupt Stationery & Office 
Supply Company was discharged by the common pleas court. He reported 
receipts 0: $2,298.26; disbursements, $1,343.32; a balance of $954.94 was 
available for the payment of claims totaling $11,029.23 

Honolulu, H. !.—-Alexander Bros. have sold their Typewriter Shop to 
Frank Ypseda and Miss Katsu 

Jacksonville, Fla._-The Shoal & Office Supplies, Inc., has filed an 
amendment to its charter, changing the name to Lincoln Paper Company, 
Ine 

Kingston, Ohie.—-The Crown Office Supply Company has organized a 
manufacturing department It is a subsidiary of The Harry L. Morgan 
Company, Columbus 

Newark, N. J.—Levin’s Stationery Store, Inc., has been chartered to 
deal in stationery ; 109 shares, no par; incorporators—Isadore and Fanny 
Levin, and Max Mintz 

New York, N. ¥.—The Amsterdam Stationery Company has leased the 
double corner store at 194 Amsterdam avenue 

New York, N. Y.—D. Taylor and A. Altman have leased a store at 175 
West Ninety-third street for a stationery business 

New York, N. Y.—The Sanford Manufacturing Company has moved its 
New York branch from 22 Wooster street to 116-18 Wooster street 

New York, N. Y.—-Max Silverman has leased the store at 114 West 
Thirty-seventh street, which has been stocked with stationery and greet 
ing cards 

New York, N. Y¥.—Climax Stationery Company, Inc., 137 Varick street, 
has been assigned to Richard Jonas, Jr., 1340 Morgan avenue, Brooklyn, 
and Carl M. Schutz, 307 Fifth avenue, New York City 

San Francisco, Calif..-W. M. Allen, 630 Cole street, is now represent- 
ing the Keith-Clark line of desk calendars and pads, covering the Pacific 
coast territory 

San Francisco, Calif...S. M. Kyser, representing Eaton, Crane & Pike 
in Oregon, Washington, Idaho, and Utah, visited the Pacific coast head- 
quarters at 770 Mission street during the past month He is now at work 
again in his territory 

San Francisco, Calif.-K. W. Zeagler, representing N. L. & K. W 
Zeagler, of Los Angeles, was calling on local stationers the past month, 
and is now canvassing the trade of the Pacific northwest with a number 
of items of interest to the trade 

San Francisco, Calif.__Al Jones, representing a number of stationers on 
his business trip the past month went as far as Agua Caliente, Mexico 
He has been receiving congratulations since, as it was a honeymoon trip 
as well as a business trip, and the wedding took place at Agua Caliente 

San Francisco, Calif..-Edna N. Davis, representing the Oxford Filing 
Supply Company, has been calling on the San Francisco trade, especially 
presenting the merits of the new ‘‘Friendship File,’’ arranged to stand on 
the desk like a miniature file, intended for the convenient record of anni- 
versaries and other important dates An additional line shown by Miss 
Davis was a line of sponge-rubber chair cushions 

San Francisco, Calif._-Charles R. Barry, western representative of the 
Oakville-American Pin Division line, and several other stationery items, 
has taken an extensive automobile trip Accompanied by Mrs. Barry, he 
went by way of Phoenix to El Paso, returning through southern Arizona 
ind back by way of Los Angeles 














PENS AND PENCILS 








Cranston, R. 1.—-The Combination Pen & Pencil Corporation has been 
chartered ; capital stock, 100 shares no par value 

Philadelphia, Penna.—-The Signograph Company, 620 South Delaware 
avenue, has been registered as a commercial title in the common pleas 
court by Frank X. Kempel, St. James hotel 

Portland, Ore.—Jack Carruthers of this city has been made representa- 
tive in the Northwest of The Parker Pen Company He is well known to 
the trade, having operated in this territory a number of years He makes 
his headquarters at the Athletic club, Sedttle 

San Francisco, Calif.._T. W. McElroy, western representative of the 
Eberhard Faber Company, on his recent trip South found the merchants 
in considerably improved frame of mind 

San Francisco, Calif.._L. 0. McCoy, who does a fine business in foun- 
tain pen doctoring at 672 Market street, has now stocked the new ‘‘Anode”’ 
pen sacks, an article of superior strength 

San Francisco, Calif...With the Western slope taking eleven prizes out 
of forty-eight, and three of the eight automobile prizes, in the recent 
Sheaffer Pen Company sales contest, they feel that they have properly 
maintained the reputation of go-getters 

San Francisco, Calif...Mrs. M. Pasqual is in charge of a new fountain 
pen and pencil department that has been installed in the O'Connor, Mof- 
fatt & Company department store at Stockton & O'Farrell streets Mrs 
Pasqual has in the past served in the same departments in the City of 
Paris and the White House department stores 

San Francisco, Calif..After a conference with the Northwest repre 
sentative of the Conklin line at Yreka, Calif., Oliver Pierce, in charge of 
the San Francisco office at 101 Post street, is pleased to report that the 
Robinson line has clicked about 100 per cent He also reports that the 
Nozac’’ is continuing to get fine reception, the trade being pleased with 
the idea of a sackless fountain pen 











BuSsHNELL 


ENVELOPES 


Do Not Vary 
in Quality 








nywhere, anytime—pick 
up a BUSHNELL EN- 
VELOPE and you will al- 
ways find it the same... No 
ups and no downs with the 
paper market and no scaling 
down in quality to meet mo- 
mentary competition. 


Our policy in this respect 
approaches its 56th year. 








ALVAH BUSHNELL CO. 
13TH AND WOOD STREETS 
PHILADELPHIA 


Expanding Wallets 





“Vertex” File Pockets 














Q? 


Buppy. can you 
spare a DIME?” 





A.W. FABER S38) "CASTELL" 


PANHANDLER approached a well-dressed 
man with the usual plea for a dime to buy a “cupo- 
cawilee’’ . . . the gentleman looked at the beggar 
ruefully and said, “My dear fellow, if | had a dime 
I'd use it for carfare. I've got to walk a mile be- 
cause I can't afford to ride.’ 


The startled panhandler stared . . . then dug down 
in his pocket and pulled out a coin, “Here, take it, 
you need it more than me!” 


It’s mighty hard nowadays to find a man who has no 
troubles. And it’s especially true in retailing 
You know it. . We know it. 


You have had to meet the reduced buying power cf 
your customers. You have had to trim overhead. 
Yet, even in these times, there is a sound, formula 
for business success. Feature well known products 


thal SELL READILY and vield full PROFITS! 


Get rid of the “shelf warmers’’—display merchandise 
your customers want . push the A. W. Faber 
line . . . Because there is a constant, active demand 
for A. W. Faber products . . . they sell at regular 


prices and yield the fullest measure of profit. 


Make this a PROFIT YEAR—adopt the A. W. 


Faber formula for Success! 


4. W. Faber Lead, Commercial 
“Castell” Erasers Black Lead 
Drawing and and and 
Polychromos Rubber Color 
Pencils Bands Pencils 





FABER 


INCORPORATED 
NEWARK, NEW JERSEY: U:s.A. 
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FURNITURE 


Asheville, N. C.—Ownbey-Talman, Inc., 20 Wall street, has been char- 
tered to buy and sell books, office supplies and office equipment; author- 
ized canital stock, $25,000 ; incorporators—Burt L. Ownbey, W. F. Talman 
and Charles G. Lee, Jr 

Atianta, Ga.—The Horne Desk & Fixture Company, formerly at 
Pryor street, NE, has moved to Auburn avenue and Pryor street, a site 
occupied until recently by the Foote & Davies Company 

Atlantic City, N. J.—Beyer’s is now operating in its new store at 1722 
Atlantic avenue. Art Metal steel equipment is featured 

Chicago, tl!.—-Frank Lyons, who had been sales manager for the Safe 
Cabinet division of Remington Rand, is now director of sales for C. Cretors 
& Company 

Chicago, t1.—-The Office Equipment Company, Monroe at Wells street, 
has secured the exclusive agency for the Stow-Davis Company A special 
display will be made of a new modernistic desk design 

Chicago, !1!.—Better Products Company, 5 South Wabash avenue, has 
been chartered to manufacture and deal in office equipment; capital stock 
100 shares common, non par value; incorporators—J. Clyde Stewart, 
Charles R. Barrett and George E. Fox; Oscar G. Wahlgren, charter repre- 
sentative, 58-64 West Randolph street 

Chicago, ill.—The period preceding the national moratorium on banking 
in March caused a rush of business in document and cash boxes Most 
buyers realized the futility of using them to safeguard against burglary, 
but figured that the boxes would give protection against fire Stevens, 
Maloney & Company sold out of Meilink ‘‘Treasure Chests,’’ and had to 
re-order 

Cleveland Ohio.—Steel Age Business Furniture, Inc., has been estab- 
lished at 230 Erie building, enjoying the exclusive agency for the Corry- 
Jamestown Manufacturing Company The principals—-E. J. Lund, presi- 
dent; Joseph P. Link, treasurer; James B. Ross, secretary—are all men 
of wide experience in the metal furniture industry 

Detroit, Mich.-B. C. D. Office Equipment, Inc., 12115 Pinehurst avenue, 
has been chartered to manufacture and deal in office equipment and sup- 
plies 

Indianapolis, Ind.—-The Globe-Wernicke Company has filed papers with 
the secretary of state, withdrawing from the state of Indiana 

Los Angeles, Calif..-George Skeels, representing the Commercial Fur 
niture Company, Chicago, visited the Los Angeles trade some time ago 

Los Angeles, Calif..-Will T. Hughes visited local dealers some weeks 
ago in the interests of the Weis Manufacturing Company 

Newark, N. J.--The Peller Store Fixture Company has been chartered 
to deal in office equipment; capital stock, 1,000 shares no par value; in- 
corporators—Milton Low, East Orange, Bernard Peller, Newark, and Sam 
Juffe, Linden 

New York, N. Y¥.—-Kissane Sales Company, office furniture, has leased 
the ground floor, mezzanine and bdsement at 244 Madison avenue 

New York, N. Y.—-The Hale Desk Company has leased a large store in 
the Thirty-fourth street frontage of the Empire building for a branch 

New York, N. Y.—Claud Allen has joined the local branch of The 
Globe-Wernicke Company as manager; his previous connections with the 
company were at Cleveland and Philadelphia 

Portiand, Ore.—An interesting story comes to hand of three firms get 
ting out of competition with each other By taking over one another's 
competing stocks a non-competitive arrangement was accomplished. As a 
result, the D. C. Wax Company, 126 Sixth street, devotes its entire atten- 
tion to office furniture ; the Irwin-Hodson Company devotes its entire atten- 
tion to its printing business; and the Pacific Stationery & Printing Com- 
pany at 107 Second street, devotes its entire attention to stationery busi- 
ness, retaining however its lines of filing equipment 

San Francisco, Calif.-The General Fireproofing Company has made 
possible for the Smith-Corona branch some very telling window displays 
with the steel typewriter and desk and record equipment they are offering, 
demonstrating the last word in novelty and convenience 

San Francisco, Calif.—A recent visitor was H. P. Rockwell, manager of 
the agency-dealer division of the Yawman and Erbe Manufacturing Com 
pany, Rochester, N. Y. While here, he made headquarters with the local 
branch at 50-60 Fremont street His trip took in also the Pacific north- 
west and Los Angeles, returning by way of New Orleans 

Santa Barbara, Calif.—The Mission Office Equipment Company has 
suspended business temporarily, and stored its stocks Miss Elsie M 
Hunt, the proprietor, is making a long foreign trip to enable her to regain 
her health, and will return some time next year to resume business 

Tulsa, Okla.—M. L. Poundstone, 308 Atco building, has been appointed 
representative in Oklahoma, southern Missouri and part of Kansas by the 
Corry-Jamestown Manufacturing Company 

Utica, N. Y.—Grant’s Office Equipment, Inc., has been chartered: 200 
shares non par value stock ; incorporators—Frederick L. Grant, Ernestine 
S. Grant and Florence L. Palmer 











ADDING MACHINES 


Jackson, Miss.—G. T. Moore has returned to this city as manager of 
the local agency of the Burroughs Adding Machine Company, where he 
had served from 1922 to 1929. Since the latter year he has represented 
the company at Houston, Texas; Dallas, Texas; Memphis, Tenn.; Jones- 
boro, Ark., and Charleston, 8S. C He began his Burroughs career at 
Fort Worth, Texas 

Los Angeles, Calif.—William ‘‘Bill’’ Tonkin has become western sa‘es 
manager for the Victor Adding Machine Company, with headquarters here 

Olean, N. Y.—J. J. Butler, who had been formerly with the Burroughs 
Adding Machine Company, has purchased an interest in the Allegany 
Typewriter Service, 218 West State street 











MARKING DEVICE §S 


Chicago, Ill._-_Miss Woodruff, secretary to Carl 0. Lindgren, of the 
American Numbering Machine Company, brought a spray of pear tree 
blossoms to the office in mid March. These had been grown indoors, and 
gave a spring atmosphere to the office 

Deerfield, iil._-The American Evatype Company will exhibit at the 
Century of Progress,’’ or world’s fair at Chicago, operating a manu 
facturing exhibit. The company’s booth will be in the general exhibits 
building, and will make name stamps to order while the customer waits 
New York, N. Y.._McNamara Stamp & Stencil Works, Inc., have moved 
85 East Tenth street This business had been located at 85 Nassau 


street 
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U niform quality always T R A i 5 F 1 L E 
C lean, clear copies 


= PERFECT = 
P erfect for stylus 
O n white backing sheet STEEL REINFORCED 


D oes not deteriorate ’ THE IMPROVED 
A II sizes for every machine 
STORAGE CASE 


Satisfaction guaranteed 

T ested and proven 

E xceptional for long runs EVERYONE marvels at the strength, rigidity 
NON CELLULOSE and stability of the TRANSFILE. Yet, it is 
C lear visibility simple, economical and original. Reinforced 
Instant proof reading by steel. No bolts, screws to attach. Can be 
L atest improved package set up in a minute or two. 

S old by Stationers everywhere File drawer operates freely regardless of the 











weight. Angle wire interlocking makes com- 


DRY STENCILS pact vertical stacking. 


GET A FREE SAMPLEI 









DUPLICATOR PAPER =SUPPLY CO. —— 


224 NO. DESPLAINES st. ° UL. MAYMARKET 6525-6-7 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK 


OFFICE CHAIRS 













| Pleasing in design and 
ornamentation — Pro- 
portioned to encourage 
correct 
posture 





For a quick, orderly, low cost transfer 
Use F, B. LOOSE LEAF HOLDERS 


As a transfer or a temporary binder for loose leaf records ame for our catalog 
this most convenient device excels. Most big offices have y wre eat Ay! 5 popular 
F.B. LOOSE LEAF HOLDERS always on hand—ad- wn Prt aBacpeare ce 
justable to all sizes of sheets and distances between centers, santial chairs at moderate 
it serves a multitude of binding and filing requirements. = 
Interchangeable posts regulate capacity. STATIONERS who 
have F.B. always in stock, sell in profitable volume. $3.50 
per dozen sets F.O.B. New York. Sample and details on 
request. 











No. 401 Quartered Oak 


EB.MANUFACTURLNG co. | JASPER SEATING CO. 
1228 INTERVALE AVE. NEW YORK | JASPER, INDIANA 


Chicago Representative: LOUIS H. FARBER, 
| 7300 South Shore Drive (phone Saginaw 8785) 


























Repeat Orders 


Come easier to the individual or 
distributing organization that 
stresses quality. Crown Ribbons 
and Carbons have the quality 
which makes satisfied customers. 
Your city may be on our “open 


for representation” list. Inquire. 


Crown Ribbon & Carbon 
Mf. Co. 


Rochester, N. Y. U.S.A. 











GENUINE coMpo STAPLES 


TRADE MARK 


COMPO WIRE STAPLES 





VA 


Compo Wi ire Staples are shaped from standard bookbinder’s 
wire, being preformed and joined together by a special 
process. They are made with such care that these may be 
used in other wire stapling machines of similar type such as 
Hotchkiss, Star, Bostitch, Ace and Dennison. 


COMPO FLAT-STEEL STAPLIES 





The Compo No. | Staple is a flat steel staple of highest 
quality, made 25 to a strip and packed 500 to a box. The 
2 Staple is also a flat steel staple but formed of 


They 


Compo No 
heavier metal and with longer prongs than the No. 1 
are made 40 per strip and packed 1000 to a box. 


BW PLIER 


A new and different type 
of wire stapler weighing only 
6 oz. and combining beauty 
and the well known COMPO 
dependability. 


COMPO C54 





Manufacturers and Distributors 


COMPO MANUFACTURING & SALES CO. 


Westport, Conn., U. S. A. 











OFFICE APPLIANCES 


NO ONE CAN 


AFFORD TO MAKE MISTAKES 
TODAY ---- That's why 


there is a decided business 
turn to machine numbering 
for all office forms, in place 
of blurry hard to read, hand 
figures. 


The “American 5-in-1” 
the logical choice with its 
low initial cost, long life and 
its 5 movements enabling it 
to take care of 95% of all 
numbering needs. 









12345 


The “5-in-1” is a sturdy ma- 
Fac-Simile Impression 


chine with steel wheels and 
drop ciphers for hard work 
—and the price is low. Is it any wonder that 
it has found favor everywhere? 


5 Movements in I Machine 
Retailing for $7.50 


Model _— 
110 

5-wheels M ERICAN :: 6- ceils 
$7.50 $8.50 


AMERICAN NUMBERING MACHINE CO. 




















Brooklyn, N. Y.. U.S. A. Chicago Los Angeles 
Ir "OQ ——A 


“We'll standardize 


on these cards” 


HE reaction to business cards done on Wiggins 
Scored Card Stock and carried in a Wiggins Compact Binder, is one of 
quality Pontes of what they cost. No matter if they be elaborately 
engraved or humbly printed, the feeling is that they could not possibly 
have been done better for the money. 

wite naturally any executive who receives one of these cards thinks 
of their application to his own firm. Very likely he will tell his secretary 
to oa the stationer about them on her next visit. 

Through communication with any paper merchant listed here, or with 
us, you will receive samples and full details for filing of the cards that 
tear from tabs with perfect edges. 


The JOHN B. WIGGINS COMPANY, 1165 Fullerton Avenue, Chicago 
(Originators of Scored Cards) 


New York City: Richard C. Loesch Co St. Lowis: Tobey Fine Papers, Inc 
Pittsburgh: The Chatfield & Woods Co Grand Rapids: Carpenter Paper Co 
Cincinnati: The Chatfield Paper Co Houston: L. 8S. Bosworth Co., Inc. 
Detroit: Seaman - Patrick Paper Co Los Angeles: Fine Paper House, Inc 
Baltimore: The Toledo, Dayton, Columbus, Cleveland: 
Koch laper Co The Paper Company 


WIGGINS 


BOOK FORM CARDS 
COMPACT BINDERS 


Washington, D. C., 
Barton, 


Duer & Central Ohio 











— 
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TYPEWRI 





Beaver Falls, Penna The local store of Montgomery Ward & Com 
pany has established a typewriter department 
Bremerton, Wash The Book 
recently, carries typewriters fTice 
tionery i supplies 
Buffalo, N. Y.--The B 
at 60 Niagara street, where 
Chicago, Ill A. P. Hamil has been assigned to national accounts by 
Paul W. Jones, manager here for the Royal Typewriter Company, Inc 


Chicago, W.—The Woodstock amended its 


which opened 
specialties and supplies, general sta 
gifts and books 


Store 126 Pacific avenue 


items sc hoe leather goods, 
uffal r'ypewriter Exchange has leased the store 
occupies about 1,600 square feet of space 


Typewriter Company has 


charter, reducing the authorized capital stock from $2,000,000 to $1,000, 
ooo 

Chicago, !l1.__S. G. Garvey has been put in charge of the supplies de- 
partment of the L. ¢ Smith & Corona Typewriters In« He succeeds 


A. J. DeWick, who has been signed to a territory 
Chicago, III. Eddie’’ Ryan, at one time assistant to J. E. Neahr when 
the latter was sales manager of the Underwood Typewriter Company, is 
now connected with the selling staff of the Underwood in Chicago 
Chicago, It1..-Edward G. Wright, formerly with the Underwood Type 
writer Company and later with the Woodstock organization, has returned 
to the Woodstock service after an interval spent in another field 


Chicago, !I!._-Fred M. Simmons, who spent twelve years as 
man for the Remington Typewriter Company and six years with the Un 
derwood, leaving the typewriter field for a number of years during and 
after the war, is again in the Underwood service as a salesman attached 
to the Chicago branch 


Chicago, !!.—J. B. Lanigar 
Typewriter Company, and later with the L. C 
Company, many years ago, visited, March 7, with Walter Lothrop, of the 
Adding Machine & Typewriter Exchange Mr. Lanigan is now in a dif 
ferent line, but enjoys visiting with his friends of the typewriter field 
By coincidence Mr Lothrop started out to become a doctor, and Mr 
Lanigan is now in the surgical specialties field 

Cleveland, Ohio.—-The Shaw Typewriter Company has been taken over 
by ¢ A. Bollinger, and being conducted at 750 Prospect avenue Mr 
Bollinger is an old timer in the typewriter field 

Davenport, lowa M. CC. Gable, formerly a city salesman at Chicago 
for the L. C. Smith & Corona Typewriters Inc., has been appointed local 
manager He succeeds W. A. Fairbrother, who has moved to St. Paul, 
Minn., where he is engaged in another line of business 

Everett, Wash.Black & King, 2903 Colby avenue, 
partment for the repair and overhaul of office machines; R. D 
is in charge 

Gloversville, N. Y.—-A. A. Bradley has been put in charge of district 
sales and service by Underwood Elliott Fisher, with headquarters at 26 
North Main street 

Madison, Wis..-When the new state scrip was offered to bank patrons 
in March, as a part of the Federal bank holiday, a local newspaper pub- 
lished a double truck advertisement explaining the purpose of the scrip 
issue, and instilling confidence in the people This advertisement was 
signed by a number of Madison merchants, including the Stemp Typewriter 
Company and Blied Office Supplies 

New York, N. Y.—-Robert Bastow has been appointed sales manager of 
the portable division, L. C. Smith & Corona Typewriters Inc 

Oakland, Calif..-The Oakland Typewriter Exchange, 1839 San Pablo 
avenue, Tony Micco, proprietor, has been made exclusive distributor in 
Alameda and Contra Costa counties for the Woodstock typewriters. Mr 
Micco was recently distributor for the L. C. Smith & Corona machines 
He has had twenty-two years’ experience, five salesmen, eight mechanics 
and rebuilding plant 

Pontiac, Mich.--Th« 
has moved to 84 North Saginaw street 
at 108 North Saginaw street 

Portsmouth, Ohio.-—Johr 
Underwood typewriter 

St. Paul, Minn.—-H. L Philo has been appointed manager of the type- 
writer division of Remington Rand, Inc., in this territory Prior to this 
promotion he was connected with the company at Detroit, Mich 

St. Petersburg, Fla._-E. E. Hayward, formerly of Battle Creek, Mich., 
has become manager of Woodstock Typewriter Sales, 408 Central National 
Bank building 

San Francisco, Calif...F. E. VanBuskirk, San Francisco manager for 
the Smith-Corona branch, is spending considerable time at the eastern 
headquarters attending the general conference 

San Francisco, Calif.._F. G. Fink, the capable and popular manager 
who has for a considerable time had charge of the Underwood office in 
San Francisco, has taken ch re of the Oakland office at 386 Nineteenth 
street, which he will operate on a dealer basis. W Coffman has taken 
charge of the San Francisco office 

San Francisco, Calif.‘ E. F. Russ, manager of the San Francisco 
Royal branch, informs us that there has been a territorial readjustment 
within the branch Salesmen have been shifted some, and all are ready 
for a most aggressive drive, and highly optimistic, believing that condi- 
tions warrant the expectation of a prosperous selling season 

San Francisco, Calif..-The Remington people have announced their re 
moval the first of April to new quarters at 509 Market street. The new 
location will be quite desirable in several ways. The company is mean- 
while conducting a removal sale with attractive reductions. Typewriter 
sales since the first of the year have been good. January was quite ac 
tive, though bank holidays and the like have slackened activity somewhat 
recently 

San Jose, Calif.—Lloyd’s Typewriter Company 
Linadury, has moved to 64 East San Fernando street 


Somerset, Ky.— The 


sales 


Wisconsin manager for the Smith Premier 
Smith & Bros. Typewriter 


have added a de 
Mc Master 


Mitchell Typewriter & Office Equipment Company 
This business was located formerly 


Bushart has secured the local agency for the 





conducted by 


Lloyd 
Somerset Typewriter Supply Company has been 
opened at the Sheneman Typewriter Shop, by Miss Catherine Bradshaw 
In addition to typewriter repairs, office supplies are sold. J. R. Lee has 
charge of repairs on typewriters and adding machines 

Spokane, Wash. The Shaw & Borden Company, office outfitters with 
establishments at 325 Riverside drive and 326 Sprague avenue, has been 
made distributor for the Woodstock in Spokane and surrounding territory 

Springfield, Ili.-Fred W. Fogg has been appointed local manager for 
the Royal Typewriter Company, In 

Syracuse, N. Y.—-After May 1 the Typewriter Store, Inc., 
122 East Washington street, will move to 
Warren street 


formerly at 
larger premises at 316 South 


NEW PELOUZE | 
POSTAL SCALES 


The New Crescent, capacity | 
pound by ounces, intended 
for individual desk or library. 
Has improved construction, 
enclosed sides and new base. 
New Columbian, capacity 244 
pounds by ounces, for mailing 
desk or shipping room. Has 
improved design with en- | 
closed sides and new base. | 
Pelouze Postal scales tell the p ns Sa 
exact amount of postage in New “Crescent 

| 





cents required for all classes One pound 

of mail matter, including parcel post by zones. 
All models are manufactured 
under conditions of accuracy 
and precision. Finished in 
beautiful new “Duotone 
enamel. 
Dealers supplied through lead- 
ing jobbers. 


t 
R 


Send for new catalogue. 


Pelouze 





New Columbian” | Manufacturing Company 
N i 232-242 East Ohio Street } 
ew “National 


4 Ibs. CHICAGO 
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Steady sales on Vul-Cot! . . . Because it is made of National H.A.R.D 
Vulcanized Fibre—guaranteed for 5 years. Because it is standard in 
87 per cent of business offices in America. Because it is the only nationally 
known wastebasket. And again because the VulCot policy 
assures good stationers a good profit on every sale. 

CO. 


NATIONAL VULCANIZED FIBRE 
Wilmington, Delaware, U. S. A. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 
11-13-15 Vandewater Street 
New York 
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OU 
NEW 


CATALOG 
is ready. 

‘ Write for your 

copy at once! 


i$ 
Keathoroid, Quality, 


as usual, is offered at the price of other 

makes. Offer your customers the ad- 

vantages of Leatheroid at the market 
price. 

Filing Pockets, Expanding Wallets 
Envelopes of every type and 
description made to the 
Quality Park standard. (Get 
our NEW PRICES on Kraft 


and Jute clasp envelopes. 


Shipments from our Chicago Warehouse in 
the Merchandise Mart 


\ 








QUALITY PARK ENV. CO. 


11-116 Merchandise Mart, Chicago 








OFFICE APPLIANCES 








RIBBONS AND CARBONS 


Chicago, Il!.-F. S. Cooper, of the Codo Manufacturing Corporation, re- 
to the banking holiday in western Pennsylvania 
activities 





ported prompt response 
when he visited the factory at Coraopolis in March Business 
showed a wholesome tendency and confidence was established quickly 

Philadelphia, Penna.—-The Neidich-Old Dutch Company, carbon paper 
and inked ribbons, Washington Square building, Seventh and Chestnut 
streets, has been registered as a commercial title in the common pleas 
court by Lewis 8S. Dickel, Upper Darby, Penna 

San Francisco, Calif._-W. G. Huston, Pacific coast manager for Mittag 
& Volger, Inc., has been making an extensive tour of the Western terri- 
tory, going as far as Vancouver on the north and Denver on the east. 

Seattle, Wash.—-The Northwest Ribbon & Carbon Company, Dexter Hor- 
ton building, has added a systems department, and has acquired the ex- 
clusive sales rights for Globe-Wernicke files 


BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunities. 











Catalogues for Equipment House.--The Office Equipment Bureau, 30 
South High street, Akron, Ohio, requests catalogues from manufacturers 
of office systems, machines, furniture and supplies 

Catalogues on Equipment and Stationery..-Sonneborn’s Sons, 715 Lin 
coln Way, LaPorte, Ind., asks catalogues from manufacturers of office 
equipment and supplies lines. This business was formerly the retail divi- 
sion of the Sonneborn-Kemp organization, which has operated in La- 
Porte many years. 

Catalogues and Price Lists.J. L. Fleming has organized the Fleming 
Office Machines Company, 1300 City Bank building, Market street, Wheel- 
ing, W. Va. Catalogues and price lists are requested covering general 
office supply items. At present the company is handling all kinds of used 
and rebuilt office machines 

Catalogues for Stationery Dealer.._The Horne & Schwartz Company, an 
established Boston business, has moved to 157 Federal street Manufac- 
turers are requested to send their latest catalogues 

Catalogues for Stationer..-The Roberts Company, 
Knoxville, Tenn., requests manufacturers to send their recent catalogues 

Catalogues for Stationer...The Udov Press has been established at 912 
North Wells street, Chicago, by Philip Udov. He is adding stationery items, 
and requests manufacturers to send catalogues 

Commercial Stationery Items for Coast...L. H. Abbott, 2030 Eunice 
street, Berkeley, Calif., seeks new connections in the commercial stationery 
or gift lines He is well acquainted in his territory, which includes 
Washington, Oregon and California 

Dealer and Consumer items Sought..-Roy J. Weaver, 1606 Commerce 
street, Dallas, Texas, wishes to add one or two more general office sup 
ply or office furniture items. References can be furnished 

Direct to Consumer Sales in Florida.—-Two successful office equipment 
and supply salesmen wish to take on a line for sale direct to the consumer 
in Florida. Both have had extended experience. Commission basis. Man- 
ufacturers interested can obtain further information by addressing Sem 
49, care of Office Appliances, 417 South Dearborn street, Chicago, Ill 

Distribution for Novel Office Items...Earl H. Prentzel, 123 South Broad 
street, Philadelphia, Penna., seeks new items for office use for distribu- 
tion to dealers in Virginia, Pennsylvania, New Jersey, Maryland, Dela- 
ware and Washington, D. C 

Furniture and Filing Supplies Wanted...Stanley E. Frick, 717 North 
Eighth street, Manitowoc, Wis., wishes to add lines of office furniture, 
filing supplies and allied items to his present items Mr. Frick covers 
Wisconsin, Minnesota, South Dakota, North Dakota, lowa, Nebraska, Kan 
sas, Missouri and Oklahoma 

Lines for Pacific Coast Salesman.—-Raynes Davis, P. 0. Box 1273, Los 
Angeles, Calif., wishes to add a few more commercial stationery items to 
the lines now carried He calls on dealers from Denver west 

Office Specialities for West Coast...0. H. Davison, 74 New Montgomery 
street, San Francisco, Caiif., desires agency connections with one or two 
more manufacturers of office specialty lines which involve the use of 
supplies. He has facilities for carrying stocks in San Francisco without 
charge for warehousing. Mr. Davison is well acquainted with the dealer 
trade in the territory from Denver west 

Representative for Central West.__J. H. Hallam, 110 Green street, Day 
ton, Ohio, wishes to add one or two lines to handle in Ohio, Michigan, 
Indiana, Kentucky, West Virginia and western Pennsylvania He is in- 
terested particularly in non-sample lines and small stationery items 


510 Union avenue, 





aeons ems 
New Enterprises 
Following are new ncerns reported in further detail elsewhere in this 
issue The fer possibilities of additional outlets for manufacturers in 
this field 


Equipment Business at Akron.—-The Office Equipment Company, 30 South 
High street, Akron, Ohio, has been opened, covering office equipment, ma 
chines and supplies 

Office Machine Business at Wheeling...The Fleming Office Supplies 
Company has been established in the City Bank building, 1300 Market 
street, Wheeling, W. Va The company handles all kinds of used and 
rebuilt office machines, and is planning to expand the scope of the busi 
ness to include general office supply items 
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Baltimore, Md.—-E. J. Johnson, who had been with the Wilson-Jones 
Company, has joined the Baltimore Sales Book Company, covering Penn 
sylvania, Delaware, Maryland and southern New Jersey 

San Francisco, Calif...Clyde Dalton, who carries the local stocks of 
Trussell products, has enlarged his stockroom at 7 Front street 

Toronto, Ont., Canada.-Accounting Systems & Service, Inc., has been 
registered as a private company, to manufacture and merchandise ac 
counting, checking, filing and other office business systems; capital stock, 
50,000 shares no par value; this business was registered by Stuart Hall 
Brown, John Dickson Currie and William Lawrence Wallace 
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NEW!! Pocket Knife 


Opens and closes with one hand with- 
out danger of breaking fingernails. ~ 
The Gits-Nife is wanted by every : 
man, woman, and child Adjusted A 
to four locking positions with a 
flick of the thumb Practical 
Compact 

Handles made of attractive Pyra 
lin. Blade is made of high carbon 
steel 

Three grades, 50c, $1.00 and $1.50. 







f 


Free glass display case with special 
assortment of three dozen—Twelve 
50c knives, Eighteen $1.00 knives, 
and Six $1.50 knives. Retail value, 
$33.00 


GITS BROS. MFG. CO. 
1854 S. Kilbourn Ave., Chicago 
Blades replaceable 


se Representatives want 
sae cd for: N.Y.. N.J 











ACME STAPLES 


and stapling machines 
QUALITY FIRST SINCE 1894. The ma- 


chines and staples that guarantee not 
only sales but profits. Ask us how. 


Acme Staple Company 
CAMDEN, N. J. 














For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringin 
out new metals embodying latest developments aa 
improvements, this service is exceptionally valuable 
in its field, 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO. 








Pa., and Central States 
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Writing Ink 


BUT YOU'LL WANT 


In scope, the new Higgins’ Blue-Black 
Ink is the some os other Bive-Blacks now 
the market. 

In manufacture, it is o perfect iron gallo-tann 
ink,—made according to the same 
ally high standards of quality that have: 
acterized the Higgins’ Line for half a en 
In quality, it cannot be surpassed. 
unusually vivid blue, turning graduvc 
deep, permanent blue-black. Exceptic 
ici srity, brilliancy and 
sediment. For use in ink 
steel pens and gold pens. 


for sample and full d 
& CO., Inc., 271 Ninth St., 

































6 for 10 cents 


Office Managers everywhere like 


Moore 


Aluminum Push-Pins 
To Hang Up Things 


Can be inserted by hand or driven into 
walls or woodwork with a hammer. 


Our new Counter Displays make 
fast sells. Ask your Jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Philadelphia, Pa. 














You should get 


@ur “Prices on 


TABLES 


ALMA DESK COMPANY 
HIGH POINT, N. C. 
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A-U-T-O-M-A-T-I-C 


the fastest vertical file 
on the market 





the drawer filing operations 


EXPANDS 


automatically 


and error 
chances are 


REDUCED 50% 


9 inches 





AUTOMATIC FILE & INDEX CO. 


General Offices — 900 Butler Building 
427 W. Randolph St., CHICAGO, ILL. 





















OFFICE APPLIANCES 


Letters that SHAKE HANDS 


With the Auto-typist you can type- 
write hundreds of letters every day 
that mentally shake hands with your 
prospects. Such letters get results. 
Routine correspondence can be Auto- 
typewritten with our new automatic 
letter selector. 
Ask about our rental plan. 
Correspondence invited from salesmen 
and dealers. 
AMERICAN AUTOMATIC 

TYPEWRITER CO. 

602 Carpenter St. Chicago, ll. 








A CO PATENT CUT | 
INDEX TABS | | 


Characters cut in strip form with a narrow 
binding, keeping characters in consecutive 
order. Easy to attach (cut or pull apart). 


ASSURE UNIFORM COLOR | 


A SUPERIOR TAB AT NO 
EXTRA COST 


G. J. AIGNER COMPANY 


Manufacturers 
BINDERS — INDEXES — SPECIALTIES 
503 S. Jefferson St., 5m Chicago, Illinois 
» 











ov 
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=———\_ A SELLER 
Springs instead of rub- 
ber in typewriter cush- 
ion keys give a very 
delightful effect. 


MASTER 
SPEED KEYS 


DEALERS AND REP- 
RESENTATIVES find 


ee them profit makers. | 
Write for interesting 

.- at proposition. | 
Speed Key Mig. Co., | 


(A)—Transparent protection Ine. 
(B)—Protected character . PI 
(C)—Piano wire spring 33 Columbus Place 

(D)—Rustproof baked Enamel BROOKLYN NEW YORK 


uit 
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| THE ORIGINAL 
PHILLIPS 


TYPEWRITER RIBBONS 


A combination of Quality and 


Price that hasnever been equalled. | 


PHILLIPS PROCESS CO., Inc. | 


82 St. Paul St. ROCHESTER, N. Y. 



















Zip-Wallets 


Are Big 
SELLERS 


Exclusive selling 
features instantly 
appeal to Doctors, Brokers, 
Realtors, Contractors, Collect- 
ors, Express and Insurance Men. No. 805 
Beautiful Flexible Calfskin Leather. Talon Slide Fast- 
ener on 3 sides—opens flat as a book. Four accordion- 
style pockets, also card, pen and pencil pockets. Fits 
inside coat pocket. Write at once for pris es on complete line. 


FRANK MASHEK & CO. CHICAGO 








MARKILO 
i ~— allviible ¥ 
r ci | 


INDEXER STRIP 
TRANSPARENT 
CELLULOI 
GUMMED 
FASTENER 





















MARKILO Envel are made in all ring-book sizes. 
MARKILO INDEXER Strip (blank-label) ready-to-cut. 
Transparent signals, card cases, etc. Sample on request. 


The Dozen System vs. Decimals, Booklet Mathamerica 25c 
Markilo Co., Mfrs. 936c W.63rdSt., Chicago, U.S.A. 
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52 pages of information including illustrations of all types 
of office machines—specimens of typewriter type—how to 
test adding machines for accuracy, etc., etc.—at a nominal 
price of only 25c 

Send ter your copy today! 








RELIABLE 


~ae TYPEWRITER & ADDING MACHINE CORP 


303 W MONROE ST.. CHICAGO, ILL..., 
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RIBBONS 


Sansom at Tenth Street 





US. TYPEWRITER RIBBON MFG. CoO. 





ESTABLISHED 1895 


Dealers Inquiries Solicited 


Philadelphia, Penna. 











ASD 


TREASURE CHEST 


A popular personal treasure 
chest for professional, small 
office or household use. 
inherent strength, theft-proof 
and fire-proof, ‘the ASCO 
Treasure Chest is beautifully 
finished in a two-tone antique 
copper effect. A handsome 
attractive and profitable num- 
ber. Outside dimensions, 
16%" wide, 6%" high, 12° 
deep. Put a sample on dis- 
play today. 


ART STEEL CO., Inc. 


300 E. 145th St. NEW YORK CITY 


METAL PARTS 


FOR 
Visible Record Books 


latest type, multiple prong construc- 
tion, 1”, 114", 2” and 3” capacities. All 
standard lengths. Two grades. Also 
parts for prong transfers, post binders, 
ledgers, catalog covers, etc. Send for 
Price List. 


The C. E. SHEPPARD CO. 


4403 Twenty-First Street 
LONG ISLAND CITY N. Y. 



























Two “Dandy” Specialties 
for Office Appliance Dealers 













" = Dandy” 
“ eX Envelope 
Gen dy Sealer 
Holder $12.00 
$2.50 retail 
retail 


The “‘Dandy” Copy Holder is sturdily 
built, convenient to use but never in 
the way. Upper arm keeps leaves in 
place. Promotes speed and accuracy 


THE OFFICE 
in transcribin 
The “Dandy” Envelope Sealer is rapid A P P LI A N Cc E co. 


and efficient. Just stack up the en- " 
velopes and turn the crank. DEALERS 191-195 Devonshire St. 
BOSTON, MASS. 


























IMPROVED 


CONCENTRATED ( KOR-RECT-O } 


STENCIL 
CORRECTION 
FLUID 


for all 
makes of stencils 
Bakelite cap 
Cellophane Sealed 







= 7 
‘~"! Attractive Display 
Liberal Discounts 


S 
WILL NOT Prev ron ster 
KOR-RECT-O CO. 23 Beaver St. New York 


write for our liberal sales proposition. 
You Can’t Beat the 
RED CAP TWINS 







Correction Type 
Fluid Cleaner 


Here’s two fast moving items that win acclaim 
everywhere. They do the work. They re- 
peat. They are well liked. 

Just a drop of Mimeo Correction Fluid makes 
perfect corrections on all kinds of stencils. 
Mimeo Type Cleaner is the steno’s friend. 
Clean. Easy to apply. Economical. Non- 
Inflammable. 


With every order of 


a case gee a Take advantage of this special offer now. 


laid we will eevee =©6 Mimeo Service Bureau 


Fifty cent sellers. Regular dealer discounts. 


one dozen bottles of 
Mimeo Type Cleaner 


free. 


132 Nassau St., New York City 











PROFITS 


The Fulton Man Says 
Why pass an opportunity? 


Feature Fulton Daters and Dri Kwik Stamp Pads. You 
know that business needs these highly convenient 
stationery items; why not be ready to ring up every 
dollar offered? Fulton Daters and Pads are first 
quality—satisfaction guaranteed. Why not serve 
your trade the best—why not get the most out of 
the business? Write for catalog and prices. 


Fulton Specialty Co. 
Elizabeth, N. J. 




















pread Grippit with your fingers 
and see how it rubs off, leaving 
them cleaner than before. See how 
it brings actual pleasure to the 
pasting of charts, reports, stamp 
albums—erstwhile pesky jobs . . . 
Look for this display on stationery 
counters Write us for newly 


designed, larger iD Free 


Harriman-Welts Products Co., 200 Summer St., Boston 














19x24 Desk Blot 





A DOLLAR SPECIAL 


ter Pad, Leather Corners 
Mailing Carton. Black or Brown 


Leather Corners. 





va 








CROWN OFFICE SPECIALTY CO. 


65-69 East Gay St. 


Columbus, Ohio 


20 Blotters to fit, i 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


SPECIMEN IMPRESSION 





LEVER SEALS 
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309696 96060606000605252 
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ra ww @ Standard 

©) 

A. — Brass! 
‘6 > DAPER 22 Nickel 

To P PAS TENERS Finish! 


The guide to quality in paper 
clips. Low cost and first quality 
built up a demand. Specify “Tip 
Tops.” Your Jobber can supply 
you. 


TIP TOP MFG. CO., Inc. 
SYRACUSE, N. Y. 


Canadian Agents, Brown Bros., Ltd., Toronto 




















OUT OF SIGHT — SALES STOP 
Display COIT’S Improved Lettering 
PENS 
The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens—3 of each 
popular size on special counter 
display card for 30 days sales 
trial, prepaid. 
Dozens of stores in your neigh- 
borhood need COIT’S PENS 
and will buy them from you 
when displayed. 

ASK YOUR JOBBER 
THE BRIDGEPORT PEN 
COMPANY 
Bridgeport, Conn. U. 



















S. A. 











Color is the life of type- 
writer ribbons and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of COL O Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


The quality of CODO 
Ribbons and Carbons is fit- 
tingly exemplified in their 
modern, brilliant, attractive 
packing. 


Proof and full information 
on request 





The Codo Manufacturing Corp. 
New York Coraopolis, Penna. Chicago 





















more thoroughly 
ethods 





teady 


Cive 


Writs iformation of 
dozen f your jobber 
dozen mes im an attractive counte 
displa Try it You will fine 
can more and more Clarotype 
ach ea 

, THE CLAROTYPE CO., INC. 


16-D Hudson St. 


ictually cleans typ 


It is valu 


rapner u 


YOU’°RE SELLING A RELIABLE 
PRODUCT . | 


vir your custome 


cLARD-TYP: 


the modern type cleaner 

makes Claro 

: Once a ste 

he will always 

s know this 
ype 


nsider Clarot 


New York 


you know you're 
rs value. For Clarotype 
of typewriters quicker, 
and efficiently than other 








| AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- 
ing typewriting easier for thousands } 
of users. Sales, both new and re- 
placement, are large. Write for 
prices and discounts. 





AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21, 1915 a 
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A line that is distinctively different in 
its superior quality, uniformity and 
completeness. 


every need and condition. everywhere 


ee= 


Send for Particulars 
NOW 


A Free Introductory Offer 


Write for it and our liberal discount 
schedule. Retail price 50 cents 


with the exclusive patented ap- 
plicator (combining felt and brush) 
cleans type quickly, thoroughly and 
easily. It is a favorite among 
typists everywhere. 


Martens Type Cleaner Co. 
New York City 


In Every 


Bottle 120 East 28th St. 





RIBBONS - CARBONS - DUPLICATING INK 


The Tybon Ribboner 
Machine 
“Reel Ribbon Economy” 


Ribbons in Reels, Boxed, Unboxed or 4 proven method of reducing ribbon sharp reproductions. Will not harden 
under Special Imprint. Carbons for 9.4 used by dealers and jobbers 


(Ask for our Special Offers) 








(Pens? 


Why not TURNER & HARRISON 
School—Business—Im prints 


Specializing on this one product 
since 1876 
Turner & Harrison Pen Mfg. Co., Inc. 


12th and Spring Garden Streets, 
Philadelphia, Pa. 








Personalize 
Your Ink Dept! 


Your own name and mark on an article 
of proven merit provides expression for 
an interesting idea, successfully used by 
many retailers. HH. A. style ink eradi- 
cator is quick acting and dependable; for 






years it has been, and now is being sold by 
most commercial stationers in this way We 
offer to supply it bearing your imprint and 
giving you conspicuous publicity on the book 
keepers’ desk Ask about the proposition 


H. A. Ink Eradicator Co. 


1545-1547 West Farms Road New York, N. Y. 
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Tybon Duplicating Ink 
New and Better 


Quick drying—non-smearing. Clear, 








on the pad. For all types 
of duplicating machines. 






















STURGIS 


POSTURE CHAIRS 
PROVIDE 
EASY, QUICK, POSITIVE 
ADJUSTMENTS 
Without the Use of Tools 
“A MODEL FOR EVERY PURPOSE” 
Write for Particulars 


Sturgis Posture Chair Co. 
STURGIS, MICH. 


Manufacturers of the 
Famous STURGIS All-Metal Stands 




















Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 














Stanley R. Bristow 
24 Central Ave.West Orange,N.J. 


Loose Leaf Rings 









No Large Brass 
Joint to Tear T Nickel Plated 
Paper FIVE SIZES 


Inside Diameters 
4"—1.35 Per 100 


Open Easily, "mi SO 


Close 17 —1.75 4 - 
Securely d ce my 4 “ « 





For loose leaf books, binding reports, blueprints, etc. 
Write for information Loose Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 
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RROE” 


NOTICE 
We have acquired the copyholder and 
transcribing devices business of Error-No, 
Inc., and the Dawn Manufacturing Co., 
formerly of Little Falls, New York. This 
business will hereafter be carried on by 


the DAWN MANUFACTURING CO., 


INC., as our subsidiary with general office 












and plant at Rochester, New York. All 






correspondence should be hereafter so di- 






rected. An announcement of importance 







and interest to the trade will be made at 





an early date including details of unusual 


new models and designs. 
HALL-WELTER CO., INC. 


ROCHESTER, N. Y. U. S. A. 
















SALES LETTERS 


Need the Support of 


SALES LETTERHEADS 


Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. Im appearance, it 
ought to be on a par with your best 
dressed salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 


‘Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 


35 N. Division St. Buffalo, N. Y. 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE <a POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stalioners and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organizalion; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An inder 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business thal he may be 
interested in al the lime. The subjects run all the way from 
account books to window dressing and are wrillen in such a 
way thal the volume is an excellent reference book. 

—Offlice Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer. 


4 good idea in ilself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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CoLtumBiAn products have set 
an entirely new standard of quality in the calendar field. Their beauty 
and dignity combined with the ingenuity of their design have 
earned a gratifying and permanent acceptance of each type 
— Success — Tear Kleen and Executives. The complete- 
ness of the Columbian Line enables you to profit- 
ably order your entire stock of calendars from 
one manufacturer. 


COLUMBIAN 
ART WORKS __, 


1036 W. JUNEAU AVE. 
MILWAUKEE 




























Improved quality at low- 
er prices. Write for our 
new catalogue and deal- 
er’s price list 


Success Calender bases 
have lock arches and four 
, rubber feet. 

Tae Dare ara GLANce | 


TREKS >) 


When 
| end 


Where 





A beautiful gunmetal 
base of one piece 
construction. (Cello- 
phene wrepped). 


ou f 
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As pioneer desk makers of | New No. 800 Series Chairs in 
Jesper, Indiana, we can offer Solid American Walnut: A 
you the best in high quality 


desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 
The JASPER d The JASPER 
DESK CO. ““ CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 








CHICAGO REPRESENTATIVES: Fics fester Chair Go. William H. Brown, 4504'S. Wells St. (Phone Boulovend 7957)” 
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LOOK TO ROYAL FOR REAL 1933 PROFITS! 


Experience has proved, again and again, that the 
typewriter dealer makes greater profits, and faster, 
by concentrating. 


Royal’s Complete Line of 3 handy, home-sized 
typewriters covers the market—answers every cus- 
tomer-requirement. And it means a minimum of 
money tied up in stock. 


Remember—three Royals! Each the leader in its 
price-class! Carefully designed and developed. Prod- 
ucts of years of experience devoted exclusively to the 
manufacture of typewriters. The Royal Signet with 
Mono-face type, $29.50; the Royal SigneteSenior, 
priced “in-between” for quick profitable sales, $37.00; 
and the Royal Standard Portable, the finest of home 
typewriters, $60.00. 





Link to Leadership . . . Stock and handle Royal 
exclusively! 


Write—or wire for information. 


ROYAL TYPEWRITER COMPANY, INC. 
2 PARK AVENUE, NEW YORK CITY 
Canadian: 362 Notre Dame Street West, Montreal 


senseoneen on WL 



































HIGH QUALITY—LOW PRICE—EASY TO 
DEMONSTRATE—GOOD SUPPLY BUSINESS 


w FLEXOGRAPH fits the bill! 

Dealers everywhere are enthused 

#* with this new portable duplicator 

because it’s easy to sell. A pros- 

pect doesn’t have to deliberate 

for several weeks before purchas- 

ing a FLEXOGRAPH. He either 

needs it or he doesn’t. A mo- 

ment’s demonstration is suffi- 

cient to impress the prospect, and the purchase 

price is within reach of anyone. Think of what 

you have to offer! A stencil duplicator complete 

with all supplies in a neat carrying case at prices 

ranging from $12.00 to $35.00 Built in five sizes 

a size to fit every need. The Post Card Flexo- 

graph priced at $12.00 is a high quality dupli- 

cator that fills a long felt need. Right now the 

government post card represents the best buy in 
direct-mail advertising because 
stock and postage combined cost 


at a cost of approximately 90c. The quality of 
work produced is comparable to a printed job. 
Next in line is the Letter Size Flexograph at 
$18.00. This machine has a wide field of sale; 
for every office, school, church and factory has 
use for this machine. It prints full letter size 
copy (8"x10!4") in one or more colors and the 
quality of work produced is equal to that of the 
highest priced stencil duplicator. The larger 
size Flexographs are the Legal Size (8'4"x14") 
at $21.00 and the Folio Size (11"x19") at $35.00, 
so you see that when you handle the Flexo- 
graph you are not held back in your sales 
efforts by only having one size machine to sell. 
You don’t have to sell a makeshift—a duplicator 
that is too large or too small for the intended 
use. You can furnish a machine of the proper 
size so that there will be no material waste on 

stencils or ink—a machine to fit 

the job. 





only one cent. Why not tie this 
up to your FLEXOGRAPH sell- 
ing? Printing cards on the Post 
Card Flexograph costs but a few 
cents a thousand and the -aving 
over printing soon pays for the 
machine. 

The Note Size Flexograph (6"x9") 
at $15.00 is ideal for restaurant 
use. Consider the sales features 
it offers in this field. You can 
show a restaurant manager how 
he can print a week’s supply (14 
sets) of permanent black menus 


Dorothy 
latest 








Wilson, 
Cinderella 
from stenographic work at the 
Radio Picture’s Studios to fea 
tured parts in films, shown trying 
out the new Flexograph. 


Why not investigate this dupli- 
cator as hundreds of other deal- 
ers have done? Write today for 
complete information and deal- 
er’s proposition. 


THE HEYER 
DUPLICATOR COMPANY 
Inc. 


911 West Jackson Boulevard 
CHICAGO, ILL. 


Hollywood's 
who stepped 














UNDERWOOD 


AND 


SUNDSTRAND 


MEET TO OFFER 


. ye 


of ADDING-FIGURING MACHINES 


Today the spotlight is focused on a new stage where a 
new line of adding-figuring machines is making its 
bow...the Underwood Sundstrand line. 

Today two great names are joined...Underwood 
and Sundstrand. 

Underwood with its thirty-five years of leadership, 
its world-wide popularity, its four million satisfied 
users, its famous speed and reliability, its reputation 
for prompt, efficient service and its engineering skill 
that has pioneered at every turn. 

Sundstrand with its introduction of a new, simpler 
principle of machine adding, its 18 years of popularity, 
its introduction of the portable adding machine and 
its application of direct subtraction to these models. 

And now...the Underwood Sundstrand! New fea- 
tures, new beauty, new values, new prestige. Twenty- 
eight models with eight, ten and eleven column capac- 
ity...straight adding models...models with direct sub- 
traction and credit balance...manual or motor opera- 
tion... built-in electric motors or heavy-duty motors 
mounted on stands. The right model for every business 


need, with features that perform any figuring task with 
greater efficiency. 


idding Machine Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters * Accounting Mac hines « Adding Machines 
342 MADISON AVENUE, NEW YORK, N. ¥. 


Sales and Service Everywhere 





PORTABLE ELECTRIC UNDERWOOD SUNDSTRAND 
1=—Ten numeral keys in logical, common-sense 
arrangement. 2—All keys under the fingertips 
of one hand. 3—Column selection is automatic. 
4—DIRECT subtraction with credit balance fea- 
ture. 5—Increased speed...greater accuracy. 6— 
Tap your figures out exactly as you'd write them. 
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KEYS 


THATS All 


